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Cleanup Programs 


Under Way As Four 
Makes Pay Bonuses 


By John K. Teahen Jr. 
Staff Writer 
S-BONUS programs of the 
type generally associated with 
the cleanup period have been in- 
ted by four manufacturers. 
rs will join the ranks as the 
summer moves along. 
The new contests involve 
Dodge, DeSoto and 
r, which are rebating $35 
“% $150 per car after dealers 
‘Hach a certain percentage of an 
assigned quota. 
‘Only the DeSoto event, which 
1 until the end of the model 
yy can be considered a true 


up contest. The other three | 


l terminate July 31, but it is 
that they will be continued, 
haps with slightly altered terms, 
“il introduction time next fall. 
7 + > 
ADDITION, contests are in 
force at Ford division, Chevrolet, 





Territory-Security 


Hearings Open 


House Committee Sends 
Sticker Bill to Floor 


By William Ullman 
Washington Bureau Chief 


ASHINGTON. — Hearings will 
: open today (June 23) on the 
Potter territory-security bill before 
the Senate Interstate and Foreign 
Commerce Committee. 

Hearings are slated to last two 
days. Witnesses will include 
NADA, presidents of the auto 
manufacturing companies, the 
dustice Department and FTC. 
NADA support of the legislation 

is expected to be voiced today or 


temorrow. 


* > > 


EANTIME, it was learned that 
"2 Senator Monroney was elated 
by action of the House Interstate 
@nd Foreign Commerce Committee 
“mf reporting his auto price labelling 
ii to the floor Thursday without 
ges from the Senate-approved 
‘Measure. 

House committees recommended 
the bill despite an eleventh-hour 
"feport by the Justice Department 
‘Withholding approval. 

The Potter bill and a similar 
measure introduced in the House 
grant broad powers to auto 
makers who want to resume 
territory-security practices. 

' Although the measure ranked 
fourth on a priority list of legisla- 
tion for NADA support, the Na- 
tional Affairs Committee said in a 
Teport to the NADA board: 

“Even though this is contro- 
versial legislation, the importance 
of it to our membership makes it 
mandatory that we work vigor- 
ously on it up to the last whistle.” 

* K * 
PONENTS of the Potter bill 
are expected to point out pos- 
sible threats to consumer or dealer 
freedom inherent in the wording of 
the measure. 

In its report recommending 
that NADA support be given to 
bills in order of their chances of 
passing, the National Affairs 

(Continued on Page 6, Col. 3) 


Mercury and Edsel. The Ford 
setup, a two-month affair which is 
scheduled to end June 30, enables 
| dealers to earn up to $105 for 
|new-car sales and up to $115 for 
|new trucks. 


| The Chevrolet program does not 
involve rebates. Dealers and sales- 
| men get “action points” which en- 
| title them to vacation trips, mer- 
|chandise or, in some cases, cash. 
|The contest ends June 30. 

Mercury has extended its May- 
June event until July 31 with 
| higher payments and_ revised 
| quotas, and Edsel has upped the 
| ante on Corsairs and Citations 
which have) been in dealers’ 
hands since) before Dec, 1. 
Each of these makes, plus Ford 
division, probably will get into the 
cleanup-bonus derby later in the 
summer. 

The Edsel program already has 
many of the aspects of a cleanup 
rebate although no quotas are in- 
| volved. Dealers receive $75 to $150 
|for each sale of a car built after 
| Dec. 1. 

= 7 = 

| J,,OR cars built before that date 

payments range from 
|$250 for Rangers, Pacers 
|tion wagons and from 
|} to more than $456 
Citations. 
| Chevrolet, Pontiac, Oldsmobile 
jand Buick paid cleanup bonuses 
last year, but none of these makes 
has committed itself on its plans 
for 58. 

A General Motors field man 
was asked recently when his line 
was going to begin its cleanup 
program. He replied: “I hope I 


(Continued on Page 4, Col. 1) 


Scrappage Hits 
4.8 Million Units 


MERICAN vehicle owners 

consigned some 4.8 million cars, 
trucks and buses to the scrap heap 
last year, according to AUTOMOTIVE 
News’ estimates. It was the second 
highest total in history and marked 
the fifth straight year that scrap- 
page had topped four million. 

Passenger cars accounted for 
about 4.2 million units in 1957, 
with trucks and buses continuing 
the 600,000-unit average of recent 
years. 

The Avtomotive News estimate 
for 1957 is slightly below revised 
figures for 1956 compiled by the 
Automobile Manufacturers Assn. 

AMA said 1956 scrappage 
amounted to a record total of 4,- 
948,000 vehicles—4,327,000 cars and 
621,000 trucks and buses. It was 

(Continued on Page 38, Col, 1) 











yume 


a 


NADA Directors in Session— 


Entered as Second Class Matter 
at the Postoffice, Detroit, Mich. 


* 


$8 Per Year, 25c Per Copy 


NADA directors are pictured here during a lull in one of the liveliest sessions on record. This one was held lost week in 
Washington. Among proposals adopted: Dealer open-house program for spring of 1959, credit-card program, publication of 
annual financial report of the association, recommendation to move ahead with plans for constructing an addition to NADA 








Washington headquarjers. All but four directors were on hand for the meeting. (More pictures on Page 2.) 


ted in Second Half... 


Tire Firms See New Auto Cuts 


By Maynard M. Gordon 
News Editor 


KRON. — Tire builders are re- 

signed to the lowest car pro- 
duction second half since 1952, an 
Automotive News survey showed 
last week. 

Original-equipment orders to the 
tire industry indicate present sched- 
uling for two million cars in the 
third and fourth quartefs, divided 
into about 750,000 in 
the changeover quar- 
ter and 1,250,000 in 
the buildup October- 
December period. 

Neither of these 
projections, if realized, would put 
an extra burden on dealer inven- 


OUTPUT 
NEWS 


tories. In fact, one tire company} 


official speculated in an academic 
way that the schedules reaching 
Akron from Detroit portend a 
“complete flipflop” from the high- 


jin the U. 


inventory theory of 1957 and the 
early 58 model year. 

The auto manufacturers still 
were in a cut-the-stockpiles frame 
of mind last week, certainly. Shut- 
downs in home and regional plants 
honeycombed the weekly schedule, 
confining total output to an esti- 
mated 82,969 cars and 17,308 trucks 
S. The car total rose 


Car Output Last Week 
Previous Week 


4,806 from the previous week while 

the truck rate was virtually iden- 
tical. 

* > > 

UNE stands as a month for 

production of 340,000 cars and 

70,000 trucks, as forecast by 

Automotive News three weeks ago. 


NADA Maps Future Plans; 
Bell Denies Discord 


wane directors have approved 
plans for a national open house 
for dealers in the spring of 1959, 
a credit-card travel program, a re- 
designed national emblem, publi- 
cation of a financial report for 
members as well as a breakdown 
of the dues dollar. 

They also voted to proceed with 


Inside Automotive News.. . 


Nylon vs. rayon—what’s the score? Page 2. 
Tool-and-die shops wrap up their ’59-model work. 


Turnings, Page 12. 


Tennessee dealer convention, Page 3. 
Labor and import-car news, Page 8. 
What’s New in Parts and Accessory Distribu- 


tion, Page 30. 


Used-car auctions, Page 16 (Detroit, Page 8). 


an addition to NADA’s headquar- 
ters in Washing- 
ton. 

Meantime, Fred- 
erick J. Bell, 
executive vice- 
president, ob- 
| jected last week 
to a reference in 
AUTOMOTIVE News 
to the midyear 
board meeting as 
the stormiest in 
five years, 

“First of all,” F. J. Bell 
Bell said, “in comparison with 
some of the board meetings that I 
have attended in the past five years, 
the one held last week, far from 
being stormy, was tranquil and 


calm. 
‘I CAN assure you that the action 
programs approved by the 
board at Miami, and which are 
being promoted with vigor, are 
equally as ‘robust’ as any that we 
(Continued on Page 4, Col, 4) 





* * * 


82,969 | 
78,163 | 


|Nearly 350,000 cars and 74,000 
trucks were built in May. 

Tire industry forecasts for next 
year’s car production, all condi- 
| tioned on acceptance of '59 models, 
|}range from 4,900,000 to 5,400,000. 
The tire suppliers are closer on 
overall expectations for the 1958 
| calendar year—4,200,000 to 4,500,000. 


Albeit reconciled to weakness 

on the original-equipment front 

that points to a pair of produc- 

tion years far below the six 

million level, the tire industry is 

compensating on the replacement 
sales and technical ends. 

Tire replacement sales are crash- 
ing to new peaks year after year. 
|The first 60-million-plus year for 
|replacements is generally expected 
in 1959, on the heels of 58% million 
| Sales this year. 
* > > 
T= technical side is keeping 
| pace both with the import-car 
| influx and the ever-changing needs 
|of the U. S. car stylists. The vast 
|lineup of tire sizes on imports is 
| keeping the hopper lit at depart- 
|ments like that of Technical Di- 
| (Continued on Page 37, Col, 3) 


Top Cars 


New-car registrations for four. 
months, plus six states for May: 
1958 1957 
Pos. Pos. 

1— 467,319— 2 
500,771— 1 
203,363— 3 
Olds. 138,647— 5 
Buick 152,879— 4 
Pontiac 115,246— 6 
Mercury 96,183— 7 
Dodge 88,820— 8 
Cadillac 50,082— 9 
Rambler 33,554—12 
Chrysler 39,203—11 
DeSoto 39,563—10 


Edsel 
Stude. 20,810—13 
14,328—14 


Lincoln 
Imperial 12,147—15 
3,064—16 


3,351 Met, 
1,198 Packard 2,335—17 
94,989 Misc, 48,802 
Total All Makes 
1,557,055 2,028,116 


Further details on Page 28. 


Make 
Chev. 
Ford 
Plym, 


426,050 
329,433 
132,428 
114,069 
99,445 
83,512 
46,776 
46,441 
45,906 
45,801 
22,474 
18,509 
15,572 
13,676 
11,305 
6,125 
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Nylon’ s Big Push, Rayon’ 8 Counterpunch . 


Tire-Cord Duel Grows Hotter 


By Joe Kuebler 
Staff Correspondent 

AKRON. — Competition between 
nylon and rayon for the highly 
prized tire cord market is getting 
hotter by the month. The reason 
apparently is that nylon producers 
have decided the time has arrived 
for the “big push” and rayon com- 
panies have unleashed a strong|~ 
counterattack of their own. 

At stake is the original-equipment 
tire market, the last big stronghold 
of rayon in tires. Rayon manufac- 
turers estimate that 99 percent of 
the cars that leave the factories are 
equipped with tires reinforced with 
their product. 

What this means to the rayon 
firms is obvious. In a good car 
year (six million and up) some- 
thing over 30 million tires built 
with rayon go on new cars. Even 
in a slump year like this one, the 
demand is expected to exceed 20 
million. 

Nylon, on the other hand, has 
captured airplane tires, premium 
passengers, giant off-the-road tires 
and many truck casings in the last 
few years. 

Du Pont Co., developer and major 
producer of nylon, has disclosed it 
has allocated its largest budget this 
year for promotion of the synthetic 
fiber in tires. Chemstrand Corp., 
jointly owned by American Viscose 
Corp. and Monsanto Chemical Co., 
is the other nylon manufacturer. 


It’s a unique fight, too, in that 
DuPont is a big producer of both 
nylon and rayon but is counting on 
nylon to win out, American Viscose 
is another major rayon manufac- 
turer but also owns half of the 
second nylon company. 

Rayon faced a real crisis earlier 
this year when Chevrolet began 
testing nylon casings as standard 
equipment on its current models. 
There were reports that if Chev- 
rolet’s experiment was satisfac- 
tory, the company would switch 
to nylons on ’59 models. 

The belief was that if Chevy 
went over to nylon tires, its competi- 
tors would be forced to do likewise 
and soon the whole industry would 
be off rayon. 


What led the auto firm to give 
up on the project has not been 
revealed but the word in trade 
circles is that it was unable to 
obtain first line nylons at the same 
price as rayon casings. Chevy had 
ordered 200,000 nylon casings from 
its four suppliers in an effort to 
test consumer reaction. 

The tires were unmarked except 
for brand names. Hence car buyers 
weren't aware of the fiber content. 
Chevy, however, knew which cars 
were so equipped. The tires, though 
had less nylon cord content than 


the conventional first line nylon 
product. 

As a result, Chevy will stay on 
rayon, at least for ’59. It was a 
big reprieve for rayon. 

With fiber costs a major factor 
in passenger tire usage, du Pont 
initiated a 10-cent-a-pound reduc- 
tion and Ch Chemstrand immediately 


U.S. Grand Jury 


Probing Prices 
In Detroit Area 


DETROIT.—A Federal grand 
jury investigation of possible car- 
price fixing in the Detroit area got 
under way last week. 

Five dealer associations and 52 
dealers representing most makes 
have been subpoenaed, according to 
Edward M. Feeney and John W. 
Neville, attorneys for the antitrust 
division of the Justice Department. 

The associations include the 
Detroit Auto Dealers Assn., the 
Michigan Automobile Dealers Assn. 
and Chevrolet, Ford and Plymouth 
dealer groups in the Detroit area. 
Feeney said all 13 dealer associa- 
tions in the area would be subpoe- 
naed eventually. 

Similar investigations are in prog- 
ress in Cleveland, Washington and 
San Francisco, and another has 
been ordered for New York. 


followed. The price cut lowered 
840-denier nylon yarn, the type 
used in tires, from $1.30 to $1.20 
a pound, a drop of 7.7 percent. 


To make nylon fully competitive 
with rayon from a cost standpoint, 
some tire makers estimate it would 
require another reduction of about 
the same amount. 


Industry officials interpreted 
du Pont’s move as further indi- 
cation that the nation’s biggest 
chemical company was “deadly 
in earnest” in its efforts to cap- 
ture some of the original equip- 
ment market, 

In announcing the price reduc- 
tion, duPont reported that its 
capacity to make heavy-duty nylon 
cord was increased by 40 million 
pounds annually when it opened 
its new plant in Richmond, Va., 
earlier this year. 

One factor that may have figured 
in Chevrolet’s decision to stay with 
rayon was rayon’s impressive pres- 
entation of its newest fiber, a so- 
called “super-super” yarn. 

This new lighter and stronger 
yarn is rated as 50 percent stronger 
than old type rayons and has a 
sharply increased fatigue improve- 
ment. Viscose is converting its 
entire capacity to produce the new 
yarn, 

Du Pont, the only manufacturer 
of both rayon and nylon, says it 
has been turning out the 1100 
denier rayon for more than a year. 


Automotive News Expands 
West Coast Ad Staff 


DETROIT.—Expansion of Avrto- 
motive News’ West Coast advertis- | 
ing setup was announced last week, | 
with appointment of Thompson 
and Clark Co. to be representatives 
in that area. 

Richard L. Webber, advertising 
manager of Automotive News, said 
offices of Thompson and Clark will 


ath 


Jules Thompson Robert E. Clark 


be in both Los Angeles and San 
Francisco, with their operations 
covering 11 western states. The 
appointment is effective July 1. 
Automotive News formerly was 


Business Barometer 


Automotive News Economic Index — 


106.8 Percent of Last Week 
90.7 Percent of Like Week Last Year 


Auto Registrations— Year to date. 
Track Registrations—Year to date. 


Steel Production—tTons 
Lamber Production—Board feet.... 


Paperboard Production—tons ... 
Soft Coal Output—tons 
Oll Refinery Output—Borrels .... 


Electric Output—Kilowatt hours . 
Barometer Freight Car Loadings 
Department Store Sales Index .. 
Stock Market Price index 


U.S. Government Spending 
—Fiscal year to date 


June 18 June Ii 1958 Range 
13 14%- 8 
. 484%, 45%, 57%-44 
41% 40% 41%-37% 
39% 38% 39%-33% 


$79,232,547,000 
Commercial and Industrial Loans $29,305,000,000 
$28,036,000,000 


Percent of 
Percent of Like Week 
Last Week Last Year 


106.1 62.6 
107.4 76.3 
76.8 

81.6 

79.2 

99.1 

101.1 

80.0 

94.6 

101.2 

87.1 

100.7 

92.3 


225,591 
1,728,000 
228,264,000 
290,704 
7,840,000 
48,014,000 
12,109,000,000 
349,991 

135 

331.8 


105.0 
94.2 
118.9 
107.0 
95.8 


100.4 
100.7 
99.4 
78.2 


$965 

254 

Common . 

June 18 June II 1958 Range 
345%, 34% 36 -27 

9 10%- 7% 

25Y_ 26%-21% 

5% 6%- 2% 

46 48 -40% 


* Kaiser Industries, parent firm of Willys Motors. 
(June 23, 1958) 





| Webber said: 


represented on the West Coast by 
Robert H. Deibler Associates, Los 
Angeles. 

Noting that the Automotive News 
advertising force now totals 10 men, 
“We have doubled 
our sales department since 1955 in 
order to handle increased advertis- 
ing volume, which last year reached 
a record high of over two million 
lines.” 


Both Thompson and Clark have 
had wide experience in the adver- 
tising figld, Webber said. 

Jules E. Thompson, manager of 
the San Francisco office at 681 
Market St.. was formerly manager 
of the Maurice A. Kimball Co., was 
advertising manager of News 
Publishing Co. of Sacramento, and 
has served as a market research 
analyst for the McClatchey News- 
papers. 

Thompson is a graduate of the 
University of Oklahoma, served 
three years in the U. S. Air Force 
and was a B-29 navigator in the 
Pacific area. 

Robert E. Clark, manager of the 
Los Angeles offices at 6000 Sunset 
Boulevard, Hollywood, formerly op- 
erated the Robert E. Clark Co. 
before entering in partnership with 
Thompson. He worked as an ad- 
vertising representative for the 
Whaley-Simpson Co. and has 
served as assistant district traffic 
superintendent for the Illinois Bell 
Telephone Co. and the Pacific 
Telephone Co. 

Clark is a graduate of the Uni- 
versity of Illinois, and served three 
years in the U. S. Marine Corps. 


Army Truck Contract 


Is Awarded to Ford 


DEARBORN, — Ford Motor Co. 
has been awarded contracts totall- 
ing $500,000 for additional proto- 
types of a %-ton, six-wheel-drive, 
utility military truck, according to 
D. C. Pippel, manager of Ford’s 
mobilization planning and defense 
sales department. 

The new contracts supplement 
existing agreements, the first of 
which was awarded to Ford in 
1956, and increases the total dollar 
value of Ford contracts on the 
vehicle to approximately $1.8 mil- 
lion, Pippel said. 


Warehouse Burns 


FAYETTEVILLE, N. C.—Fire 
destroyed the block-long storage 


warehouse of T & B Oldsmobile| Homer Thornberry, Texas Democrat; C. B. Smith, NADA director from South Texas; 
Co. Damage was estimated at! Senator Lyndon Johnson, Texas Democrat and Senate majority leader; Rep. Frank 
$150,000. Twenty used cars and a| Ikard, Texas Democrat; Dr. Rowland F. Kirks, NADA legislative counsel; Thomas F. 


wrecker were destroyed. 





NADA Host at Capital 





At the Head Table— 


Among those at the head table at the NADA dinner in honor of manufacturer; 
were, from left, Arthur Dietz, board chairman, Universal CIT Credit Corp.; Birkett | 
Williams, NADA vice-president; Senator Charles E. Potter, Michigan Republican; 
William F. Hufstader, General Motors distribution vice-president, and Dean Chaffin, 
NADA president. 
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Bell and Guests— bec 

Others ot the head table included, from left, Frederick J. Bell, NADA executive | sib! 

vice-president; Postmaster General Arthur E. Summerfield; Roy Abernethy, Americon = 
Motors automotive distribution and marketing vice-president; Rep. Charles A. Halleck, | ™ 
Indiana Republican, and Charlies G. Stradellc, president, GMAC. F 
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Greeting a Senator— a 
On hand to welcome Senator A. S. Mike Monroney, left, Okiahoma Democrat, os | if 
he arrived at the NADA dinner in Washington were Dean Chaffin, second from left, | ce 

NADA president; Birkett L. Williams, third from left, NADA vice-president, and John 

H. Lander, NADA treasurer. Ai 
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Texans Get Together— 
Texas was well represented at NADA's Washington party. From left are Rep. 





Abbott, jr., NADA director from North Texas, and James C. Moore, NADA counsel. 










Dealer Forum 








by Robert M. Finlay 





















E of the most fascinating 

areas among the fast-spinning 
wheels of the auto business is that 
of retail auto selling. Sometimes it 
seems that everyone in the business 
is telling everyone else what is 
wrong with auto selling. 

Many men both from inside 
and outside the industry have 
gravitated to the business of ex- 
perting auto selling. A few make 
a good living at it. These are the 
professional experts. 

The amateur auto selling experts, 
of course, include nearly everybody. 
Only baseball and politics have 
larger numbers of second guessers. 
Amateurs range from the president 
of an auto manufacturing company 
who says all the dealers and sales- 
men have to do is to get off their 

fannies and sell, to the auto shop- 
per who tells how the salesman on 
the floor didn’t pay enough atten- 
tion to him. 






















From Cold to Hot 


es one of the semi- 
pros (he sells space) says there 
is a lot to the idea that it takes 
more to fire up buying enthusiasm 
these days. 

He says many of the folks he 
calls on are cold as a December 
morning at first. After a discussion 
of ideas to take advantage of the 
general atmosphere of fear that 
grips the industry, they gradually 
become enthusiastic about the pos- 
sibilities of a planned campaign of 
action. Selling does change atti- 
tudes. 
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From the Pros 
heard from some of the 





0 pros, too. For instance, Thomas 
W. Moss, who has spent 40 years 
in the auto business, notes that he 
has been impressed by the remark- 
able amount of buck passing in the 
current situation. He cites: 

1. Factory field men damning 
their dealers (their customers). 

2. Dealers damning the public 
(their customers or prospective 
customers). 

3. Factory personnel and dealers 
damning salesmen (the customer 
or owner contact man). 

Moss says that in his factory 
training under Dick Grant (GM's 
sales evangelist), he was taught to: 

1. Respect dealers as customers. 

2. Respect dealer employes as our 
customers’ employes. 

3. Respect car owners and the 
buying public at large as our deal- 
ers’ customer and, of course, indi- 
rectly, customers of the factory. 

Moss concludes that there is no 
substitute for enthusiastic leader- 
ship, love of company and product 























































at, os | if factories and dealers are to suc- 
» left, | ceed. 
John . * * 
Another Approach 
HOSE who seek to cultivate the 
opportunities of experting auto 
Selling take many approaches — 
Some seek to work through facto- 
ries, some aim to stimulate dealers, 
Some accent the followup, some the 
leadership. 
One of the pros we’ve watched 
since he came into this business a 
, dozen years ago is Herman Far- 
4 rand, of Farrand Publications. 
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Farrand concedes that he is not 
known for his tact, and there have 
been times when we've thought 
that he spent more time on the 
inadequacies of his competitors 
than on selling his own stock in 
trade. And there have been other 
times when Farrand looks like that 
one honest man, holding up a lan- 
tern in the search for the truth. 

Or perhaps it might be more 
accurate to picture Farrand look- 
ing for the truth with a tape 
recorder under his arm, for his 
approach accents the latest de- 
vices in communication along 
with research. 

You may or may not like Farrand 
(Farrand says that his direct ap- 
proach has irked some), but he 
has done an outstanding job on 
research. 

Farrand complains of the hit- 
and-run type of stimulator training. 
There’s no followup, he says, and 
the training is quickly forgotten. 
Or management is not in tune with 
the methods taught, and new meth- 
ods die for lack of encouragement. 

On the side of the stimulators, 
it must be pointed out that the 
secret of education is inspiration 
to continue on a course of self- 
improvement. Is it necessary to 
follow up those who have caught 
the fire? 


a * * 


Training at Top 

T ANY rate, Farrand concluded 

that one way to meet the prob- 
lem of lack of followup would be 
to train the men who would do the 
training—the dealer sales manager. 
If he had real training in manage- 
ment and sales training, Farrand 
reasoned, sales training could be- 
come a perpetuating thing. 

The problem here, as in most) 
things, was lack of time. The sales | 
managers complained of lack of 
time to do a thorough training job 
on a continuous basis. 


But this factor of time is some- | 
thing deserving more study. For 
instance, Farrand points out, long | 
hours are customary in auto | 
selling, yet salesmen spend few | 
hours working at directed selling. 


The big thing is organizing selling 
time effectively. Failure to properly 
organize time is the No. 1 reason 
for failure of salesmen and, con- 
versely, it offers the greatest oppor- 
tunity for improvement of selling. 

- 


Daily Check 


ARRAND contends that there is 
one sure way to train salesmen | 
to organize their time and that is) 
to have the sales manager go over) 
a check list with the salesman 
every day. The checklist is retained 
as a permanent record showing 
what the salesman has been doing. | 
Columns are headed by days. The 
form includes these items: Days 
worked, new cars, used cars, quota- 
tions, used-car appraisals, demon- 
strations, orders presented, deliver- 
ies, floor ups, mailings, phone calls, 
handouts, prospect file, personal 
contact, customer contact, bird 
dogs, shopping report, meeting, 
sales manual. 

A recapitulation box has monthly 
and daily columns (must have as 
opposed to actual) for appraisals, 
demonstrations, mail, phone, hand- 
outs, floor ups, personal contacts, 
orders presented. At the bottom is 
space for the quota and actual 
sales. 

It takes only a few minutes to 
go through the items with the 
salesman, Farrand says. Misin- 
formation from the salesman is 
readily exposed and daily use of 
the form keeps the salesman 
doing the things he knows he 
should be doing. 

Farrand came into the auto busi- 
ness from the direct-mail field, and 
has accented the target approach 
of advertising and selling. 

On the basis of research and 
tape-recorded interviews with out- 
standing dealers, Farrand has de- 
veloped a multitude of auto forms 
which will be discussed in a future 
column. 
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Dealers Given Warning 


On Used-Car Swindle 


BOWLING GREEN, Mo— 
Claude Shaon, owner of Shaon 
Motors, Inc. (Chrysler-Dodge- 
Plymouth), warned dealers that 
a band of confidence men is 
preying on dealers in the pur- 
chase of used cars, Apparently 
they were operating out of Illi- 
nois, Shaon said. 

He said they approach new-car 
dealers to buy used cars, and pay 
about half the price, usually 
wholesale, in cash and the bal- 
ance with a check that bounces. 
The cash throws the dealer off 
guard, Shaon said and the 
swindlers get used cars at about 
half their wholesale cost. 





Figure U 


Import Con 


in Tennessee Talk... 





cern Point 


Now 10%, Nichols Says 


NASHVILLE.—When and if sales 
of small imported cars capture 10 
percent of the U. S. market, De- 
troit’s auto manufacturers will view 
the situation with concern, Byron 
J. Nichols told the Tennessee Auto- 
motive Assn. last week. 


Nichols, automotive group vice- 
president of Chrysler Corp., ad- 
dressed the organization’s 19th 
annual convention. 

(Previously, auto makers had 





Dealer Has Prospect’s Number— 
William and Philip Klinger of Klinger Bros. Corp. (Pontiac), New York, have a new 


gimmick to contact old customers and get 


prospects to drive the 1958 Pontiac. Their 


latest is a telephone in one of their demonstrators. A salesman drives the car to 
the prospect's place of business or residence, telephones from the cor and invites the 


prospect to take a ride in the “new ‘58 


curiosity brings the prospect out to the car. 


All Big Three Embrace 


Pontiac that is ovt front.” In most cases, 


Fleet Subsidy Sales Ban 


DETROIT.—Dealers and dealer | 


| associations last week chalked up | 


a 100 percent victory in their cam- 
paign to halt factory-subsidized 
new-car sales to state, county and 
municipal governments. 

The final nail was driven in Se) 
below-cost coffin as Ford joined | 








Close on Sunday 
In July, August, 


i 


Dealers Urged 


General Motors and Chrysler Corp. 
in discontinuing the subsidies. 

The Ford action was disclosed by 
James O. Wright, Ford division 
general manager. In this regard, it 
differed from the GM and Chrysler 
pronouncements which were issued 
by corporate, rather than divisional, 
executives. 

Each of the Big Three will con- 
tinue to handle fleet bids for 


agencies of the Federal Govern-| 
ment. 


Cincinnati Ford Dealer 


Burned by Grill Flames 
CINCINNATL—W. Parlin Lillard 


referred to 5 percent as the “con- 
cern point” on imported cars.) 


Nichols said small-car sales now 
are 7 percent and Detroit is keep- 
ing a sharp eye on the situation. 
It will cost millions of dollars to 
tool up for the small cars, he said, 
and Detroit is holding off until 
Americans show a clear desire for 
such vehicles. 


Commenting on American car 
prices, Nichols said costs are being 
watched with renewed closeness in 
the hope that 1959 models can be 
offered at no price increase. 


He said the United Auto Workers 
are not pressing for a contract now 
but are expected to do so when pro- 
duction on the new models gets 
underway. 

C. W. (Wink) Bond, mayor of 
Arlington, Tenn., where he has 
been a Ford dealer since 1924, was 
elected president of the Tennessee 
association. Bond succeeded State 
Senator Carroll G. Oakes, of 
Morristown. 


Robert E. McAdams, president of 
Hippodrome Motors Co., Nashville, 
was elected secretary-treasurer of 
the group. 

Trudy Dye, manager of automo- 
tive merchandising and promotion 
for Ladies Home Journal, told the 
group that every one admits wom- 
en influence the sales of automo- 
biles “but they also have a negative 
influence.” 


Miss Dye explained that “Mama 
may say, ‘No we're not going to buy 
a car this year,’ or ‘we need car- 
pets more.’” She advised dealers to 
appeal more to women in selling 
cars, especially on selling them on 
the idea of,another car in the 
family. 


“Help them see that they'll be 
more active community partici- 
pants, that they’ll be better mothers 
if they’re able to take their chil- 
dren to more activities,” she said. 


Miss Dye said women are 
“afraid” of auto dealers. She said 
dealers should make their show- 
rooms as interesting for brows- 
ing as department stores. 

She told the dealers that they 
should begin by making service de- 
partments comfortable and con- 
venient so that women “feel they 
have a friend” in the dealer. 


John E. Murdock, of Memphis, 
president of Murdock Acceptance 
Corp. and a past president of the 
American Finance Conference, said 
that preserving the time-sales 
theory in law is the concern of 
“everyone in the business of selling 
on time, or handling the resultant 


| paper.” 


He declared that the time-price 
theory, already established in state 


CHICAGO.— The Chicago Auto-| jr. president of Fuller Ford Co.,| and Federal laws, “just means that 
mobile Trade Assn. has called on) suffered severe burns on the hands,|a man has a fundamental right to 


close on Sundays during July and 
August. 


door grill. | 
He was trying to increase the! 


|new-car dealers in Cook County to/| face, arms, chest and legs when his| charge a higher price in expectancy 
join in a voluntary movement to| clothing caught fire from an out-| 


than he is willing to take in cash.” 


He admitted that the growth of 
installment credit has given rise 


Don C. Mullery, president, said| charcoal heat with denatured al-| to “the tendency toward abuse,” and 


a CATA survey indicated nearly 
all new-car dealers in the area 
were in favor of the idea. He said| 
94 percent of the first 389 replies 
to the questionnaire approved the 
closing. | 

Buick dealers already have agreed | 
to close during the period, Mullery 
said. 

“We have urged the presidents of 
other dealer-line associations to get 
a 100 percent agreement among 
their members on the movement,” 
Mullery said. 





Dealers Organize 


In Abilene, Tex. 


ABILENE, Tex.—Auto dealers 
here have organized the Abilene 
Authorized New Car Dealers Assn. 
and named J. M. Manly, Manly 
Pontiac, president. Other officers 
are: 

James Berg, Mustang Motors 
(Lincoln-Mercury), vice-president; 
Jake Moore, Thornton Motors, 
secretary-treasurer; Fred Hughes 
(Dodge-Plymouth) and Horace 
Holly (Imperial-Chrysler- 
Plymouth), directors. 


cohol when the liquid burst into 
flame and ignited his clothes, hos- 
pital attendants said. 


said that legislation should both 
protect the public and still make 
(Continued on Page 35, Col. 2) 


On the House... 


There’s been a one-third reduction in new and 
used-car dealer licenses in South Dakota since 1948, 


reports Manager 


Bernie Broderick, but the total is 


still higher than it was in 1945, 1938 and 1931. Total 
this year is 758 compared with 783 at the start of 
1957. In 1948 there were 1,166 licensed dealers in the 
state, while the second highest total was 1929 with 


1,128 . 


. . Manager Howard Hageman, of Fortner 


Motors (Ford), Los Angeles, is busting buttons over 
his stepson, Al Shaw, who has just signed for $32,500 
with the Chicago Cubs... 


H. W. Ewi 
Wemhoft S — 


jr., outgoing president of Ala- 


mance County (N. C.) dealer association, reports 


that, instead of individual dealers buying space, the association 


purchased ads in various school 


yearbooks this year and listed 


participating dealers. All the ads cost the association less than 
$300, while it would have cost each dealer that much under the 


old system, he says... 


Iowa association used a variation of the You Auto Buy slogan— 
“You Auto Vote; Call Us for Ride to the Polls’—in recent state 


election . . 
“fathers of the year” in Durham, 


. S. Parks Alexander (Ford) was named one of five 


N. C. 


—Pete Wemuorr, Editor; 
Automotive News 
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$35 to $150 Per Car... 





Cleanup Bonus Plans Begin 


(Continued from Page 1) 


never see another sales contest.” 

In the same vein, a group of 
Chevrolet dealers reportedly peti- 
tioned the factory to dispense with 
cleanup bonuses after last year’s 
event. 

They complained that they just 
about broke even during the 
cleanup because of the intense 
price cutting that ensued as dealers 
sought to sell a high enough per- 
centage of their quotas to qualify 
for the rebates. 

- = = 

_. indictment of cleanup re- 

bates has been voiced by many 
dealers. One offered this solution: 
“We start our cleanup in January 
by being very careful about what 
we order. In this way, we never 
have a problem at the end of the 
run.” 

But with sales lagging and 
profits slim, it is quite possible 
that 1958 will duplicate 1957 
which saw some sort of year-end 
incentive plan in effect for every 
one of the low-priced and 
medium-priced Big Three lines. 


In the luxury field, Imperial had | 
no contest last year and has} 
a receive $50 per unit 
Cadillac had an incentive pro-| 


shunned them throughout 1958. 








| 





gram for salesmen at the end of 
the 57 model run, and Lincoln paid 
dealers $250 for each delivery dur- 
ing much of the year. Lincoln 
dropped this feature when the ’58s 
appeared. 
* * * 

— year, Mercury, Edsel and 

the Chrysler Corp. makes (ex- 
cluding Imperial) have had sales 
contests in force almost continu- 
ously since Jan. 1. 


The aforementioned Edsel plan 
has been running several months, 
and Mercury’s two earlier events 
have involved new and used cars 
and units with specified items of 
optional equipment. 

Chrysler Corp.’s earlier contests 
were for salesmen. Then came 
rebates for sales of cars in stock 
before Dec, 1 or Jan. 1 and cash 
payments for conquest sales. 

The current contests are the 


fourth of the year for Dodge and| 


DeSoto and the third for Chrysler 
division and Plymouth. 
A summary of the latest sales in- 
centive programs appears below. 
° a > 


Chrysler 


for new-car sales up to 50 per- 


By Credit Executives .. . 


Upturn Seen in 2nd Half 


HARRIMAN, N. Y.—General 


business conditions will improve 
during the second half of this year, 
leading executives of the consumer 
credit industry have predicted. 

This was one of the principal 

findings of 56 executives of banks, 

sales finance companies and con- 

“sumer loan companies from all 
sections of the nation at a six- 
day meeting here. 

According to Dr. John M. Chap- 
man, director of the sixth annual 
program, a large majority of the 
credit men said they believe there 
will be “some improvement” in the 
next six months, with many em- 
phasizing that the improvement is 
not expected until the fourth quar- 
ter. 


One-fourth of the participants) 


said they felt the business level 
would remain about the same or 
that a further decline might occur 
in the third and fourth quarters. 
Among the reasons cited by the 
group to support an optimistic 
view were seasonal factors, in- 
creased inventory buying and an 





Larger Windshields Due 
On °59 Ford, Mercury 


NASHVILLE, Tenn. — The ’59 
Mercury will have a “wrapover” 
windshield 61 percent larger than 
that on ’58 models, while the 59 
Ford’s windshield will be 277.9 

inches bigger, company 
officials disclosed here last week. 

At a press preview of Ford 
Motor’s new glass plant here, 
Vice-President Irving A. Duffy 
also disclosed that the ’59 Ford 
station wagons will have 285.8 
more square inches of rear glass. 








Ford Citation— 


J. M. Murphy, left, Ford New Orleans 
district manager, presents Ford's five-year 
“Four Letter Award" to A. J. M. Ousta- 
let jr., Oustalet Ford, Inc., Jennings, La. 
Looking on is R. R. Anfin, Dallas regional 
sales manager. 


improvement in the employment 
picture. 

The survey also disclosed that, 
despite the business downturn, 
American consumers who use in- 
stalment credit are compiling “an 
excellent payment record” 


year. While 10 said that the cur- | 


rent payment record—measured 


in delinquencies—was as good or | 


better than in the first half of 

1957, most of the credit execu- 

tives reported that delinquencies 
were “up only slightly and not 
significantly.” 

One aspect of the survey dealt 
with the extension of consumer 
credit into new fields such as 
vacation travel, food and other per- 
sonal expenditures. 

About 75 percent of the men 
stated that they approved this type 
of financing, some had reservations, 
and a few were strongly opposed. 

“I believe such an expansion and 
development of our services fulfills 
a need in our changing economy,” 
one sales finance executive said. 
“We must be willing to move ahead 
with the times.” 

One bank executive reported 
that this type of financing service 
“has opened a whole new concept 
of credit and we have only 
scratched the surface.” 

But another banker said: “I take 
a dim view of credit extended in 
connection with personal pleasures. 
It is worse than an unsecured loan, 
for once the personal pleasure is 
over it may not have been up to 
expectations.” 

Other results of the survey of the 
credit executives included: 

Fifty-four of the 56 said they 
favored the current easier-money 
policy, although a few of these felt 
the “timing” was bad. 

A vast majority stated the easier- 
money policy had somewhat helped 
to offset other business costs—such 
as salary increases, equipment and 
other operating expenses. 

By almost a 5-to-1 margin, the 
men thought general interest rates 
would continue to decline during 
the remainder of 1958. 

Virtually all of the participants 
reported they were not concerned 
about the present level of con- 
sumer credit outstanding, or the 
quality of consumer credit ex- 
tended by the industry as a whole. 

About 60 percent said they did 
did not anticipate any change in 
credit policies during the second 
half of this year while the re- 


conservative. 


this | 


cent of an assigned quota; $80 for 
51-70 percent; $110 for 71-85 per- 
cent, and $150 per car for deliveries 
above 85 percent. 

A dealer must achieve 50 percent 
of his quota to qualify for the 
payments. Imperial is not included 
in the Chrysler division contest. 

= > = 


DeSoto 


y . a dealer hits 30 percent 
of his quota he receives the 
following payments retroactive to 
his first sale during the contest 
period: 

Up to 50 percent, $50 per unit; 


in excess of 90 percent of quota. 
a: . * 
Dodge 
AYMENTS in the Dodge contest 
| are $35 per car for sales up to 
|50 percent of quota; $60 for 51-75 
| percent; $90 for 76-90 percent and 
| cent of quota. 


| Dealers must hit 50 percent of 
| their quotas to qualify for rebates. 
| The payments then are retroactive 
| to the first sale, as in the Chrysler 
and DeSoto events. 


Mercury 


_ is an extension of the April- 
May contest. Targets have been 
revised, and the payment range is 
| $50 to $150 per car. The range was 
$30 to $100 before June 1. 


| Dealers are grouped into classes 
| according to volume potential, and 
| they choose a target which they 
| hope to meet during the June-July 
period. The payment per car de- 
pends upon the target they select. 
There is a penalty of double the 
payment per car for each unit 
by which the dealer falls short 
of his target. 
| For example, a dealer might 
choose a target of 60 cars which 
might pay $100 per unit. If he sold 
|58, he would earn $5,800, but he 
| would be penalized $200 for each of 
| the cars by which he fell short of 
his goal. His bonus, then, would 
|be $5,400. 


Plymouth 


LLYMOUTH dealers receive no 

rebates for sales up to 50 per- 
cent of their quotas. The payment 
is $35 for sales between 51 and 70 
| percent; $50 per unit for 71-90 per- 
|cent and $65 for each new-car sold 
jin excess of 90 percent of quota. 





Clergy Asks Miami Deals 
To Back Sunday Closing 


MIAMI—At the request of 350 
ministers in Dade County, the 
Miami Auto Dealers Assn. is poll- 
ing its members on endorsing a 
Sunday closing drive. 

Although 90 percent of both new 
and used-car dealers favor Sunday 
closing, it has not been put into 
effect because the minority refused 
to go along. 











Showroom in the Sky— 


$125 for sales in excess of 91 per-| 






Chrysler's National Dealer Council— 





Members of the 14th semiannual conference of the National Chrysler Dealer Counc 
convened in Virginia Beach, Va., to discuss dealer-manufacturer relationships with 
top Chrysler executives. Members of the council are, from left, front row, C. J. Thomp. 
| son, Allan P. Stuart, Fred F. Cain, Everett Steven, Paul W. Lawall, Maurice Perkins, 
E. J. Craigo, Oscar E. McGahey, Hamilton Lamont and Wes J. Gordon. Second row, 
51-70 percent, $80 per unit, and/M. E. Thompson, Erwin T. Brooks, Marvin E. Pollard, George H. Harger, Jay F. Smith, 
71-90 percent, $120 per unit. The! Charles C. Osborne, David Blaushild and A. L. Duckett. Rear: Edward H. T. Crowder, 
payment is $150 per car for saleS| Monroe N. Nute sr., Fenner-Tubbs and Martin Leach. Missing from the picture is 


Charles Koeppel. 


have followed in recent years. 

“Members of our board, like 

members of the industry which 
they represent, are rugged indi- 
vidualists who do not hesitate to 
speak their minds. The discussions 
that spring from this healthy 
quality should not be construed 
as turmoil or tumult or as an in- 
dication of dissension. 

“Certainly complete unanimity 
does not always exist but this is 
not a bad thing. In my opinion, the 
members of NADA can point with 
pride to the accomplishments of 





Service Veteran 


Dobbs Retires 


LANSING.—Joseph J. Dobbs, 
executive assistant to the general 
sales manager of Oldsmobile for 
the past nine years, has retired 
after more than 32 years with 
General Motors. Dobbs has been 
associated with Oldsmobile for 25 
of the 32 years. 

Born in 1893, Dobbs joined Chev- 
rolet’s service de- 
partment in 1926. 
In 1932 he went 
with Buick- 
Oldsmobile - Pon- 
tiac and was 
named Oldsmobile 
general service 
manager in 1933. 

Dobbs initiated 
jlealer-service- 
manager clubs in 
3. 2. Bette the Chevrolet, 

— Buick-Oldsmobile- 
|Pontiac and Oldsmobile divisions. 
|He also introduced the dealer- 
|master mechanic program at 
| Chevrolet and Oldsmobile, and the 
departmentalized service in those 
two divisions. 





This showroom-type display window has been blocked out and lighted on the 
mainder—primarily in areas where | second floor of the C. M. Murphy Oldsmobile building in San Francisco. Oldsmobile's 
the recession is hitting hardest—|rocket-rider sign is the central ornament on the glass. New 1958 Oldsmobile body 
said they would tend to be more | types are displayed in rotation. The “showroom in the sky" was designed by Cliff 
Murphy, dealership owner, more than a year ago. 





NADA Maps Future Plans; 
Bell Denies Discord 


(Continued from Page 1) 


their elected directors over the past 
years.” 
= * = 
_o financial report and dues- 
dollar breakdown were part of 
a nine-point reform program of H. 
Mead Norton, NADA’s gadfly di- 
rector from Oklahoma. 


One of his reform points was 
lost when two-thirds of the board 
voted to go ahead with plans to 
build an addition to headquarters. 
The addition will contain six floors 
of offices and three floors of park- 
ing area. 

The open-house program was 
suggested by the public relations 
committee. 

Under the credit-card program, 
customers—especially those travel- 
ing—will be qualified to receive 
credit from NADA members for 
repairs, accessories and other prod- 
ucts and services sold by NADA 
members. 

Directors also approved a Used 
Car Guide Co. committee recom- 
mendation to establish a supple- 
mentary service devoted to whole- 
sale values only. 

A sample copy of this new publi- 
cation will be supplied to every 
guidebook subscriber and NADA 
member, together with a trans- 
mittal letter and application for 
subscription to this additional serv- 
ice, by early August. 

* ” * 


Sims Announces Platform 


In Bid for NADA Board 


VINCENNES, Ind. — Elson G. 
Sims, Vincennes Ford dealer, last 
week announced a 13-point plat- 
form in his campaign for NADA 
director for Indiana. In some of 
his pledges, he said he would: 

1. Seek a simplified, standard- 
ized dealer financial statement 
and accounting system to show 
the “true and full cost” of selling 
a car on a single-unit basis. 

2. Work for reinstatement of 
service responsibility to help wipe 
out bootlegging and cross-selling. 

3. Seek an amendment to NADA 
bylaws to prevent anyone from 
serving more than two consecutive 
three-year terms on the board. 

4. Ask a seat on the NADA board 
for the Automobile Trade Assn. 
Managers. 

5. Sponsor a resolution provid- 
ing a $12,000-a-year salary for the 
NADA president. 

6. Seek a lower registration fee 
to the NADA convention “until 
such time as the convention in- 
come and outgo is more evenly 
balanced.” 

7. Insist on a reduced fee for 
NADA seminars so “they will be 
a dealer service rather than @& 
profit-making plan.” 

8. Insist that NADA employes’ 
salaries, fringe benefits or other 
personal remuneration ex cee d- 
ing $10,000 be itemized and 
mailed to each NADA member 
each January. 

9. Oppose meetings or trips out- 
side the U. S. for NADA employes 
or directors using NADA funds. 

10. Urge that directors be nomi- 
nated, elected and the votes counted 
in the states from which they are 
to be elected. Sims said he would 
“support any person you elect if 
you do not want to vote for me.” 
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Big push on coast-to-coast TV 
sells the public nylon cord tires 


Now The Chemstrand Corporation, a major nylon yarn 
supplier, speeds the big shift to nylon cord tires with a 
massive advertising push on network TV and in national 
consumer magazines, reaching millions with the com- 
pelling advantages of nylon cord tires. 

ON COAST-TO-COAST TV WITH JEFFERSON DRUM, the new 
fast-moving adult Western on the NBC-TV network 
now going into 96 major cities on Friday nights 8:00 
to 8:30 P.M.* Powerful commercials, week in week 


*NYC time. Consult your paper for local time. 


THE CHEMSTRAND CORPORATION 


GENERAL SALES OFFICES: 350 FIFTH AVENUE, NEW YORK 1, N. Y. ° 





out, vividly demonstrate how the safest, strongest, 
longest-wearing tires on the road today are nylon cords. 
CAMPAIGNS IN TIME AND FORTUNE. 
In addition to TV, Chemstrand 
builds demand for nylon cord tires 


tive full-page ads in TIME and 
FORTUNE, two of the nation’s 
leading magazines. 


CHEMSTRAND NYLON 


, DISTRICT SALES OFFICES: 350 Fifth Avenue, New York 1; 34% Overwood Road, Akron, Ohio; 
197 First Avenue, Needham Heights, Mass.; 129 West Trade Street, Charlotte, N.C. * PLANTS: CHEMSTRAND® NYLON—Pensacola, Fla.; ACRILAN® ACRYLIC FIBER—Decatur, Ala. 


Independent surveys show a strong consumer preference 
for nylon cord tires. Chemstrand’s sweeping advertising 
campaign really advances that preference. Turn this into 
extra profits by emphasizing how nylon cords are your 
customer’s best tire buy ... how for a little more money 
he gets a lot more safety, a lot more wear. Not only is 
your selling job easier with nylon cord tires, but you 
make an added profit — and gain a satisfied customer. 
Isn’t that what you’re in business for? 
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Ford Dealer Council— 


These Ford dealers represented more than 1,000 dealerships at a meeting of the 
10-state Ford Central Regional Dealer Council in Kansas City. Seated, from left, are 
Alfred M. O'Meara jr., Denver; Phillip Gerelick, Omaha, who was elected one of 
two delegates to the National Dealer Council meeting in Dearborn; R. F. Leonard, 
regional sales manager; Tom E. Costello, Jennings, Mo., also elected a delegate to 
the national council, and James E, O'Neal, Kimball, Neb. Standing: Glover L. Williams, 
Kansas City; Clarence M. Taylor, Des Moines; Dwight Burkhart, Independence, Ia.; 
John M. Reinecke, Schuyler, Neb.; Thad Carter, Wood River, Ill., and Edward H. 
Krumm, Cheyenne, Wyo. 


NADA, Makers Called .. . 


Committee gave top priority to 
the Monroney sticker bill. 

Tax relief for small business was 
placed second, dealers’ reserves 
third and excise taxes fifth. 

The National Affairs Committee 
|was instructed by the board last 
| January in Miami Beach to take 
jaction in nine different fields of 
| legislative activity. The report 
| covered the status of the five pro- 
posals, 





* oa * 
HE committee said hearings 
have been concluded in the 
House on the sticker bill and “best 
indications are it will be acted 
upon favorably by the Interstate 
Commerce Committee and the 
House.” The Senate passed the bill 
earlier. 
On the subject of tax relief for 
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Now, More Than Ever, You Can’t Buy a Tire that Costs Less Per Mile Than Firestone! 


Firestone scientists and engineers took a long step into the 
future to develop Firestone Rubber-X. It’s a brand-new kind 
of rubber . . . and it’s going to revise all of your present ideas 
about truck tire wear and performance. 


Exhaustive fleet tests proved conclusively that truck tires 
made with Firestone Rubber-X resist the abrasion and wear 
that shorten the life of ordinary tires. On drive wheels or 





SUPER MILEAGE TRANSPORT® SUPER MILEAGE LUG SUPER ALL TRACTION® 





free-rolling wheels truck tires built with Firestone Rubber-X 
will give you the lowest possible cost per mile. Try them on 


your toughest wheel position. 


Buy tubed or tubeless truck tires with Firestone Rubber-X in 
any cord .. . Firestone S/F (Shock-Fortified) nylon or rayon, 
or STEELCORD® by Firestone. Firestone Rubber-X is yours 
at no extra cost. See your Firestone Dealer or Store now. 


Firestone 


Hearings Open Today 
On Territory Security 


(Continued from Page 1) 


small business, the committee said| this legislation.” 
|“the best * 


indications are that a| 
bill granting some relief is going) 
to be reported out by the Ways and_/| 
Means Committee” of the House. 
NADA’s two companion bills 
on this subject were debated by | 
the Ways and Means Committee, 








Bankruptcy Plea Filed 


By Dealer in Kansas City 


KANSAS CIT Y.—A petition of} 
bankruptcy has been filed in Fed- 
eral District Court here by Hansen | 
Motors, Inc., 6227 Troost Ave., Kan-| 
sas City. 

A receiver was ordered to sell at} 
private sale or public auction Han- 
sen office equipment, tools, parts 
and other items valued at $17,917. 





BETTER RUBBER FROM START TO FINISH 


Copyright 1958, The Firestone Tire & Rubber Company 


Wright, 


the National Affairs Committee 
said. 

“Whether or not such a biil wij 
be acted upon favorably by the 
House, Senate and President jg 
speculative at this point until we 
know the nature of the proposal” 
the report continued. 

“In view of the disappointment 
experienced with excise taxes, we 
would prefer to wait and see rather 
than to guess on the outcome of 


= * 


4 be House Ways and Means 
Committee rejected an excige. 
repeal proposal after President 
Eisenhower opposed any reduction 
in the manufacturer’s excise tax on 
autos. 

However, the National Affairs 
Committee said, “Senate cham- 
pions of tax relief are demanding 
hearings on the subject, and in 
this drive we are supporting them 
and are requesting the opportunity 
to plead our case for elimination 
of automotive excise taxes. 

“In view of the fact that we 
have a clear indication of posi- 
tion from two of the three bodies 
of Government involved, the can- 
did appraisal of the likelihood of 
the elimination of this tax would 
indicate less than 33% percent 
chance,” the report said. 

Touching on the dealer-reserve 

legislation, the NADA committee 
said “this bill does not entail the 
loss of any revenue to the Gov- 
ernment, and the chairman of the 
House Ways and Means Committee 
and sponsor of the legislation has 
stated that he does not see any 
opposition in his committee nor in 
the Congress to its enactment.” 


Churchill, Hurley 
Deny Rumors 


Of S-P Shakeup 


NEW YORK. Presidents of 
both Studebaker-Packard and 
Curtiss-Wright corporations last 
week denied rumors that a shakeup 
of top management is in the mak- 
ing at S-P and refused comment 
on a story that the auto firm is 
considering a recapitalization plan 
under which a portion of its $55 


million long-term debt would be 
cancelled. 

Harold E. Churchill, president of 
S-P, said there is no truth to 


rumors that he is about to be suc- 
ceeded by Roy T. Hurley, president 
and board chairman of Curtiss- 
the firm now managing 
Studebaker-Packard. At the same 
time, Hurley denied flatly that he 


might become president of S-P 


The recapitalization plan upon 
which S-P officials refused to com- 
ment, calls for the 20 banks and 
three large insurance companies 
that made loans to the auto firm 
to receive preferred stock in the 
company in exchange for the can- 
celled portion of the debt. 

S-P has no preferred stock out- 


standing at present and any re 
capitalization plan involving the 
issuance of such securities would 
require the approval of the com- 


mon stockholders 

Officials at S-P and its creditors 
have been considering some form 
of recapitalization since the first of 
the year, sources said, and have 
been aiming at a July 1 deadline 
for putting it into effect. If it is 
made effective by that date, one 
source said, it will enable the com- 
pany to show a black figure for 
shareholders equity as of that date. 

There was no indication the 
planned recapitalization is con- 
nected with any intention on the 
part of Curtiss-Wright to exercise 


| its option for five million shares of 


S-P common at $5 a share. The 
option, unless renegotiated, expires 
Nov. 6. 

S-P, which has lost money ever 
since its formation in 1954, has an- 
nounced plans to attempt a come- 
back next year by means of 4 
smaller, economical car. 


N. Carolina Dealer Group 


Names Rose President 

RALEIGH, N. C. James E. 
Rose, J. E. Rose Buick Co., has 
been elected president of the Samp- 
son County Automobile Dealers 
Assn, He succeeds E. C. Parker, 
T. P. L. Motor Co. (Chevrolet). 

Other officers are Howard Har- 
rell, Harrell Motor Co. (Pontiac), 
vice-president, and Ellis William- 
son, Williamson Motors, Inc. 
(Chrysler-Plymouth), secretary- 
treasurer. 
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| Wilson Kirksey, Birmingham, Alabama, DeSoto dealer says— 


last 
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mak- 
ment 


: “Marvelous cooperation from DeSoto can 
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=| — help any dealer do a solid, profitable business. 


£1ng 
same 
t he 


t he | 7 
rom- as 
and r = 





nies 
firm 
the 
can- 


eee 


“De Soto, with its merchandising 
% help and its tremendous liaison 
between the factory and the retail 
af levels, helps to keep me the third 
, largest volume dealer in Birming- (ee ee lea) 


ham. With DeSoto, I’ve got a — td 


out- 
re- 
the 
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= . | wonderful combination of a top 

+~ i product and the fullest cooperation 

= : ; from Detroit. De Soto prices, start- “A principle reason for our used car success is that our 

no ing from just above the lowest, appeal to consumers in every prospects are able to choose from a wide selection of the 

_ income bracket. This wide price range, combined with the strong many new car trade-ins. De Soto has been a‘great help in 
e or a promoting and merchandising my Top Value used cars. 

_ advertising and merchandising support I get from De Soto, helps 

cise me to do a solid and profitable business.”’ 

= One of De Soto’s top dealers, Wilson Kirksey knows the value 

at of a top product combined with top merchandising, and top level 

- factory cooperation. He is typical of the many De Soto dealers 

fa who keep saying . . . it pays to be a De Soto dealer! 

ip 

=| Wilson Kirksey knows—IT PAYS TO BE A 

mp- 


lers 


ker, 
lar- 
ac), 


am- 


" DEALER 


“Thanks to factory training of our service personnel, my 
customers are assured of dependable service from ‘make- 
ready’ on. DeSoto has helped us with plenty of newspaper 
advertising kits and direct-mail materials.” 
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12 Small Unions OK Extensions... 


UAW’s Contract Talks |' 
With Big 3 Drag On 


By Frank Gawronski 
Staff Writer 
a ae reached by the 

Big Three auto makers with 12 
smaller unions representing 2,000 
employes failed to make an impact 
last week on the companies’ stale- 
mated contract talks with the 
United Auto Workers. 
Negotiations between the auto 
makers and the UAW continue to 
drag along in the same unhurried 

atmosphere that has 
prevailed since con- 
tracts expired over 
the Memorial Day 
weekend. 

The 12 unions 
agreed to extend their contracts 
for two years. The same extension 
proposal, which would have 
brought a 16-cent hourly wage in- 
crease to UAW members between 
now and June 1, 1960, was rejected 
by the UAW. 

Ford Motor Co, announced that 
eight of nine unions, represent- 
ing about 800 workers, agreed to 
the two-year extension. 

In each case, the settlement pro- 
vides for a wage increase of 2% 
percent retroactive to June 1, plus 
continuation of the cost-of-living 
clause. The current cost-of-living 
allowance is 24 cents. 

The only settlement on a differ- 
ent basis was with the National 
Maritime Union, covering workers 


New ‘Power Team’ 
Is Introduced 
By Delco-Remy 


ANDERSON, Ind. — Delco-Remy 
last week announced development 
of a self-rectifying, alternating- 
current generator and a nonme- 
chanical transistor regulator. 

Donald L. Boyes, Delco-Remy 
general manager, called the new 
products “a major break-through 
in automotive electrical-system de- 
sign which will provide the answer 
to the ever-increasing electrical 
load demands of the modern pas- 
senger car.” 

He said the new “power team” 
will be available during the last 
quarter of 1958 and probably will 
be used immediately on special- 
service vehicles such as police cars, 
taxis, delivery cars and light trucks. 

Boyes said the new units will: 

1. Deliver the electrical require- 
ments of power-operated acces- 
sories even at slow city-traffic| 
driving speeds. 

2. Eliminate the need for periodic 
regulator adjustment. 

3. “Contribute importantly” to) 
greater battery life. 

4. Insure longer life for generator | 
brushes. 

All standard passenger cars use 
direct-current generators which 
have employed the same basic en- 
gineering and design principles for 
20 years, Boyes said. Electrical-load 
requirements of cars have increased 
600 percent since 1938, he added. 


Willys and Rover 
Study Marketing, 
Production Link 


TOLEDO.—Willys and Rover Car 
Co. of England are studying the 
possibility of mutual advantages in 
the production and marketing 
fields, according to Edgar F. Kaiser, 
Willys president. 

This confirmed long-standing 
reports that Willys was seeking 
a mutual cooperation pact with a 
foreign maker. Kaiser said there| 
also had been discussions with| 
other foreign firms. 

Kaiser cited the arrangement be- 
tween Studebaker-Packard and 
Daimler-Benz for the Mercedes- 
Benz and the American Motors- 
Metropolitan program as examples 
of mutual cooperation. 

Rover makes the Landrover, a 
Jeep-like utility vehicle marketed 
in the sterling areas of the world, 
and expensive luxury cars. Most 
Willys’ foreign sales have been 
outside the sterling areas. 








in the Ford ship fleet. Ford said 
this was in line with the industry 
pattern established for Great Lakes 
ships. 

Chrysler Corp. announced a new 
agreement with United Plant Guard 
Workers of America, covering 1,000 
plant-protection men at 33 plants. 
It provides 3 percent wage boosts 
immediately and next June 1. 

An extension agreement also was 
made with the International Union 
of Operating Engineers, which rep- 
resents about 40 Chrysler workers. 

= * * 


2 GM Unions Settle 


T GENERAL MOTORS CORP., 

the International Brotherhood 
of Electrical Workers and the In- 
ternational Union of Metal Polish- 
ers, Buffers, Platers and Helpers, 
representing about 100 workers in 
two plants, have agreed to exten- 
sions. 

The developments raised specu- 
lation in the auto industry as to 
whether other settlements be- 
tween union and management 
might be in the offing. 

UAW officials, however, scoffed at 
any suggestions that the settle- 
ments by small unions would have 
any effect on the UAW’s determi- 
nation to get more than an exten- 
sion. 

The UAW is conducting strike 
votes at Big Three locals to dem- 
onstrate that there could be trouble 
if the companies don’t settle on a 
“just and honorable” basis by 
model-changeover time. 

So far, 17 of the union’s 124 GM 
locals have voted 92 percent in 
favor of a strike, if necessary. The 
percentage is approximately the 
same at seven Ford locals which 
have held strike votes. Chrysler 
locals have not held any strike 
votes, but several are scheduled. 

Meanwhile, the first outbreak of 
sabotage since the UAW contracts 
with the Big Three expired was 
reported last week by GM. 

The Chevrolet and Fisher Body 
assembly plants in Kansas City 
were forced to close early last 

(Continued on Page 36, Col. 4) 








"You Auto Buy’ Drawing— 


The final event of “You Auto Buy Now” 


cage ee) 
_ Wed 





Week in the South Bend-Mishawaka orea 


was the drawing for a Studebaker Scotsman given away by the dealers. On hand 
for the drawing were, from left, Van E. Gates, campaign chairman; Charles Dutreaux, 
South Bend police chief; John Hanley, St. Joseph County commissioner; Mayor Edward 
F. Voorde, of Sovth Bend, holding the winning ticket, and Dean Bolerjack, Mishawaka 
police chief. The campaign, sponsored by the South Bend-Mishawaka New Car Dealers 
Assn., resulted in the sale of more than 400 new cars. This was a 40 percent increase 
over the e preceeding 10-day period, according to Gates. 








Dealers Sweating Out °58s 
As N. Y. Market Lags 


By Ed Brown 
Staff Correspondent 
NEW YORK.—Low grosses, 
skimpy volume and buying apathy 
characterize the spring market in 
this area. Without hesitation, deal- 
ers tell of low-gross deals they are 
forced to write, and the prayers 
they offer that they will survive 
until the '59 introductions. 


you hear of someone ‘out-of-trust’ 
almost every week.” 

A dealer, in a Chrysler line said: 
“One of the saddest things about 
our business is that in spite of the 
reams of materials that have been 
written, urging dealers to deter- 


Used-Car Bulletin from Detroit . . . 
Latest Auction Prices 


(Copyright, 1958, by Automotive News) 


Aptco Auto Auction. Sale every Wednesday. 


June 18. 
BUICK—'58 Special sedan, $2,475*. 

"ST RM sedan, $2,250° (ps); conv., 
$2,165° (ps); Century Riviera, $1,- 
965° (ps). 

S56 Super Riviera, $1,325° (ps); Spe- 
cial conv., $1,300*°; Century Riviera. 
$1,245° (ps). 

‘55 Super Riviera, $1,075*; Special 
conv., $1,000°; sedan, $840°; Cen- 
tury Riviera, $970°. 

"54 RM conv., $645° (ps). 

CADILLAC—'56 coupe de Ville, 
(ps). 
"54 (62) conv., 2 at $1,475°*. 
"50 (62) sedan, $315°. 
CHEVROLET—'57 Bel 
wagon, $1,900° (ps); conv., 
$1,675*; Hardtop, $1,670*; 
$1,650°. 

"56 Two-ten (8) 
365; Two-ten (6) 
Bel Air (8) sedan, $1,055°, 


$2,570° 


Air (8) station 
$1,800°, 
sedan, 


station wagon, $1,- 
Delray, $990°; 
$1,050°, 
$1,000; One-fifty (6) 2-dr., $770. 
"55 Bel Air (8) conv., $1,080°; Bel 
Air (6) Hardtop, $755; sedan, 
$690*; Two-ten (6) sedan, $865. 
*54 Bel Air sedan, $550. 
CHRYSLER — '55 NY 2-dr. Hardtop, 
$1,125° (ps). 

’53 Windsor sedan, $265° (ps). 
DESOTO—’56 Firedome sedan, $1,300°*. 
"55 Firedome club coupe, $1,050*. 
53 Firedome sedan, $285* (ps). 
DODGE—’'57 Coronet (8) conv., $1,- 
775*; sedan, $1,560°; Royal (8) 

Hardtop, $1,750*. 
ae (8) Lancer Hardtop. $1,- 
. 


55 Coronet (8) sedan, $790°; 
‘00. 


coupe, 
"54 Royal (8) sedan, $500*, $450. 
"53 Coronet sedan, $260". 
FORD—’'58 Thunderbird, $3,850° (ps); 
Fairlane (8) 500 Hardtop, $2,315* 
(ps), $2,250° (ps). 

"57 Thunderbird, $2,630*; Retractable 
Hardtop, $2,575* (ps); Fairlane (8) 
500 conv., $2,275* (ps); Hardtop, 
$1,725* (ps), $1,625*, $1,560; Fair- 
lane (8) conv., $1,775* (ps); Hard- 
top, $1,600; Custom (8) 300 sedan, 
$1,475*. 

‘56 Thunderbird, $2,050* (ps); 
try sedan, $1,350*; Fairlane (8) 
aocen, $1,200° (ps), $1,100*, $1,- 

"s980°; Victoria, $1,030* (ps); 
Pairiane (6) sedan, $860*. 

55 Fairlane (8) Conv., $970*, $900°; 

Victoria, $925*, $860; custom (8) 


Coun- 


| 
*Indieates automatic transmission or overdrive and (ps), 


| 
| 
| 
| 
| 


Main (8) sedan, $570. 
$780° ; 
$390°; 


sedan, $870°; 
"54 Crest (8) conv. 
(6) Ranch Wagon, 
(6) sedan, $330. 
"S53 Crest (8) Hardtop, $450°; 
sedan, $305; Main sedan, 


$275. 

*S2 Crest (8) Hardtop, $250; Custom 
(8) sedan, $260°. 
HUDSON—'56 Hornet (6) 

030°. 
IMPERIAL—'55 sedan, $1,550° (ps). 
LINCOLN—'57 Premiere Hardtop, $2,- 
915° (ps). 
’55 Capri Hardtop, $1,215*. 
MEKCURY—'56 Montclair Hardtop, $1,- 
250° (ps); Phaeton, $1,175°. 
"55 Montclair conv., $1,025*, $935° 
(ps). 
*54 Monterey Hardtop, $575* 
sedan, $445. 
"53 Monterey Hardtop, $425*. 
"52 Monterey sedan, $235°. 


sedan, $1,- 


(ps); 


NASH—’'51 Ambassador sedan, $230. 
OLDSMOBILE—’'58 (88) conv., $2,940* 
(ps). 

"57 (88) 4-dr, sedan, $1,980° (ps); 2- 
dr. sedan, $1,685°, $1,650°. 

56 (88) Holiday, $1,500* (ps), $1,- 
485°, $1,425° (ps), $1,320. 

55 (88) Super Holiday, $1,300* (ps), 
$1,225*, $1,050*; (98) Holiday, $1,- 
200° (ps); (88) sedan, $990°. 

"54 (88) sedan, $730°. 

PACKARD—’55 Clipper Panama, $775*. 

PLYMOUTH — '57 Belvedere Suburban, 
$1,895* (ps); conv., $1,800* (ps); 
Savoy (6) sedan, $1,520*, $1,350*, 
$1,150. 

"56 Savoy (6) sedan, $825*; Plaza 
(6) sedan, $725. 

*55 Belvedere (8) coupe, $960*, $925*, 

$840; Belvedere (6) sedan, $735*. 


"54 Savoy (6) sedan, $505°*. 
"53 Cranbrook Belvedere, $360*. 
PONTIAC—’56 Star Chief conv., 
400°; Hardtop, $1,115*; 
coupe, $1,120*, $1,080*. 
’54 Star Chief coupe, $475°. 
RAMBLER—'57 sedan, 2 at $1,175*, 2 
at $1,160*. 
"56 station wagon, $1,350*. 
STU DEBAKER—’56 President se dan, 
$1,295°. 
MISCELLANEOUS—’ 57 Ford Ranchero, 
$1,360°. 
"56 a Express, $750; F-100 pickup. 


$1,- 
Chieftain 


$6 
’55 Chevrolet 3200 pickup, $725; Ford 
%-ton pickup, $630. 


power steering. 


Other Auctions are on Pages 16, 18, 19 and 24. 





mine what their actual cost of sale | 
is, I am certain from my experi-| 


ence that no more than one of 
every 20 dealers has any idea what 
his actual cost of doing business is. 

“If we could only get every dealer 
to add 10 percent to his factory 





acquisition cost, it would at least | 


keep up solvent. We'd sure not 
make much money, but at least 


those of us who do know, wouldn't | 
have to suffer along with the guys | 
who are trying to put themselves | 


out of business fast.” 

A dealer in one of the “hot” 
makes said he managed to 
accumulate a profit of $5,000 
during May, but cautioned: 
“Watch what happens in the next 
few months. 

“I should have made a minimum 
of $15,000 during this past month 
in order to justify the losses I am 
going to have to take during the 
summer months. I was fortunate 
but how about those guys who 
couldn’t make anything? I even 
heard of a dealer in my own line 
who has a paying parts and service 
| business but wasn’t able to make 
the money I did in May.” 
| The consensus is that the major 
|competition is stimulated not by 
| dealers out of the line, but by one’s 
|own make. Almost every dealer 
| contacted said his most vicious 
competition comes from his own 
line dealers. 

Although it’s a little early, 
many dealers are beginning to 
think in terms of 1959, and their 
hopes do not appear to brighten 
mi 
A Ford dealer said: “I honestly 
don’t think there is much better 
business in store when the new 
model is introduced. I don’t find 

any of my customers talking in 
|terms of 1959. As a matter of fact, 
this is why I can’t be too optimis- 
| tic about next year. 

| “There seems to be no enthusi- 
j}asm left on the part of the buying 
(Continued on Page 36, Col. 1) 


Longer, Lower 
1 Kapitan 
Has U.S. Flavor 


RUSSELSHEIM, Germany.—The 
long-awaited Opel Kapitan, a 
|lower, wider and longer car with 
| emphasis on U. S. styling, ‘has 
made its debut here. 

The car still has the short-stroke 
six-cylinder engine, but the com- 
pression ratio and horsepower have 
been increased. There are two 
| models, standard and deluxe. 

The Kapitan has an air inlet in 
| front of the windshield, two-speed, 
| electrically operated windshield 
| wipers and a padded dashboard. 
| Trim and interior decorations, as 
in U. S. models, are available in a 
| number of colors and designs. The 
|springing has been improved to 
‘lessen dip when braking. 
| Borg-Warner overdrive is an op- 
| tional feature. 








Toyopet Girds 
For July Debut 


Parts Depots Planned, 
U. S.-Make Dealers Eyed 


— to five large Toyopet 
parts warehouses are planned 
in major U. S. markets, according 
to Erik J. Hansen, general manager 
of Toyota Motor Sales, U. S. A, 
Inc., importing firm, and Toyota 
Motor Distributors, Inc., Holly. 

wood. 
The Japanese auto will be intro- 
duced to the U. S. market July 11, 
Hansen said. The 


Import Toyopet is expected 
to be priced at $2,195 

Cer 3» OE. 
News “There are nearly 


$20,000 worth of 
spare parts in our Long Beach 
(Calif.) warehouse, and another 
$10,000 worth are due in the U. §. 
shortly,” said Hansen, who is di- 
recting the establishment of a 
nationwide wholesale and retail 
organization. 

Hansen said dealers will be ex- 
pected to stock an adequate supply 
of parts and to purchase special 
tools needed to service the Toyopet, 
which is made by Toyota Motor 
Co., Ltd., Nagoya. He said the tools 
would cost about $600, with parts 
requiring a similar investment. 

Service schools are being es- 
tablished and will be in operation 
by the time the cars go on sale, 
Hansen said. 

Toyota Motor Sales will dis- 
tribute the cars in 45 states, Hansen 
continued, with Washington, Ore- 
gon and Idaho being serviced by an 
independent distributor now han- 
dling Lincoln and Mercury. 

He indicated that his firm would 
seek to sign Oldsmobile, Chevrolet 
and Chrysler dealers and noncom- 
petitive import deals. 

Hansen said about 200 Toyopets 


}are expected to arrive in the U. S. 


monthly starting in August. The 


|ear will be slightly different than 


the Japanese model, he added. 

The engine will have greater 
horsepower (from 58 to 60), 
springs will be softer and more 
suitable for U. S. highways, there 
will be additional front-seat ad- 
justment, seamless front wind- 
shields and lighting equipment 
meeting U. S. standards, Hansen 
said. 

Toyota cars, station wagons, 
trucks and buses are sold in 63 
countries and constitute Japan's 
largest single export, Hansen said. 
The station wagon will be intro- 

(Continued on Page 34, Col. 3) 


U.S. Rubber Opens 
Detroit Office 


NEW YORK.—U. S. Rubber Co. 
has established an automotive sales 
department, with headquarters in 
Detroit, to coordinate sales to the 
automotive indus- 
try of the various 
products manu- 
factured by all of 
its operating divi- 
sions, according 
to John W. Mc- 
Govern, president. 

Walter D. Bald- 
win has been ap- 
pointed vice- 
president in 
charge of the 
newly formed de- 
partment. With the company since 
1935, he was formerly assistant 
general manager of the tire divi- 
sion. 

Under the direction of Baldwin, 
the new department will coordinate 
sales of more than 130 different 
rubber, plastics and textile auto- 
motive products. 





W. D. Baldwin 


Missouri Dealers Urged 


To Register Unsold ’57s 


JEFFERSON CITY, Mo. — The 
Missouri Automobile Dealers Assn. 
has urged dealers with unregistered 
57 units in stock to apply for 4 
title in the firm’s name to avoid 
payment of a sales tax. 

The MADA pointed out that the 
State requires dealers to pay the 
sales tax on factory cost of year- 
old or older models in stock which 
were not sold or titled within six 
months following announcement of 
new models. 














| outdoor keeps 
Atlantic Sales 
on the go! 
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Poster designed by N. W. Ayer & Son, Inc. Winner of Kerwin H. Fulton Award 


A. Photo by H. Armstrong Roberts. 
as best poster of 1957, New York Art Directors Competition. 


“Because Outdoor Advertising delivers our 
. message to motorists at the most opportune 
Richard Borden, moment—when they are driving and likely 
Advertising Manager, to need gas or oil—this medium has been 


The Atlantic Refining Company, says: an important and successful part of our 
advertising program for the past 30 years.” 





ce 
nt 


. 8S out of 10 people remember OUTDOOR Advertising!" 


in, |} 
? Standardized Outdoor Advertising, 24 and 30-sheet Posters—and Painted Bulletins. ’ 
n 


~~ 





. OUTDOOR ADVERTISING INCORPORATED 


id NATIONAL SALES REPRESENTATIVE OF THE OUTDOOR MEDIUM 
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sh 60 EAST 42ND STREET, NEW YORK 17, NEW YORK - ATLANTA - BOSTON - CHICAGO - DALLAS - DETROIT - HOUSTON - LOS ANGELES - PHILADELPHIA - ST. LOUIS - SAN FRANCISCO - SEATTLE 


. *Urban Poster Readers—Starch Continuing Study of Outdoor Advertising 
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else in the world. 


NADA’s Vision 


ANY years ago, it was axiomatic in the auto business 

that NADA would never be a potent force nationally 
because members of retail groups took a selfish, local atti- 
tude and would not support a national organization with 
broad vision in the public interest. 


There have been times when we have seen NADA sur- 
mount the obstacles and give the lie to such assertions. 


And there have been times when it looked like the narrow, 
selfish viewpoint once again would dominate. In recent years, 
NADA has made remarkable strides in meeting the problems 
of dealers. 


Doubtless NADA’s approach can be improved. We hope, 
however, that dealers will not, lose sight of the broad goal of 
action in the public interest in these rough times when 
selfish interests seem all-important. 


Pala aie eel ARE AREAL Nn te lO A oo 


Tax on Reserve 


HE courts are setting a clear pattern on dealer reserves. 

Whenever a dealer goes to court against the Internal 
Revenue Service for the return of income tax paid on 
reserves, the dealer wins. 


Yet the commissioner of internal revenue continues to 
insist that dealers prepay tax on reserves. 


It is obvious that this is taxation on money that is not 
yet the dealer’s, and the IRS should speedily revise its pro- 


ee ees 





Coming 
Events 


Dealer Conventions 


Aug. 89—Montana Automobile Dealers 
Assn., East Glacier Hotel, Glacier Park, 
Mont. 


Aug. 10-12—Georgia Independent Auto- 
mobile Dealers Assn. Bon Air Hotel, 
Augusta. 

Aug. 13-15—Automobile Dealers Assn. of 
West Virginia, Greenbrier Hotel, White 
Sulphur Springs. 

Aug. 17-18—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, Sa- 
vannah. 


Sept. 5-7—Maine Automobile Dealers 
Assn., Eastland Hotel, Portland. 


Sept. 7-9—Colorado Automobile Dealers 
Assn., Antlers Hotel, Colorado Springs, 


Sept. 7-?—Wyoming Automobile Dealers 
Assn., Lander, Wyo. 

Sept. 8-9—Minnesota Automobile Dealers 
Assn., Leamington Hotel, Minneapolis. 
Sept. 14-16—Michigan Automobile Dealers 
Assn., Pantlind Hotel, Grand Rapids. 
Sept. 18-20—Arkansas Automobile Deal- 
ers Assn., Hotel Marion, Little Rock. 
Sept. 21-22—Kentucky Automobile Dealers 
Assn., Inc., Sheraton-Seelbach Hotel, 

Louisville. 
Sept. 21-23—Ohio Automobile Dealers 
Assn, The Neil House, Columbus. 
Sept. 21-23—New York State Automobile 
Dealers, Lake Placid Club, Lake Placid. 
Sept. 21-23—Automotive Trade Assn. of 
Virginia, Cavalier Hotel, Virginia Beach. 
Sept. 21-23—New York State Automobile 
Dealers, Inc.. 35th Annual Convention, 
Lake Placid Club, Essex County, N. Y. 
Sept. 22-23—Wisconsin Automotive Trades 
Assn., Schroeder Hotel, Milwaukee. 
Oct. 19-21—Florida Automobile Dealers 
Assn., Eden Roc Hotel, Miami Beach. 
Oct. 27-29—New Jersey Automotive Trade 
Assn. Chalfonte-Hadden Hall Hotel, 
Atlantic City. 
Nov. 8-10—Texas Independent Automobile 
Dealers Assn., Texas Hotel, Fort Worth. 
Nov. 12—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford. 

Nov. 16-18—Mississippi Automobile Deal- 
ers Assn., Buena Vista Hotel, Biloxi. 
Nov. 16-18—National Independent Auto- 
mobile Dealers Assn.. Edgewater Beach 

Hotel, Chicago. 
Dec. 3—Utah Automobile Dealers Assn., 
Newhouse Hotel, Salt Lake City. 


Dec. %—Milwaukee County Automobile 
Dealers Assn., Milwaukee Athletic Club, 
Milwaukee. 


Jan. 31-Feb. 4—National Automobile 
Dealers Assn., Chicago. 


Auto Shows 


Oct. 419—Texas State Fair Automobile 
Show, Dallas. 


Nov. 5-1é—Turin Auto Show, Turin, Italy. 


Nov. 21-30—Cleveland Auto Show. Public 
Hall, Cleveland. 


Nov. 22-30—Detroit Auto Show, Artillery 
Armory, Detroit. 


Jan. 10-17—Pittsburgh Auto Show, Hunt 
National Guard Armory, Pittsburgh. 


Jan. 17-25—Chicago Auto Show, Inter- 
national Amphitheatre, Chicago. 


Jan. 22-27—Tampa Auto Show, Fort 
Hesterly Armory, Tampa. 


Apr. 61i—Denver Auto Show, Denver 
Auditorium, Denver. 


General 


Aug. 13-17—Rod and Custom World's 
Fair, Industrial Arts Bldg., Eastern 
mates Exposition, West Vsringfield, 
ass. 


Oct. 6-8—Truck Body & Equipment Assn., 
Inc., convention - exhibit, Ambassador 
Hotel, Atlantic City. 


20 Years Ago... 
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"We've got nothing to hide!" 


Letterbox 


Salvation Seen in Price Bill 


Eprror’s Nore: The author of 
the following letter was a 
Chrysler-Plymouth dealer in 
Duluth, Minn., until 1956, when 
he joined National Bonded Cars, 
Inc., as West Florida representa- 
tive. 

If and when the Monroney- 
Thurmond price disclosure bill be- 
comes law, it will permit the retail 
automobile business to once again 
adopt basic and fundamental mer- 
chandising programs so successful 
in years past. 

The bill has already been ac- 
cepted by the Senate, and because 
of the overwhelming support given 
the measure by the legitimate fran- 
chised dealers throughout the 
country, there is every reason to 
believe it will be passed by the 
House and become law. 

The passage of the bill will 
enable the legitimate franchised 
dealer to start the long, hard pull 
to regain public acceptance and 


respect. 

Like the proverbial rotten apple 
spoiling the entire barrel, a few 
dealers have destroyed the reputa- 
tion of the many, and every dealer 
who expects to remain in business 
and regain the confidence of the 
public must start immediately to 
put his house in order. 

Many dealers, because they were 
forced to operate on a near profit- 
less basis in order to compete with 
the gimmick dealers, have permit- 


sted themselves, as well as their 


respective organizations, to become 


The Big Stories 


A huge “weather” tunnel, said to be the first of its kind built solely 
for scientific research in automobile design, was put into operation 
this week in 1938 at Ford Motor Co.’s engineering laboratory in Dear- 


born. 


Final tabulation showed car sales during April totalled 192,225 units, 
compared with 384,951 in April, 1937. April’s figures brought the four- 
month total to 639,580 units, compared with 1,244,423 during the same 
period in 1937. April truck sales totalled 35,722. 

Ford Motor Co. celebrated its 35th birthday in 1938 by announcing 
it would spend $40 million in increasing its capacity for manufacturing 
ears and trucks and the by-products, such as tires, and converting 
raw materials into shape for use in the construction of automobiles. 


‘ 


—From the files of Automotive News. 





‘Long, Hard Pull... .. 2 


This is an open forum for the discussion of any subject of interest to our 

and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 
















cynical and, very often, disrespect- 
ful in their attitude towards the 
buying public. 


The gimmick dealers never in- 
tended giving the public a break 
and they succeeded, in many in- 
stances, in bringing the legitimate 
dealer down to their level. 

Even the dealers who with- 
stood the pressure and main- 
tained their integrity and high 
ideals are, nevertheless, placed in 
the same “no-good” category by 
the buying public along with the 
gimmick dealers. 

Since new-car prices will be 
stabilized, the “deal” can no longer 
be the predominating factor in the 
purchase of a new car. The public, 
cognizant of the fact that new-car 
prices are stabilized, will become 
more circumspect in the purchase 
of their next automobile and will 
scrutinize the dealership for other 
favorable and advantageous quaili- 
fications before placing their order. 


Even though prices are stabilized, 
there will most always be some 
variance in tradein allowances be- 
cause of conditions involved in the 
operation of individual dealerships. 
However, with gross profits re- 
duced, the difference in allowances 
will not injure the dealer who 
gears his organization to serve the 
public in an honest and adequate 
manner. 


Every franchised dealer who 
expects to regain the confidence 
of the public must, starting with 
himself, immediately proceed to 
not only put his establishment in 
order but to analyze the abilities 
and qualifications of every indi- 
vidual in his employ. 


First, dealers must inspect their 
business establishments. They must 
be clean, attractive and a pleasant 
place in which to do _ business. 
Next, the dealers’ entire organiza- 
tion must be activated to a high 
sense of service to the public. The 
misfits must be eliminated and re- 
placed by competent and personable 
personnel. 

Undoubtedly, the most serious 
problem facing the average dealer 
is the reorganization of his sales 
department. Leadership, in this 
new phase of retail merchandising, 
must be dynamic. The “deal” sales- 
men must be educated to sell prod- 

(See LETTERBOX, Page 30, Col. 1) 
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Super-detergent additive 
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Prevents sluggish or 
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1g action rusting and sticking valves, 


Impro ves corrosion 
of vital 


engine surfaces. 


valve lifters 


gas mileage. and piston rings. 





Reduces 
over-all 


engine wear. 


engine varnish 
and sludge 
deposits. 


Here at last is an amazing new motor detergent which, when added 
nee to the crankcase oil in any car, goes to work instantly to assure more 
sant complete, longer lasting engine protection! It cleans and peps up 
engines—insures better performance. 
high What’s in it for you? S.D.A. will quickly build extra sales, creating 
| re a greater profit margin for you year-round! For full details about the 
able money-making opportunities offered to dealers who stock S.D.A., 
_ contact your nearby Quaker State Distributor now! 
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TURNINGS 


by 


Joseph M. Callahan 


Engineering Editor 





Work on °59s Completed, Tool Men Face Long Summer 
OST independent tool-and-die shops concluded their ’59 
tooling programs the first of this month and are now 
in a period of more-than-average inactivity until the ’60 
tooling programs begin—about Sept. 1, they hope. 

In most cases, the last work to be cleaned up was for 
GM divisions, which came up? 
with more last-minute en- 
gineering and styling changes 





everybody is holding up until the 
union contract is settled. 
> * * 





* than usual this year. | 


Most Ford Motor Co. and Chrys-| Changes Causing Delays 





ler Corp. tool-and-die work wWaS\« 4150 their program is being 
completed well before the June 1) 7 
deadline, which coincided with the| 
+ goa ag i ine sian ‘it looks like they'll be behind Ford. 
mented, “Ford had the jump on 
the '59 work.” 

Owners of several shops said the 
financial statements of most tool- 
and-die shops will show a substan- | 
tial decline in sales this year, as| 
well as a considerable reduction in 
profit on those sales because of | 
increased competition for available | 
business. | 





. . * 

Delivery Competition Up 
ESIDES the price competition, | 
this year has been character- 

ized by a trend to delivery com-| 

petition. When requesting tooling 


bids, the auto makers asked, “how 
soon?” as well as “how much?” 


Delivery dates have always | 
been asked in the past, but this 
year was different in that many 
important contracts were won 
and lost because earlier delivery 
dates were promised. 


Commenting on the current dol- 
drums, one die-shop owner said 
recently: “It will be about 60 days 
before the ‘60 programs are re- 
leased by the designers. Then the 
patternmaking and casting will 
take another 30 days. So, things 
will be quite until early September, 
providing the labor situation doesn’t 
cause further delay. 

“We had understood that Chrys- 
ler Corp.'s '60 program would get 
under way last February and we 
were counting on that to keep us 
going in the summer. They were | 
in a position to get very favorable | 
prices and delivery. Apparently, | 





Should you offer | 
free call-for and 
delivery service? 


You'll find the 


answer to this 


and countless 
other questions 


AUTOMOBILE 


in Martin H. 

Bury’s remark- 

able new 

“The Automo- 

bile Dealer.” 

The book is al- 

ready in its sec- 

ond printing 

and has been hailed as the “bible” 
of its field. Use coupon to order 
now. If, after 10 days, you are not 
convinced that’ this book belongs 
on your shelf for permanent refer- 
ence, return it and we will refund 
your money! Order now, before it 
slips your mind! 


PHILPENN PUBLISHING COMPANY | 
| 1750 N. Broad St., Philadelphia 21, Pa. | 
| Send_____copy (copies) of the new book, | 
| “The Automobile Dealer" 
jo o5 $0 cn check covering books at 
| (1 Send books C.0.D., plus postage | 
: | 
i 1 
i | 
| 








delayed by a great many engi-|from the job shops to maintain| outlook, a shop owner said: 
neering and styling changes, and | the differential. 
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Chrysler lost an excellent oppor- 
tunity.” 

In addition to the lack of busi- 
ness this year, the tool-shop 
operators feel they may be vic- 
timized by some internal union 
competition. 


Behind this is the determination 
of many captive (auto maker and 
supplier) tool-and-die makers, rep- 
resented partially by the Society 
of Skilled Trades, to eliminate the 
50-cent difference between their 
hourly wage and that of the job- 
shop tool-and-die makers. 

Most job-shop _tool-and-die 
makers are represented by UAW 
Locals 155 and 157, while the cap- 
tive shop men are usually repre- 
sented by the plant local, such as 
Local 600 at the Rouge. 

* > 


Colored Stainless Steel 
Available for Autos 


NEW YORK. — Colored stain- 
less steel is now available for 
decorative automotive appli- 
cations, among other uses, as a 
result of a new process developed 
by Electro Metallurgical Co., a 
division of Union Carbide Corp. 


The Permyron process, the de- 
veloping firm said, is unique in 
that parts can be severely formed 
after coloring without impairing 
the surface. At the present, only 
black is produced commercially. 





for dollars in the union, there is 
also competition in some cases 
for jobs, which have become in- 
Difference Called Justified creasingly scarce. 
nh the job-shop work- This has occurred principally at 
ers feel they deserve more|the Fisher Body plants 21 and 23, 
money because their jobs lack the| Where tool-and-die trainees are 
continuity of the captive shops.| being “bumped” from their jobs by 
And they have indicated privately |journeymen who have more sen-| 
that if the captive-shop employes |iority. These Fisher Body workers 
are given 50 cents an hour more,|@re members of job-shop locals 
they (job-shop men) will come | rather than plant locals. 
back for another 50 cents an hour Discussing the future business 
“T} 
think GM’s plan to use a ‘master’ 
body shell for all its cars will have 


* 


In addition to the competition 


Seiberling’s 
heads keep 








a further dampening effect on oy 
business. 

“Although we've been told that 
this is just being tried on an ex. 
perimental basis, I think it wil 
stick and will materially reduce 
the amount of tool-and-die work 


they'll require. And Ford wij 
probably follow, if this pian jg 
successful.” 


+ * * 


More Shop Failures Seen 
H® SAID he had seen more 
tool-shop failures this year 
than in any year in his memory 
and that, barring something im- 
portant happening, many more will 


drop out before the end of the 
year. 
The Automotive Tool & Die 


Manufacturers Assn. recently re- 
ported that automotive tool-and- 
die work done by outside shops 
now is spread among the following 
states: 

Michigan, 34 percent; Ohio, 17 
percent; Illinois, 8 percent; Indiana, 
6 percent; New York, 6 percent; 
California, 6 percent; Massachu- 
setts, 5 percent; Pennsylvania, 4 
percent; New Jersey, 3 percent, 
and 11 percent among some 20 
other states. 





*BULKHEADS MAKE THE DIFFERENCE 


exclusive bulk- 
the sealant in 


position, giving you lifetime 
puncture protection and 
tire balance. 


In other puncture-sealing 
tires, the sealant can slide 
and lump- 
puncture protection and tire 
balance when this happens. 


up. You lose 
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the U. S. Chamber of Commerce. 
He told the American Assn. of 
Motor Vehicle Administrators that 
failure to tear down “artificial road 


Another Legislator Asks jm of" cmex 8 


Uniform Vehicle Code 


By William Ullman 


Washington Bureau Chief 


EP. DAVID DENNISON, Ohio Republican, has intro-| 
duced a bill calling for a nationally uniform system of 


this field by the Federal Govern- 
ment.” 

Collins was talking about the 
lack of uniformity in state 
highway-user taxes and licenses. 
| “The taxation of commercial ve- 
|hicles today presents a most con- 
fusing picture,” he declared. 

Collins suggested that states 
hasten to rule that: 

Commercial vehicles operating in 





auto registration. The measure is identical to an earlier one | interstate commerce should not be 


offered by Rep. Abraham Multer, New York Democrat. 
Commenting on his bill, Dennison noted that “the wide | 


variance among existing laws® 
of the several states govern- | 


ing the registration of auto- | 
mobiles, trucks, trailers, and| 
motorcycles frequently leads to in-| 
justices and uncertainty in com-| 
mercial transactions, particularly) 
in transactions involving the move-| 
ment of automobiles from one state | 
to another.” 

Dennison also pointed out that) 
Federal registration would make it} 
easier to recover stolen cars and to} 





William Uliman 


|assessed duplicate, full-rate high- 
way taxes by two or more states. 
State statutes and regulations 
should provide reciprocity arrange- 
ments for interstate vehicles. 
The percentage of their total 
miles operated annually in a given 


but he said few} 
state should determine their tax 
states have acted | rate in the state. 


to alter their stat- | * * * 
utes to conform 
with the Uniform 


registration “ide-| 
ally” should be} 
left to the states, | 


Car Output Paces Upswing 
Motor Vehicle OLLOWING the announcement 
Code. by the Federal Reserve Board 
Another plea) that its important industrial pro- 
for uniformity of| duction index went up a point in 
state laws came| May, Secretary of Commerce Sin- 


prevent easy transfer of stolen| from Gerald W. Collins, manager) clair Weeks stated flatly that the 
goods. He added that uniform| of the transportation department of | recession hit the bottom in April.|weren’t letting it bother them, as 
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Florida Cracks Down 


On Commercials’ Resale 


MIAMI. — English Love, chief 
of enforcement in the state 
motor vehicle department, has 
notified Miami new and used-car 
dealers of a crackdown on the 
law requiring that 6-by-6-inch 
sticker be pasted on the wind- 
shield of any car that has been 
used for hire. 

The regulation covers cars used 
as taxis, rental cars and other 
commercial categories. Although 
the law has been in effect for 
some time, this is the first time 
the motor vehicle commissioner 
has attempted strict enforcement. 





In May, the economy started on the 
road back to recovery, he said. 

The industrial index had been 
declining ever since last August, 
with the heaviest falloffs recorded 
in durable goods and mining. In 
May, mining held its ground and 
durable goods actually turned up- 
ward two points. The increase re- 
flected recovery in steel and auto 
output. 

But if the recession was at its 
worst in April, many Americans 





IMPERIAL DEALERS CAN EARN EXTRA PROFITS 
SELLING TIRE SAFETY FOR THE FAMILY 


Seiberling makes it easy for you to get into the profitable 
— “changeover” business with a Car Dealer Program that means: 


NO CAPITAL INVESTMENT FOR STOCK OR STORAGE 


NO SPECIAL EQUIPMENT OR PERSONNEL 
NO ADVERTISING EXPENDITURE ON YOUR PART 
NO EXTRA PAPER WORK 


You earn premium profits when you switch new-car buyers to sensational, 
puncture-sealing Seiberling SEALED-AIRE tires. 


Help your customers to protect the investment they have in their cars, 
Give them the opportunity to protect their lives and cars with 


the Seiberling SEALED-AIRE... 


the tire that’s built 


to give car owners an extra margin of safety and to give 


car dealers an extra margin of profit. 


Regardless of the car you sell, write or phone today for the 
complete story about Seiberling change-over profits. 


Your Seiberling representative has all the facts 
about the exciting “Summer Valurama”. Ask him 
about this special sales-building program. 


SEIBERLING (tc heMwon% 


Made by the makers of America’s finest tires—Seiberling Rubber Company * Akron, Ohio * Toronto, Canada 
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they laid plans to make 1958 the 
biggest vacation year in history. 

In April, the U. S. Passport Office 
reported a 22.4 percent gain over 
a year ago in applications from 
Americans planning to go abroad. 

The Chamber of Commerce at 
Cape Cod says it has received 46 
percent more inquiries than a year 
ago, and the National Park Service 
expects 63.5 million visitors to sites 
under its jurisdiction, up from 59.3 
million last year. | 


Looking Ahead 


A= and highway predictions 
for 2000 A.D. were sealed in the 
cornerstone of the new Washington 
headquarters of the Associated Gen- 
eral Contractors of America. The 
forecasts were made by editors of 
architectural, engineering and con- 
struction journals, and include the 
following predictions: 

Autos may be banned from 
downtown — above ground, at 
least. 

City center traffic will be carried 
on fast transit lines high in the air 
through depressed rights-of-way. 

Auto chains will be museum 
pieces. Highways will be equipped 
with built-in heating elements to 
melt snow and ice, 

Main highways will be double- 
deck affairs, with autos above and 
trucks below. 

British engineers may not wait 
for 2000 A.D. to make these fore- 
casts come true. According to the 
International Road Federation, 
about 1% miles of a new London- 
South Wales expressway may be a 
double-decker. It would term a fast 
route to and from London Airport. 


* 


| Speed Traps Abolished 


ENNSYLVANIA has ordered re- 
moval of 111 restricted speed 
zones, more familiarly known to 
motorists as traps. All were either 
established illegally or no longer 
warrant speed restrictions. 
Communities in 57 of the state’s 
67 counties are affected, reports 
the American Assn. of Motor 
Vehicle Administrators. 


Latimer Succeeds Russell 





'As Head of Auto Finance 


CHARLOTTE, N. C.— Edwin P. 
Latimer has been elected president 
of Auto Finance Co., succeeding 


| Donald S. Russell, who is expected 
| to be a candidate for governor of 


South Carolina in the 1958 primary 
election. 

Russell, Spartanburg attorney 
and former undersecretary of state 
in the Truman Cabinet, also has 
resigned as president of the Uni- 
versity of South Carolina. 

Latimer also is president of 
American Discount Co., principal 
operating subsidiary of Auto 
Finance Co. Dewey H. Johnson, 
Greenwood, S. C., was named to a 
new office as chairman of the board 
of Auto Finance. 


MERCURY 
Dealers 


ET he Tey Esato) 


SayOW 4384IO 





Our gas or electric powered Junior autos 
are authentically scaled down, real cars. 
Smart as their ‘58 big brothers. Sensa- 
tional for dealer publicity and big car 
sales: Wire or write for complete details, 


ate 








For 1958 Cadillac offers fine wool broadcloth in its 
models—shown here in the Cadillac Fleetwood Sixty Special. 





WOOL 


‘I‘he inside selling: story 
of America’s finest cars 


In today’s highly competitive market, the informed 
car shopper looks inside. And when the interior is up- 
holstered in fine wool broadcloth, sales resistance 
begins to weaken. For wool offers an appealing com- 
bination of quality, styling, luxury in the best of taste, 
and plain comfort—all the extra values expected of a 
truly fine car. That’s why wool is going into more 


and more of America’s finest cars. 


@ Wool upholstery is more luxurious, more . causes less shine, less wear. 
richly colorful. It gives the interior a more 


i : h 
sensation talinued enmansenes. @ Wool upholstery is safer. It helps the 


driver keep in position on sharp turns or 
@ Wool upholstery is softer to the touch, sudden stops . . . is highly flame-resistant. 


more comfortable to ride on. It has a natural : 
@ Woolupholstery stays neat-looking longer, 


springiness. : 
sigs J ; has greater resale value. It defies wear—will 
@ Wool upholstery is cooler in summer. It not sag or wrinkle. Dirt and spots come 
absorbs perspiration, allows air to circulate, out easily. 


never becomes untouchably hot in the sun. . oe 
A wool interior is one of the greatest sales 








aI, 


pepper |e 


@ Wool upholstery is warmer in winter, pro- 
vides insulation, never feels unpleasantly 
cold. It develops no serious static charge. 


@ Wool upholstery is kinder to clothing 


Angela Cartwright, appearing on the Danny Thomas TV Series, shown on CBS, Monday nights. 


PEEP 
3/0 








advantages available to you, at no extra 
cost, in today’s highly competitive market. 
So don’t miss out . . . specify wool the next 
time you order from the factory. 


i 


nothing measures up to Wool 


Jointly sponsored by ASPC 
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Average Prices of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 
1 


"56 
Nov. 


Oct. 


"56 
Sept. 


Dec. 


"67 °58 
March 


"67 "57 =°58 


Jan, 


"57 °'58 
Feb, 


"57 °S8 
Apr. 


Prices of 'S7e added and '49s dropped in November, 1956. Prices of '58s added and '50s dropped in December, 1957 
Figures alongside bars represent dollars. 


Market Trend 


The overall average price of 
used cars sold at wholesale auc- 
tions last week declined $6 to 
$965, according to Automotive 
News’ index. 

Four models dipped; three 
showed slight increases, and the 
price of 53s was unchanged from 
a week earlier. The first gain in 
a month was registered by °58s, 
which rose $8. Other increases 
were recorded by '55s, up $1, and 
"52s, up $3. 

Losses were suffered by ’57s, 
down $14; ‘56s, down $27; ‘54s, 
off $15, and ‘Sis, which slipped 
$5. 

At a group of representative 
auctions last week, the average 


consignment was 220.5 units, | 


compared with 237.3 a week 
earlier. The sales ratio was 73.5 
percent, a new high for 1958. 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 


drive, and (ps/ indicates power 
steering. 
* * * 
DETROIT 
Motor City Auto Auction. Sale every 


Monday. Prices are for sale of June 9th 
Market steady. Sold 185 cars out of 


300 consignments. 
BUICK—’ 57 Special station wagon, $2,015*° 


(ps); 2-dr., $1,605". 
"56 Super 4-dr.. $1,310° (ps), $1,100*; 
Special 2-dr., $1,100. 

"55 Special 2-dr.. $1,025° (ps), $810*; 
4-dr.. $840°; Century 2-dr., $795°. 
"54 RM 2-dr., $805° (ps); Special 2-dr., 

$400°. 


$425°*. 
‘11 Touring, $1,700 (antique). 
CHEVROLET—'58 Bel Air (8) 4-dr., 
240° (ps). 


"653 Super 2-dr., 
$2,- 


| 


| 


’57 Bel Air (8) 4-dr., $1,735* (ps), $1,- 
830* (ps), $1,765* (ps), $1,750° (ps), 
$1,430* (ps); 2-dr., $1,750, $1,455; 
conv., $1,625; Two-ten (6) 2-dr., $1,- 
325°, $1,240; Two-ten (8) 2-dr., $1,- 
500*. | 

’56 Bel Air (8) 4-dr., $1,140*; 2-dr., $1,-) 
080°; Two-ten (8) 2-dr., $1,085°, 
$860*. | 

"55 Bel Air (8) 2-dr, $1,150° (ps), 
$800*; 4-dr., $689, conv., $875; Two- 
ten (8) 2-dr $685, $635*. 

"54 Two-te; coupe, $650; 2-dr., $345. 
CHRY*LER—'53 NY sedan, $250*. 
DeSvuTO—'56 Firedome (8) sedan, $1,250* 

(ps). 
DODGE ‘53 Meadowbrook 4-dr., $270; 
Coronet 4-dr., $225. 

"52 sedan, $100. 

EDSEL—’'5S8 Pacer 2-dr., $2,150*. 

FORD—'57 Ranch Wagon, $1,375; Fairlane 
500 Hardtop 2-dr., $1,575*; 2-dr., $1,- 
725° (ps), $1,700, $1,595° (ps); conv., 
$1.675*; Country sedan, $1,900°, $1,- 
750°; Fairlane (8) 4-dr., $1,350° (ps); 
Custom 300 2-dr., $1,315*, $1,250 

*56 Country sedan, $1,370; Fairlane (8) 
Victoria 2-dr.. $1,150*, $1,115*; Custom 
(6) 2-dr., $710 


"55 Country sedan, $1,070°; Fairlane (8) 


(Copyright, 1958, by Automotive News) 





club se- 
$935; 


735; 
$975, 


Custom station wagon, 

Sunliner conv., $1,015, 

dan, $585. 
LINCOLN—’53 Cosmopolitan sedan, $380*. 
MERCURY — ‘56 Montclair sedan, $1,300* 


(ps); Monterey sedan, $1,160* (ps). 
’55 Monterey 4-dr., $700*; 2-dr., $675*. 
*52 Monterey 4-dr., $170; 2-dr., $125. 
"50 Monterey 2-dr., $190. 


OLDSMOBILE—'57 (88) Super 4-dr., $2,- 
065° (ps). 
"56 (88) Holiday 4-dr., $1,375° (ps). 
"55 (98) conv., $1,200*; (88) 2-dr., $1,- 
135° (ps), $1,025° (ps); Super 4-dr., 
$1,000°. 
"54 (98) 4-dr., $675° (ps). 
"53 (98) 4-dr., $250° (ps). 
PACKARD—'55 Clipper 4-dr., $775*. 
"53 4-dr., $150. 
PLYMOUTH— 57 Belvedere 4-dr., $1,635°*. 
"56 Belvedere station wagon, $1,195°; 
2-dr., $1,145*; conv., $1,130*. 
"55 Belvedere conv., $950°; 2-dr., $700; 


Savoy sedan, $600; Plaza station wag- 


on, $645. 
PONTIAC—'55 conv., $990* (ps). 
"54 2-dr., $400° (ps). 
"53 2-dr., $375°; 4-dr., $300. 
RAMBLER—'57 4-dr., $1,545. 
STUDEBAKER ‘64 Champion 2-dr., 





| Fiat 


| Volkswagen—'58 conv., 


| Lioyd 


$380°. 
53 Commander Land Cruiser, $265*. 
*52 Champion 2-dr., $175; Command 
4-dr., $135. 
SEATTLE 


South Seattle Auto Auction. Sale eve 
Wednesday. Prices are for sale of June 1 


| BUIC K—’'57 Century Hardtop, $2,120* (ps 


$2,095* (ps); coupe, $1, 965° (ps). 
’56 Special station wagon, $1,685*; 


(Continued on Page 18, Col. 1) 


| Used Imported 
Cars 


Manheim, Pa. 


’58 2-dr., $1,600. 

"58 sedan, $1,375. 

$1,110. 

$1,100. 

$2,600; 2-dr., 


Sup 


DKW 
Dauphine 
57 
Jaguar—' 


4-dr., 
54 4-dr., 
$1 
650. 
"57 sedan, 
"56 sedan, 
‘58 station wagon, 
Triumph—'57 2-dr., $1,810. 
Volve—'58 2-dr., $1,885. 


Portland, Ore. 


Volkswagen—'57 2-dr., $1,365. 
"56 2-dr., $1,280, $1,220. 

MG—’'54 Roadster, $1,050. 

Triumph—'57 Roadster, $1,920. 


Albany 


57 Roadster, $1,700; Hillman Min 
$1,150; Volkswagen, $1,275. 
Volkswagen—'55 2-dr., $900. 
Austin—'53 4-dr., $150. 


Detroit 


"58 sedan, $1,400; Husky, $92 
Roadster, $1,700*; Skoda 2-d 


$955. 


Buffalo 
Dauphine—'57 4-dr., $930. 


Ebensburg, Pa. 


‘ST 4-dr., $700. 


$2,050, $1,575, $1,525. 
$1,786, $1,205, $1,050, 
$935. 


MG 


Hillman 
MG—'57 
$610 


Volkswagen—'55 2-dr., 


Renault — 





ALABAMA 





JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 








COLORADO © 











DENVER AUTO AUCTION 
(Denver's Oldest and Finest Auto Auction) 
4595 So. Santa Fe Littleton, Colo. 
Ph: SU 1-6673 — Ed. G. Smith 
Auction Every Friday at 12:00 Noon 


We Issue Auction Checks and Titles Are 
Guaranteed by Empire Auction Insurance 
: Agency 





CONNECTICUT 





NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our !2th year 
of continuous operation. 


Sale every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 


FLORIDA . 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues., 11 
A.M. Dealer-owned. Dealers only. 





Crossroads 


«+. where they meet... buyers 
and sellers . . . new and used car 


dealers. They meet at the dealer auc- 


tions of the nation . . . and on the 
pages of Aviomotive News. 


You will reach both groups through 
an ad in Automotive News. 





| 


| 
| 
| 
| 





SALE EVERY FRIDAY 


TRUCKS AT 11:00 A.M. 
CARS AT 12:30 P.M. 


Checks and Titles Guaranteed 


1! years—same location—Rte. 30, 
2 miles west of Rte. 4! 


UNion 5-2361 Chicago line: REgent 1-6181 





MICHIGAN 


APTCO 
AUTO AUCTION 


DETROIT'S 
Oldest, Largest and Very Best 


Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just /. mile from Detroit City Limits 


MELVINDALE, MICHIGAN 


INSURED CHECKS and TITLES 
PHONE: DUnkirk 3-0150 





Flint Auto Auction, Inc. 


FLINT, MICHIGAN 
Exclusively for Dealers 


“DUAL RING" 2 lines running simultane- 
ously. 


Conveniently located in the heart of the 
automobile world. 


Ten acres of completely fenced parking 
area. 


Always a fine selection of sharp cars. 
Friendly relations prevail at all times, 
Congenial auctioneers. 

Fair management. 


MICHIGAN'S FINEST SALE 
12:30 SALE EVERY WEDNESDAY rece 


M. D. McCollum, Vice-President and Mana 
3711 Western Road Phone CEdar ? 





MICHIGAN 


NEW YORK 








GRAND RAPIDS AUCTIONS, INC. 
On M2i—One Half Rw 4 west of Grandville, 


EVERY TUESDAY—CHECKS INSURED 
At 11:30 A.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. "Bill" Nagy 
“Michigan's Best" 
Phone: ARdmore 6-4720 





MISSISSIPPI 
JACKSON — Greater Jackson Auto| 


Auction, Wilmington St., Box 8468. 
Wed., 12:30. Check, Title Guarantee. 


MISSOURI 


KANSAS CITY—K. C. Auto Auction, 
1900 Truman Rd. Two big sales each 
Wed.-Fri. All models both days. 


ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


We Issve Our Checks and Insure Titles 
Owned and Operated by 
BILL McCRACKEN and 


ROY McMANAMA 
We Will Buy Your Used Cars 








NEW JERSEY 


CROSSROADS OF THE EAST 


i ee > 


WEDNESDAY, 11 A.M. 


NATIONAL AUTO 
DEALERS EXCHANGE 








Thruway Auto Auction, Inc. 
Rovte 188 Buffalo, New York 
EVERY TUESDAY 


insured Checks — Insured Titles 
Fast, Accurate Market Reports 


| Phone: HObart 4700 Al Clements, Owner 


| Flyin 


| 





Dealers — Land at Buffalo Air-Park, 
5 miles south of Buffalo Municipal Airport. 
Hard surface runway - Unicom Radio. Auction 
is only five minutes away. Call us, we'll 
pick you up. 





LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State. Check and 
Title Protection. (Wed.). 


NEW YORK CITY's 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 
GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David 8. Spielman 
John W. Becker 





NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


Dealer Auto Auction 


Albany 5, N. Y. 
Srey Monday — |! O'Clock 
80 car sale average 
All Titles and Checks Guaranteed 





NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 





CLASSIFIED WANT ADS 
BRING RESULTS 





| 10644 E. Marginal Way 





OHIO 





MONTPELIER AUTO AUCTION CC 
MONTPELIER, OHIO 
Sale Every Menday, 12:30 P.M. 
“WE NEVER miss” 


Your Good Will—Our Most Valuable Asse 
On U. S. Rowte 20A Phone 5-95 





PENNSYLVANIA 





MANHEIM 
AUTO AUCTION, INC. 
Manheim, Penn. 
On Route No, 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 


%& Dual Lane Selling 
%& Auction Checks 
%& Titles Guaranteed 


Issued 


Patronize the 


NATION'S LARGEST AUCTION 
Phone Manheim MOhawk 5-240! 





WASHINGTON 





SOUTH SEATTLE AUTO AUCTIO 


Seattle 88, Was 
Phone Mohawk 6490 


SALE EVERY WED. 11 A.M. 
“WE HAVE BUYERS!" 


“Take Home a Guaranteed Auction Checl 
Bill Johnsen Beb McConkey 





WEST VIRGINIA 
Wer wee Unie 
hla pea 


MID-ATLANTIC DEALER AUCTION Box 84 
HUNTINGTON, W. VA. 


an Minx, 


sky, $925. 
da 2-dr., 


NC. 


Turnpike 
.M, 


ONIN PRR ear GT TR re 





Make your lubritorium a Golden Invitation to new service sales 







a with LINCOLN 


on 


CEILING LUBREELS* 





| | 


- 


a 
| 
i 
©, 


% ‘Sen 


ms 


| oot 
i lo to merchandise your 


modern lube services! 







AIR OR SPRING- 
OPERATED 
; AUTOMATIC 

RETRACTING 


The best dealers choose the 
‘Lincoln Golden Standard” 


styling ... dramatic functional styling . . . attracts 
customer attention, inspires confidence in your 
service... makes your lube room a Golden In- 
vitation to new sales. 


efficiency . .. exclusive air-power actuation and 
smooth, uniform retraction help men do faster, 
... says WAYNE PATE ili neater, better work. 
Hedin, Luck & Caddick, Inc. ; 


Edsel Dealer i fi A dependability . .. maintenance is the lowest... 


Evansville, Indiene installation is simplicity itself. 


“Golden Standard Ceiling Lubreels give us a ‘golden’ measure of . , 
customer confidence. One look at our trim bank of Lincoln reels Call your Lincoln Sales and Service Wholesaler. 


and customers know we can give them the finest service available. He'll be happy to advise and assist you in plan- 
Also, our local Lincoln distributor has complete service facilities. ning all your lubritorium requirements. No obli- 
This combination of quality, styling, and service just can’t be beaten.” gation, of course. 


Lead with Lincoln 


"Trade Name Registered 


Be 
LINCOLN ENGINEERING COMPANY ¢« Division of The McNeil Machine & Engineering Co. , Linco/n 
Engineers and Manufacturers « AUTOMATIC LUBRICATING EQUIPMENT ¢ SAINT LOUIS 20, MISSOURI ~ 
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500° (ps); Phaeton, $1,365*; Medalist 


‘2 er Model Breakdown 





s ra hae * en station var -. $1,560* ; 
‘on sport coupe, $1,405* (ps). 
Used-Car Auction Prices || tarscnF.%.,| Of Auction Averages 
NASH—’52 Statesman 4-dr., $285*. June, 1958 4 _— 
OLDSMOBILE—’56 (98) Hardtop, $1,890*| Model To Date 1 
(ps); (88) Hardtop, $1,575*; coupe,| 1958 $2,580 $2,619 $2,646 
(Continued from Page 16) $1,490°. 1,612 1,652 
55 (88) coupe, $1,430°; 4-dr., $1,170. 1.164 1.152 
4-dr., $1,550° (ps), $1,375*; conv., $1,-| 56 Fireflite coupe, $1,585* (ps). * of) Super 4-dr., $1,000°; 2-dr., "390 "906 
295° (ps). DGE—’ * 7 
"85 Century’ coupe, $1.256° (ps); Super a | ae Super 2-ar., $220. 589 606 
coupe, $1,045* (ps). ST Royal (8) Hardtop, $2,060* (ps). "51 (98) 4-dr. . 
"64 RM coupe, $1,160° (ps). i“ 56 Royal is) couse, 5.200". -_ 50 2-dr., $185*. — oor 
"63 Special sedan, $505; coupe, $390*. ’5S Coronet coupe, $1,095*; Royal 4-dr., | PACKARD—'56 Clipper 4-dr., $1,030°. 174 182 





CADILLAC—’56 sedan de Ville, $2,515* 


(ps). 
"55 coupe de Ville, $2,225* (ps). 


"58 Impala (8) sport coupe, 
$2,680° (ps); Bel Air (8) sport coupe, 


"ST Bel Air (8) sport coupe, $1,990°, 
$1,930° (ps), $1,790°, $1,785*; Two- 
ten (8) 4-dr., station wagon, $1,950*, 
$1,880; 4-dr., $1,545*, $1,520°. 

"56 Nomad station wagon, §1,575*; Bel 
Air (8) sport coupe, $1,520*°; Hardtop, 
$1,445*; conv., $1,285; Two-ten (8) 
sedan, $1,405, §1,320°, $1,170; Two- 
ten (6) 2-dr., $1,205 


$1,025* (ps), $930*. 

"54 Royal coupe, $545*. 

FORD—’'57 Fairlane (8) 500 Victoria, $1,- 
995° (ps), $1,840°, $1,790°, $1,685°; 
4-dr., §1,775° (ps), $1,640*: Fairlane 
(8) 4-dr., $1,385°; 9 pass. Country 
Sedan, $1,945*; Ranch Wagon, $1,730*, 
$1,520; Custom 300 4-dr., $1,490*, §1,- 
485°. 

"56 9 pass. Country sedan, $1,655*; 6 
pass. station wagon, $1,470°; Fairlane 
(8) Victoria, $1,440*, $1,390°, $1,350, 
$1,320° (ps); Hardtop, $1,425*; Custom 
O) sedan, $1,060°, $1,025; Main 4-dr., 

15. 


’53 Clipper sedan, $320° (ps). 
PLYMOUTH—’57 Belvedere (8) coupe, $1,- 
850°, $1,790°; 4-dr., $1,425; Savoy (8) 
4-dr., $1,545°. 
"56 Belvedere (8) station wagon, $1,505*, 
$1,290°; Plaza 4-dr., $995, $990 $830. 
55 Plaza 4-dr., $895, $860, $840, $705. 
"53 coupe, $375°. 
"61 2-dr., $220. 
"49 conv., $145. 
PONTIAC—'57 Star Chief coupe, $1,945*; 
Chieftain 2-dr., $1,520*. 
"56 Chieftain 4-dr., $1,345°*; 
coupe, $1,295*. 
"55 Star Chief conv., $920° (ps); Chief- 


Overall 
Average...$ 965 $ 956 $ 969 








"50 Dodge %-ton pickup, $385. 
*48 Ford %-ton pickup, $600. 


JENISON, MICH. 


Grand Rapids Auctions. Sale every Tues- 
day. Prices are for sale of June 10. 


Consignment was light, but sales per- 
centage excellent and prices very strong. 


Star Chief 


55 Bel Air (8) 4-dr., $1,195*; Two-ten| ‘SS Fairlane (8) 4-dr., $1,145*, $1,075*;| ,_ t#im 4-dr., $705°. Bidding active throughout sale, Sold 99 

(8) 4-dr, station wagon, $1,265; 4-dr., Custom 4-dr., $845, $795. "54 Chieftain coupe, $805°. ears from 141 consignments. 

$920. "53 Custom 2-dr., §420, $410°, $395°, 50 2-dr., $125. BUICK—’57 Special conv., $2,135*; Rivi- 
"S64 Bel Air sport coupe, $930°; 4-dr., $300. RAMBLER — '55 station wagon, $1,230°, era 2-dr., $1,915* (ps); Century Rivi- 

$800*, $590. 'S1 Victoria, $310, $240°; 4-dr., $220,| ,, $1-225°. era 2-dr., $1,850°. 

"53 sedan, $585*, $585, $540. $195, $150. 51 _ station wagon, $295, $190; coupe, ’56 Century station wagon, $1,540* (ps); 
"52 4-dr., $225. '256 Roadster, $500. eTUbenARER ee . - 4-dr., $1,400°; Special se. 
"S51 coupe, $325*; station wagon, $300; pDson—’ as mmander station $1,505*, $1,450°; 4-dr., $1,355*, $1,- 
4-dr., $225°. aU iN—'S4 Super Jet sedan, $365. wagon, $1,100*. 350°; Riviera 2-dr., $1,330°; 2-dr., 
CHRYSLER —'5T NY Hardt gi ladeeiis en Eee 52 4-dr., $285°. $1,035*, $1,015* (ps). 

— op, $2, LINCOLN—'58 Premiere Landau, $4,500°| ‘51 4-dr. $170. 'SS RM Riviera 4-dr., $1,040* (ps); Su- 
5S “300° osu $1,445° (ps) (ps). MISCELLANEOUS—'58 Chevrolet custom- per Riviera 4-dr., $930° (ps); Special 
"51 NY 4-dr., $245° pe, ° ps). "S7 Premiere coupe, $2,795° (ps). ized pickup, $2,095. Riviera 2-dr., $865*; Century 4-dr., 

* . "54 Capri coupe, §985° (ps). "ST Chevrolet delivery, $1,280; Ford \%- $860*, $805° (ps) 


DeSOTO—'57 Fireflite 4-dr., $2,280° (ps).| MERCURY—'S6 Monterey sport coupe, $1,- ton pickup, $1,275. "S54 Super Riviera 2-dr., $720°, $715°*. 





3 GENERAL MOTORS ACCEPTAMCE CORPORATION 4 


= a 


TIME PAYMEN 


PLAN 





THE PLAN 
THAT TELLS YOUR TIME PROSPECTS T0 
FINANCE WHERE YOU BUY" 


Again this summer, GMAC’s national spot radio campaign 
gives helpful service to motorists every weekend 
with local traffic bulletins and tips on car care 
and safe driving. The car buyer is reminded 
to see his General Motors Dealer who uses 

the GMAC Plan. 









Sv TIME BUSINESS 
( IS PROFITABLE 


BUSINESS 








’53 Special Riviera 2-dr., $390*; 


a 


Super 
Riviera 4-dr., $270*. 

’51 Super Riviera 2-dr., $200*. 
CADILLAC—’53 (62) 4-dr., $635*. 
CHEVROLET—'58 Impala (8) conv. §2. 

475*; Biscayne 2-dr., $1,710*. 

"57 Two-ten (8) 4-dr., $1,415*°; 2-dr, 
$1,350°. 

"56 (8) station wagon, $1,300; Two-te, 
(8) 2-dr., $980, $850, $760. 

"55 Two-ten (8) 4-dr., $875*; 2-dr. 
$685*, $625; Bel Air (6) 4-dr., $730; 
2-dr., $730. 

"53 Bel Air 4-dr., $445*; Two-ten 2-dr, 
$450, $345. 

51 2-dr., $100. 

’54 Firedome 2-dr., $510* (ps). 
DODGE—’53 Suburban, $470. 
FORD — ‘58 Fairlane 500 4-dr., $2 240°; 


2-dr., $2,265°, $2,115°; Country sedan, 


$2,215°. 

"57 Country sedan, $1,830°, $1.645*; 
Fairlane 500 conv., $1,800°; Victoria 
2-dr., $1,790° (ps), $1,775°, $1,620*; 
Ranch Wagon, $1,635*; Custom 309 
2-dr., $1,295*; Custom (8) 2-dr., $1, 
150° 

56 Fairlane (8) 2-dr., $1,225*°; Victoria 


club coupe, $1,145*; (6) Ranch Wagon, 


$975 

55 Country sedan, $1,175° (ps); Cus- 
tom 8 2-dr., $800°; (6) ranch wagon, 
$895, $830. 

"54 Custom (8) club coupe, $650°; Cus 
tom (8) 4-dr., $530. 


'S3 4-dr., $400, $370, $325. 
"52 2-dr., $160. 
*35 Business coupe, $190. 
MEROCURY—’'56 Montclair club coupe, $1, 
165°. 
'55 Monterey 4-dr., $985°. 
"51 4-dr., $110. 
NASH—'56 Rambler station wagon, §$1,- 
250. 
OLDSMOBILE — ‘S57 (98) 4-dr., $2,025* 


(ps). 

'56 (88) Super Holiday 4-dr., $1,460*; 
(88) Holiday coupe, $1,275°; 4-dr., 
$1,225°. 

"55 (98) Holiday coupe, $1,270*° 
4-dr., $1,085° (ps), $925°; 
dr., $1,035°. 

"63 (88) 4-dr., $310. 

PLYMOUTH—’'57 Belvedere 4-dr., 

"56 conv., $1,000. 

"SS Belvedere 4-dr., $870°. 

"S54 Belvedere 4-dr.. $435. 

'S3 Suburban, $425; 4-dr., $250. 

PONTIAC—'S6 Star Chief Catalina 4-dr., 
$1,310° (ps). 

*55 Chieftain (8) club coupe, $975°. 

"54 Star Chief 4-dr., $345°. 

"53 Chieftain Catalina, $255°. 

"52 4-dr., $175. 

RAMBLER—'56 Rambler 
$1,250 

| *°S2 Rambler 2-dr., $220°. 
STU DEBAKER—'56 Sky Hawk club coupe, 
| $925°. 


| BUFFALO 


Thruway Auto Auction. Sale every Tues- 
day. Prices are for sale of June 10. 

Seid 60 cars out of S81 consignments. 
BUICK—'5S6 Special 2-dr., $1,400°. 
CADILLAC—'56 (62) coupe, $2,400*° 
CHEVROLET—'56 Bel Air (6) 4-dr., 

135°; One-fifty (6) station 

$875. 

"55 Bel Air (6) 

4-dr., $680° 

"S4 Bel Air 4-dr., 
$550, $530; Delray 2-dr., $380. 

"53 Two-ten station wagon, $450°; 2- 
dr., $425, $305; 4-dr.. $395, $365°; 
One-fifty 2-dr., $235. 

DODGE—'53 Coronet 4-dr., $250. 

"S52 Wayfarer coupe, $205; Coronet 4-dr., 

$180; Hardtop, $120. 

#ORD—'57 Custom (6) 4-dr., $900°. 

"56 Custom (6) 4-dr., $885°; 2-dr., $825. 

"55 Fairlane Victoria Hardtop, $905*; 
4-dr. Town sedan, $770; Ranch Wag- 
on station wagon, $725*; Custom 2-dr., 
$665. 

| "S4 Skyliner Hardtop, $775*; 
| dr., $460, $340. 
| *°S3 Ranch Wagon station wagon, $470; 

Fairlane Victoria Hardtop, $420°; 
Crest Hardtop, $350°; Custom 2-dr., 

$215 
MERCURY—'S7 Monterey 4-dr., 
OLDSMOBILE—'57 Super (88) 4-dr., 

800° (ps), $1,625°. 

"55 Super (88) sedan. $1,110* 

"53 conv., $575° 
PACKARD —'53 4-dr., $100. 
PLYMOUTH "56 Belvedere 

785° 

"S55 Savoy 2-dr., $600°; 
$540°; Plaza 4-dr., $475. 

"54 Belvedere conv., $540* 

"53 Suburban station wagon, $410. 


(ps); 
Super 4 


$1,490°, 


station wagon, 


(ps). 
$1,- 
wagon, 
$780; Two-ten (6) 


2-dr., 


$590; Two-ten 2-dr., 


Custom 2- 


$1,700°. 
$1,- 


(ps). 


(6) 2-dr., 


Savoy 4-dr., 


PONTIAC—'57 Star Chief sedan, $1,830° 
‘ps? 
"56 Star Chief conv., $1,325° (ps). 


"55 Star Chief sedan, $985*, $950°. 

"52 Chieftain 2-dr., $205°. 
RAMBLER—'SS Super 4-dr., $1,935°. 

"55 4-dr.. $675. 

"53 Hardtop, $425°, $400. 


EBENSBURG, PA. 


Ebensburg Auto Auction. Sale every 
Thursday. Prices are for sale of June 12. 
Sharp cars were bringing retail, Plenty 
of takers for all units with '55 and '5é 
models remaining most popular. Sold 81 
cars from 102 consignments. 
BUICK—'52 RM 4-dr., $185*; Super conv., 
$110* 

"51 Special sedan, $110. 

"50 sedan, $105* 
| CADILLAC—'55 (62) 

725* (ps). 

"50 sedan, $410*, $210*. 

"49 4-dr.. $140°. 

| CHEVROLET—'58 (8) station wagon, $2,- 
305° 

"57 Two-ten (8) 2-dr., $1,540*. 

"56 Two-ten station wagon, $1,250; 4- 
dr., $1,125*, $1,050; Bel Air (6) sedan, 
$890*. 

"55 Two-ten 4-dr.. $850 

"53 Bel Air 2-dr.. $475*, 
sedan, $420. 

"52 2-dr., $210. 

"51 4-dr., $210. 
CHRYSLER—'52 Windsor 4-dr.. $320*. 
DeSOTO——’53 Firedome 4-dr., $395*. 
DODGE—’57 Royal (8) 4-dr., $1,650*, $1,- 

600*. 

*53 Coronet 2-dr., $230. 

"51 Meadowbrook sedan, $155, $100* 
FORD—’'58 Custom (8) 300 2-dr., $1,800*; 
Custom (6) 300 4-dr.. $1,750. 
"57 Custom (8) 300 4-dr., $1,450*, 

295*; Fairlane (8) 4-dr., $1,440*. 


coupe de Ville, $1,- 


$395; Two-ten 





$1,- 


"56 Custom (8) station wagon, $1,220; 
sedan, $950, $910*; Victoria, $895* 
(ps). 

"55 Fairlane (8) Town sedan, $875; 
Custom (8) sedan, $695. 

"54 station wagon, $715* (ps), $700*; 


Crest conv., $540; Custom sedan, $380. 
"53 Crest coupe, $365*; Custom 4-dr., 


(Continued on Page 19, Col, 1) 
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Super 56 Bel Air (8) station wagon, $1,550*,| °55 Monterey 4-dr., $680*. 175* (ps), $4,165* (ps); 4-dr., $4,180* 
$1,550* (ps); 2-dr., $1,200*; Two-ten ’54 Monterey conv., $750*; sedan, $590; (ps). 

e e (6) 2-dr., $830; One-fifty (6) 4-dr., Custom 4-dr., $400*. ’57 Eldorado Seville, $4,175* (ps); (62) 

$1,100*. *53 Custom 4-dr., $370. coupe de Ville, 3 at $3,680* (ps); 

%- se - aor uc ion rices ’55 Two-ten (6) station wagon, $1,130*, | OLDSMOBILE—’56 (98) Holiday, $1,600* conv., $3,565* (ps); coupe, 2 at $3,455* 
° $950; sedan, $700, $600*; Bel Air (6) (ps), $1,500* (ps); (88) Super 4-dr., (ps). 

2-dr., coupe, $1,030*, $875*; sedan, $1,000, $1,400* (ps); (88) 4-dr., $1,200*. } wea ee 4-dr., $2,735* (ps); (6) 2-dr., 

$1,000*; One-fifty station wagon, $770. ’55 (98) Holiday, $1,325* (ps); (88) ,695* (ps). 

—_ (Continued from Page 18) ’54 Bel Air sedan, $610, $585, $500*; Holiday, $1,100* (ps), $1,025*; 2-dr., ’55 (62) coupe de Ville, Se tess 

Two-ten sedan, $635, $610, $530; sta- $920*. (ps); 4-dr., $1,845* (ps), ° (ps). 

aan. tion wagon, $670; One-fifty 2-dr., $470 54 (98) Holida * : , * : 4- i. 

° . ; , ; *y . y, $1,040 (ps); (88) 54 (62) coupe, $1,850* (ps); 4-dr., $1, 
$730; $390°, $325. - roend Chieftain 2-dr., $690; 4-dr., °53 Bel Air coupe, $550*; sedan, $525* Super 4-dr., $880*; (88) 4-dr., $775*. 770* (ps). 
2dr "52 Vigeer'e. ts 6180 om Ghinttein 4-dr., $345° (ps), $440; Two-ten station wagon, | PLYMOUTH —'56 Belvedere (6) sport| °53 (62) coupe de Ville, $840* (ps), 

F cee 00 ; RAMBLER —’56 Rambler 4-d * $400; 2-dr., $380; One-fifty station coupe, $1,200*; Plaza (6) 2-dr., $760; | CHEVROLET—’58 Brookwood station 

Se CURY a Monterey Sun Valley " $705* i ambler 4-dr., $790*, wagon, $380; 4-dr., $370. | Savoy (6) 4-dr., $720. wagon, $2,450*; Bel Air (8) 4-dr., $2- 
cae " ? ‘4 , ’ *. 7 . 
Ds). ME €206* STUDEBAKER—’57 Skyhawk 2-dr., $1,- CHRYSLER—’56 Windsor sport coupe, $1,- 55 Belvedere (8) sport coupe, $1,000 $ 275*, 4 at $2,250* (ps); Biscayne (8) 
3 , , . 25° 110* ; : 565°. Savoy (8) 4-dr., $830*, $575; Plaza 4-dr., $2,050*; Delray (6) 4-dr., $1,- 
240°; a2 Saenenoer Taratos, 220°. - MISCELLANEOUS — ’55 Chevrolet i-ton| "54 NY 4-dr., $650* (ps). (8) 4-dr., $690. 895. 
edan, DSMOBILE—'56 (88) Holiday, $1,255* stake, $455 DeSOTO—'53 Custom 2-dr., $295°. St Belvedere é-dr., S015. ae Ae ©) oe eee, ae 
Peae — Holiday ease oliday, , . , ° DODGE—’55 Royal 4-dr., $970* "53 sedan, $400, $280; coupe, $300*. (ps); 2-dr. Hardtop, $1,825*, $1,810* 
: . i . , Py ° *. 

: 3 iday, $855*. 54 Royal 4-dr., $840*, $730* (ps), $560* | PONTIAC—'56 Chieftain 2-dr., $965*. (ps), $1,790*, $1,750*, $1,645*; Two- 
Song | PLYMOL "ai. dese Gh coe @ ALBANY (oe), ee we), 9 '55 Safari station wagon, $1,100* (ps); ten (8) 2-dr., $1,650*, $1,435*, $1,375, 
620°; anes $925. eee Paar Tim Anspach Dealer’s Auction. Sale| ‘53 Coronet station wagon, $280*; conv.,| ,_ Chieftain sedan, $725, $650. $1,250, $1,235; station wagon, $1,750; 

300 155 Plaza (6) 4-dr.. $630 every Monday. Prices are for sale of $275*. | _ *54 Chieftain coupe, $630*. One-fifty (6) 2-dr., $1,235. 
$1, — Cambridge 4.dr., $120; 2-dr.. $210. | June 9. FORD—'57 Country sedan, $1,660*; Fate | Gas, Oar station wagon, $720. "56 Bel Air CO) soem, $1,335°; Tween 
ry - ns oan lane (8) 500 4-dr., $1,585* (ps); Cus-| ‘ -dr., $575*. (8) -dr., 125; ne-fifty station 
tents 51 station wagon, $385; sedan, $120. | Over 200 nice cars passed through the tom (8) 300 2-dr % 050 - STUDEBAKER—’57 Champion 4-dr., $1,- wagon, $1,225; sedan, $810. 
50 4-dr., $120. auction here today with used-car prices 56 (8) Country sedan, $1,350°, $1,325°; | 050°. 55 Bel Air (8) 4-dr., $1,140*, $1,025*, 
ee So , 5 2000, | eee ae ee ee. SUNS EUS CanS Custom (8) Victoria, $1,300*; sedan, |__’55 Champion coupe, $790*. $950* (ps), $825; Two-ten station 
Cus- oy 56 Chieftain sedan, $1, ° saute vas dade tae me $1,000*, $880; Fairlane (8) — i Ford %-ton pickup, by $1,075*; sedan, $765; Delray, 
agon, ie: aude. - —'58 Special Riviera, $2, (ps). $1,020*; 4-dr., $1,010*. 830°. ,070*, 
Cup = meet se0e°. = cee “ani = $1400 oni on ’55 Thunderbird, $1,850* (ps); Fairlane LITTLETON. COLO 54 sedan, $790, $640. 
a etaenen 90 = Sentury viera, , ps); 4-dr., (8) Crown Victoria, $1,010*; Town) , b | CHRYSLER—’57 NY 2-dr., $2,525* (ps); 
—— Ranchero, | $1,450° (ps); Special 4-dr., $1,050*; sedan, $910*; club sedan, $785; 4-dr., ss Windsor sedan, $1,785*. 
__ $1,325. j “en _ 2-dr., $785. $890*, $760, $720; Custom conv., $960; |, Colorado Auto Auction, Inc. Sale every! +55 Windsor 2-dr., $1,095* (ps). 
55 Chevrolet %-ton pickup, $850. ’55 Century Riviera, $1,100*; Super sedan, $800, $720, $550*: Country | Monday. Prices are for sale of June 9. °54 NY 4-dr., $810* (ps), $805* (ps). 
2 oe ee oe, Riviera, $1,070* (ps); Special 2-dr., sedan, $840. — : 7 | ‘This sale was the most active sale of OTo—'57 F “dr. $1,876° 
$1, 50 Ford %-ton stake, $350. $1,000*, $930* ‘54 Country Squire, §960*: Crest a) | the year. Sold 82 pe sf te Ge Des zr 57 Fireflite Oe seas = _ 
ie ‘ ‘ c : , ; 8 | bes reen e ’55 Firedome sedan, $1,250*; Hardtop, 
"54 Special 2-dr., $460. Victoria, $725*, $575: sedan, $610*;| Signment. $1,175* ° 
FLINT, MICH | 53 Super Riviera, $410*. Custom sedan, $470; Main 2-dr., $430. | BUICK—'’58 RM 4-dr., $3,730* ( om 
9? abe > : , ; 8 ’ *| =» $3, fs ps). ODGE—’57 Royal (8) 2-dr. Hardtop, $2,- 
Auto Auction, Inc. Sale every Wed-| CADILLAC—"’57 (62) conv., $3,575° (ps); | °53 Custom (8) sedan, $530*, $430°,| '57 Special 4-dr. Riviera, $1,790°. ” 255° (ps): Genenee Ga Saas st'ens* 
= At men ‘Prices ‘are for ‘sale of June 11th se (ea; ar ml onan neon $400*, 2 at $390*, $285*; Custom | "56 Century station wagon, $1,575* (ps); | $1,620* Tt ae * : “ 
, ain : : "56 (62) sedan de e, $2,650° (ps), sedan, $450, $360*. Special 4-dr. Riviera, $1,240* (ps);| +52 Goronet (8) 2- 5 $305° 
eal Prices showed no signs of weakening __ $2,600* (ps). LINCOLN — ‘56 Premiere 4-dr., $1,650* | Super 2-dr. Riviera, $1,185* (ps). | com a Seema Os roa ” aint 

. and sales were brisk, Short supply and 54 (60) 4-dr., $1,470*, $1,360. (ps), $1,500* (ps). | °54 Century 4-dr., $820*. Country sedan, $2,425 (ps), $2,320: 
se good demand seems to be the trend. | CHEVROLET—'57 Bel Air (8) 4-dr., $1,-| MERCURY — °57 Montclair 4-dr., $1,790*| °53 RM conv., $565* (ps). ; y sedan, $2, ps), $2,320; 
= Mesa SS Ses | oe (ps). CADILLAC—'58 (62) sedan de Ville, $4,- | (Continued on Page 24, Col. 1) 

BUICK—’'57 station wagon, $2,210° (ps); 
(ps); . ° ? . . | 
° Century conv., $2,130 (ps); Special 
ir 7 ’ 
conv., $2,100° (ps). 
‘56 station wagon, $1,585*; RM Riviera 
490° 2-dr., $1,445* (ps); Super Riviera 2- 

7 dr., $1,350° (ps); Special conv., $1,- 
305*; Hardtop 4-dr., $1,235°; Riviera 
2-dr.. $1,200*°; 4-dr., $1,105°; Century 
Hardtop 4-dr., $1,290° (ps). 

dt '55 RM 2-dr., $1,070* (ps); Special Hard- 
— top 4-dr., $1,090*; Riviera 2-dr., $905*; 
2-dr., $750*, $575; Super Riviera 2-dr., 
$1,085* (ps), $1,050° (ps), $850° (ps); 
4-dr., $745° (ps). 
‘S54 Super Riviera 2-dr., $640°; Century 
e Riviera 2-dr., $630°*; conv., $550 (ps); 
—_ Special Riviera 2-dr., $615; 4-dr., 
$475; 2-dr., $465*; RM Riviera 2-dr., 

yupe $475 (ps). 

‘53 Super conv., $330° (ps); Riviera 
2-dr., $325°; 4-dr., $300°; Special 
2-dr., $300. 

"52 Super 4-dr., $375°. 
7 '51 Special 2-dr., $150. 
ues | cCADILLAC—'57 (62) coupe de Ville, $3,- 
nts. 440° (ps). | 
"56 (62) conv., $2.575° (ps). j 
ps) "54 (62) 4-dr., $1,100° (ps). 
$1. '37 4-dr., $400 
CHEVROLET—'58 Impala conv., $2,510°; | 
— Bel Air (8) 2-dr., $2,030°; Biscayne 
(6) (8) 2-dr., $2,015°. a 
‘ST Two-ten (8) station wagon, $1,800°, | th I t il 
i. $1,715*, $1.700*, $1,650*; Sport coupe, | e arges se ing 


$1.490°; 2-dr., $1,470°; Two-ten i) 
2- 2-dr., $1,395, $1,115. 
‘56 Bel Air (8) 4-dr., $1,325° (ps), $1,-/ 


motorscooter 








150; Two-ten (8) 2-dr., $1,010°; Two-| 
ten (6) 2-dr., $985*, $950°; One-fifty | 
dr (8) 2-dr., $910°, $850. ae ° i 
- ‘55 Bel Air (8) station wagon, ; ° 
fond: club coupe, $950; 4-dr., $820° | in the world! 
225 (ps); Bel Air (6) 4-dr., $885, $775*,| 
05°: 735: 2-dr., $600°; Two-ten (8) Delray, | 
Vag- $915", $810*, $735, $700; club coupe, | 
dr $865*; 2-dr.. $710; Two-ten (6) station | 
™ wagon, $875*; 4-dr., 2 at $675; One- 
fifty (6) 2-dr., $590. 
> "4 Bel Air station wagon, gg od 
470: coupe, $605*; Two-ten 2-dr., °3 1 . . 
one: Delray, $470°. | ¥ ¢ 
07; |g Peake o-ar., $290; Bel Air 2-dr.,| Cash in on the rock-solid trend towards economic 
noe, | "52 SL Delixe Bel Air, $305; 4-ar.,| transportation. Sell and service the complete line 
$1,- eee”; Gis Gpectal <-de., GENS; Dee.. of VESPA motor scooters and commercial three- 
a Sar eee ee, wheelers. Offer a wide range of models priced within 
CHRYSLER—'55 NY 4-dr., $750° (ps). , ’ ° ° 
ac, | DesOTO "57 Pireaome 4-dr., $1,750", $1,- everyones reach. VESPA’s sales producing prices 
. 720° * 
ae, | BODGE—'S1 Coronet 4-dr., $1,805° (ps); are scaled to offer your customer much more for 
. 2-dr., $1,465°. ; ‘ ‘ ‘ 
'56 Coronet Hardtop 4-dr., $1,235°; 4- less, guaranteeing you the widest possible margin 
dr., $775. $700; Custom Royal club of profit 
30° __ Sedan, $775°. " P , - z 
Stee Devel Cae. ee, ort; Join the present network of Vespa Distributors and 
Cc t 4-dr.. $165°. ? ‘ ® ’ ° 
pon tan Dauiias 00 Victoria, $2,205°, Dealers already profiting from VESPA’s million 
$2,190*; Country sedan, $2,000. | {sj ; iCi 
‘of Pulriane Hardtop 4dr. 61,8000 (ps): dollar advertising, promotion and publicity cam- 
conv., ,800° (ps); ctoria, . ad ‘ ° 
oar., Se” fon: Vnee, 8 | paigns. You will benefit from VESPA’s command- 
if ba a a eee en! ing sales lead, your own exclusive territory, vigorous 
‘ 2-dr., $1,025*; Cust (6) 2-dr., $825; i i<j ‘ 
ey oo, Ge": Gam 5 zie.” ‘srs, | cooperative advertising, mechanics schools, a com- 
r $750*: Commercial 2-dr., $ L ‘ : ° ° * : 
ty ‘35. "Country sedan, $1,118", $1108 plete program designed with sales in mind. Definitely 
$1,000; Fairlane (8) conv., $1,050*, i ‘ ? 
8 ay Rg the prestige scooter in the booming motor scooter 
nV, Sn ae es See market. You will sell the best when you sell VESPA. 
54 Custom (8) 2-dr., $565; 4-dr., $490, : . . : 
Ln 2 2e. neh: ote, peee Interested parties may obtain further information 
., $350. | 
1,- SS (ingen by writing the Sales Manager. 
(8) 4-dr., $355°*; Custom (6) 4-dr., 
$340°, 
HUDSON—’56 (6) Wasp sedan, $930". 
52,- 54 (6) Hornet 4-dr., $235*. 
LINCOLN—’57 Premiere club coupe, $2,- 
775* (ps). 
4- MERCURY—’57 Turnpike Cruiser, $2,275* 
an, (ps); Montclair 4-dr., $1,790*; conv., 
$1,660*; Monterey 4-dr., $1,675*, $1,- 
635°. 
ten "56 Monterey club coupe, $1,165°*. 


"55 Monterey 4-dr., $865* (ps), $750* 
"54 Custom 4-dr., $475*. 
*53 Custom 4-dr., $305. 
OLDSMOBILE—’57 (88) 4-dr. Holiday, 
$2,310* (ps); 4-dr., $1,900*. 
51,- "56 (98) club coupe Holiday, $1,575* 
(ps); 4-dr., $1,375* (ps); (88) Super 
club coupe Holiday, $1,475* (ps); 4- 
, dr. Holiday, $1,365* (ps). 
0*; "55 (88) club coupe Holiday, $1,080*, 





$990* (ps). 
51,- "54 (88) Super Holiday, $775*. 





*53 (88) 2-dr., $325. 
20; PACKARD—’'53 Clipper 4-dr., $205. 
95° PLYMOUTH —’'56 Custom (8) Suburban, 
$1,235*; Savoy (6) 4-dr., $885*. 


... the only way of saying motor scooter 


75; °55 Plaza (6) Suburban, $785; Belve- 
dere (8) club coupe, $710; conv., 

0*; $700*; Savoy (6) 4-dr., $560. 

80. ’54 Savoy 4-dr., $345. 

ir., *53 Cranbrook 4-dr., $270. 


PONTIAC—’56 Chieftain Catalina, $1,100*. 


Se en Sees, See. ee VESPA DISTRIBUTING CORP. * 3 EAST 54th STREET * NEW YORK 22, N. Y. 









A Partnership in learning...the 


“In 1947 at our dealers’ request—we established the Ford Merchandising School. Its 






































purpose was to provide an informative and stimulating exchange between dealers’ sons 


and employees and Company management. 


“In these eleven years it has proved so successful that—at the Ford Dealer Council’s 
request —the School has greatly expanded its curriculum and services. Today, in addition 
to the original course held for Dealers’ Sons and Employees, there are Dealer Seminars 


—Ford Field Managers Courses—and annual regional meetings of graduates. 


Dealers’ Sons and Employees Courses 
— Each class is a carefully selected group 
of dealers’ sons and dealer-recommended 
employees (like these talking to Walter 
J. Cooper) who are ready for advanced 
training in effective and profitable 
dealership operation and management. 
The course covers every important 
phase of dealership operation from basic 
financial statements to market analysis, 
planning and merchandising cars, trucks, 
parts and service labor. 

Division plans and policies, proved 
methods and new procedures, are pre- 
sented clearly and concisely by Division 
management. Active student participa- 
tion is encouraged in every subject. 
Panel discussions led by Ford Dealers 
with outstanding records of success in 
management provide a stimulating ex- 
change of ideas and techniques. 





Dealer Seminars—provide a meeting 
place for the exchange of money-making 
ideas, experiences, new techniques and 
methods. Old-timers and newcomers 
hear presentations from Division man- 
agement and discuss every phase of 
dealership operation. 

For the established dealer the Seminar 
is a refresher that provides a new out- 
look for his dealership operation. For the 
new dealer it is a gold mine of informa- 
tion. Meeting with 40 to 50 Ford dealers 
from all sections of the country and with 
Division management he acquires a 
fund of knowledge and experience to 
use when he returns to his dealership. 





FAMILY OF FINE CARS CLEARINGHOUSE . NO. 88 OF A SERIES 





rd Merchandising School 


l. Its} “To date 93 classes have assembled and graduated over 4,300 alumni from the ‘auto- 
sons} motive alma mater.’ Does this investment in the future pay off? An overwhelming 
majority of the graduates say it does. And they are right. Today over 63% of all Ford 
2 Merchandising School graduates are either Ford dealers, general managers, sales man- 
a agers, or department managers. We think it’s quite a record!” 
ition 


inars A ©. UW 44g bee 


Vice President, Ford Motor Company 
General Manager, Ford Division 





Field Managers Courses—give the co- 
ordinator between dealer and Division 
an informative Study and review of the 
present and future dealer-management 
picture. He thoroughly covers topics 
such as Business Management — Market- 
ing and Distribution—New and Used 
Car Merchandising—Parts and Serv- 


. 
p 
% 
: , 
4 ice Sales—Fleet Sales and Leasing— 


I 


A 
| 


fe 
eh 


Personnel Procedures. Each subject is 
personally presented by a Division 
department head or his assistant provid- 
ing the latest word on vital issues. 

There is plenty of opportunity for 
panel discussions both with his fellow 
field managers and with the Division 
instructors. From these intensive ses- 
sions he learns new and advanced ap- 
proaches to better understanding and 
effective, profitable dealership operation. 
When he returns to his district he puts 
them to work for you at once. 


Alumni Reunions — Merchandising 
School graduates elect their own officers 
for each sales region. They designate the 
time and place for their regional reunion. 
The wives receive an extra special invi- 
tation to join the gathering. 

They approve, too... they appreciate 
being in on the inside business story. 
Panel discussions and presentations by 
both dealer graduates and Ford manage- 
ment executives add to the fund of 
usable knowledge. Social activities are 
planned for fishing, boating, golfing . . . 
whatever the natural terrain has to offer. 
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STORAGE RACKS—A selfstanding rack, 
consisting of two basic elements—pre- 
assembled structural steel end frames, 
and horizontal runners—hos been an- 
nounced by Chicago Tramrail Corp., 1324 


S. Kostner, Chicago, Ill. No bolts, nuts, 
pins, or other fasteners ore required to 
erect the new ‘‘Fas-lok” racks, it is said. 


Racks can be assembled into unlimited 
combinations of height, length and shelf 
openings to accommodate virtually any 
type of material, it is claimed. 

* 





MOTOR DETERGENT—Quoaker State Oil 
Refining Corp., Oil City, Pa., has intro- 
duced an all-purpose motor detergent, 
Quaker State, SDA. According to the 
company, the motor detergent has been 
specially designed to provide five-point 
protection in cor engines when added to 
the crankcase oil. This includes protection 
ageinst rusting and corrosion of vital 
engine surfaces, and marked improvement 
of valve and piston ring action, it is 
said. 





FLOOR MAINTAINER—A battery- 
operated, self propelled floor maintainer 
has been introduced by Clarke Sanding 
Machine Co., E. Clay Ave., Muskegon, 
Mich. The unit, designated the model 
PS-208P ClarkeAmatic floor maintainer, is 
designed for small, medium and large 
floor area maintenance and is reported 
fo reduce costs drastically by cleaning 
and polishing five to 15 times faster than 
ordinary hand procedure. By simple push- 
button and lever control, it automatically 
propels itself and meters solution to the 
brush, scrubs ond dries—all in a single 
pass, it is said. It has a forward speed 
of 155 lineal feet per minute and has a 
20-inch diameter brush. 


Grote Lamps Combine Tail, 
Stop Lights and Turn-Signal 


Grote Mfg. Co., 500 Lafayette 
Ave., Bellevue, Ky., is marketing a 
series of combination stop, tail and 
turn-signal lamps which reportedly 
give full lighting protecting regard- 
less of the weather. 


The lamp body is 3-15/16 inches 
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in diameter, is made of heavy 
gauge, rust-resisting steel, and is 
finished in baked enamel, Grote 
said. The stainless-steel lens door is 
4% inches in diameter and single- 
screw fastening permits easy bulb 
replacement, the firm added. 


* 


> 
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FENDER SECTIONS—A solution to prac- 
tically any 1953-1954 Dodge rear fender 
repair job is said to be provided with 
fender sections produced by Schofield 
Mfg. Co., 1140 E. 222nd St., Cleveland 
17, O. These precision die-formed fender 
sections, according to the monvufacturer, 
ore those portions most frequently dam- 
aged by collision or rusting ovt. Fender 
sections, available in lefts and rights, are: 
P-366L Dodge lower front section of two- 
door rear fender; P-367L Dodge lower 
center section of rear fender, all models, 








and P-368L Dodge lower rear section of 

rear fender, all models. Fender sections 

ore also available for 1955-56 Fords. 
> 











MANIFOLDS—Six carburetor manifolds 


for all Cadillac, Oldsmobile and Buick 
V-8 engines has been added to Pace- 
setter line by Offenhauser Equipment 


Corp., 5156 Alhambra Ave., Los Angeles 
32, Calif. 





SPECTACLES Two-Tone S-7 
spectacies in black or brown with crystol 
cleor plastic have been marketed by 
U. S. Safety Service Co., 1535 Walnut St., 
Kansas City 8, Mo. Available with match- 
ing color spatula or comfort cable temples. 
Also available with sideshields which 
attach permanently to the temples to per- 
mit folding flat. Four eye sizes and five 
bridge sizes with fixed or adjustable nose 


pads. 





PORTABLE AIR COOLER — A compact 
evaporative air cooler for avitomobiles 


| has been announced by Wright Mfg. Co., 


REAR VIEW MIRROR — A rear view 
mirror with plexiglas acrylic plastic re- 
flector on its back, facing approaching 
cors, hos been introduced by Arrow 
Safety Device Co., Mount Holly, N. J. 
|Called the “Crown Jewel,” the unit is 
said to provide front-end safety for cars 
when porked or in event of headlight 
failure while in operation. Headlights of 
| approaching cars light up the reflector 
lenses and signol the presence and/| 
width of the parked or favuity-headlight | 
car, it is claimed. | 





WELDING ELECTRODE —A high-speed 
welding electrode, especially practical as 
a low-cost build-up deposit and/or under- 
lay for specialized hard facings, has 
been introduced by Marquette Mfg. Co., 





| Inc., 307 E. Hennepin Ave., Minneapolis 
| 14, Minn. The No. 175 Bild-Up-Rod is a 
| medium carbon, low alloy electrode with 
powdered metal coating. It is ‘“‘self-starting 
| and restarting” and can be applied by 
| the “drag” technique or by using a “free™ 
arc. Its hardness ranges from Rockwell 
“C" 32-45 in “‘as welded" condition to 
Rockwell “C" 56 after work hardening. 
Annealing can reduce the hardness to 
Brinell 153 for machining. In addition, No. 
175 can be heat treated, air hardened 
and forged. 


2902 W. Thomas Rd., Phoenix, Ariz. The 
unit is said to provide cool filtered air 
simply by plugging it into a cigorette 
lighter. Features are said to include di- 
rectional airflow control, choice of either 


six or 12-volt model, and easy removal | 


for use in motel, office or home. An 
accessory transformer is available to con- 
vert DC current auto coolers for use on 


household 110-115 AC current. 
. 2 - = 





OIL SEAL TOOLS—Avtocrafts Products 
Co., 866 Kaynyne St., Redwood City, 
Calif., has introduced a tool kit for 
gauging and installing front wheel oil 
seals. The kit is said to provide five 
double heads, 10 sizes in all. Each side 
of the head can be used for gauging and 
installing oil seals. The driver is of the 
plug-in type. The head consists of metal 
cores covered by a high impact resistant 
plastic skin. Used oil seals can be tested 
for wear and compared with new ones 
by inserting the gauge part of the head 
which approximates the size of the rid- 
ing surface of the oil seal. 

a. 


Plymouth Colors Added 
To Arco’s Enamel Line 


The Automotive Refinish division, 
Arco Co., 7301 Bessemer Ave., 


| Cleveland 17, ‘O., announced the 


safety 


Arco 45 enamel color line has been 
| expanded to include 1958 Plymouth, 
Dodge, DeSoto and Chrysler colors. 

Arco 45 combines the speed and 
richness of lacquer with the dura- 
bility and color-depth of a baked 
enamel finish, Arco said, and will 
air-dry in 45 minutes for exposure 
to any kind of weather. 

* * > 


TIRE BUFFER — Automatic Vulcanizers 
| Corp., 16 Hudson St., New York 5, N. Y., 
| has announced distribution of an electric 
| tire buffer designed especially for tube- 
less tire repair. The buffer fits in the palm 
of the hand, is just over six inches in 
length, and its 540 r.p.m. rating prevents 
oe and scorching of rubber, it 





is 
claimed. 





TACHOMETER—An ignition-actuated uni- 


i 
| versal tachometer utilizing transistors for | 
| *-Pm. measurement on any gasoline en- | 


| gine has been announced by Fox Valley 
Instrument Co., Highway 27, Cheboygan, 
Mich. Operated by electro-static induction 
and powered by four flashlight botteries, 
the unit, Model 212, requires no electrical 
connections and responds accurately to 
engine speed whenever the single test 
lead is held in the vicinity of the ignition 
wiring, it is said. The instrument has mul- 
tiple ranges for engine speeds as high 
es 9,000 r.p.m. and is calibrated for use 
on two-cycle engines having one, two, 
three, four or six cylinders and for four- 
cycle engines with one, two, four, 
eight or twelve cylinders. The 3'-pound 
portable unit, which measures 8 by 5 by 
3% inches, has rubber feet for resting 

on the fender of the car. 
* 





SERVICE SIGNS—A baked enamel sign 
is available to service stations, automotive 
dealers and repair shops featuring the 
Vis-U-All Auto Radio Service Merchan- 
diser, The sign is available through elec- 
tronic service dealers handling the radio- 
TV tube testing equipment produced by 
Vis-U-All Products Co., 303 Fuller Ave. 
N. E., Grand Rapids, Mich. The 20 x 26- 
inch sign, in red, black and white, desig- 
nates the service station or automotive 
shop as a service depot for auto radio 
tube testing. It can be used as a wall 
or window sign and is also available with 
a leg stand for use on sidewalk or curb, 
| it is said. 








| BAROMETER-ALTIMETER — An automo. 

bile instrument that, with a single mech. 

anism, gives barometric pressure readings 

for weather forecasting while telling the 

motorist the altitude of the hill or moun. 

tain over which he's travelling, has been 
introduced by the Taylor Instrument Com. 
panies, 95 Ames St., Rochester, N. Y. The 
| dial of the instrument, called a Forecaster. 
| Altimeter, gives elevation changes as they 
occur, mile by mile. A borometric pressure 
| scale on rear periphery provides a means 
for anticipating weather changes 12 to 24 

hours in advance, it is claimed. 
| * * * 








ENGINE ANALYZER — Production has 
| begun on the ASA-120, low-cost avtomo- 
tive testing equipment. Designed and 
manufactured by the Alland-Amonn Corp., 
Freeport, N. Y., the automotive onoalyzer 
is said to combine five individual pieces 
of testing equipment into o single, com- 


pact, portable, ‘“wotch-like” precision unit. 
Measuring 8 by 8% by 5 inches and 
weighing less thon eight pounds, the 


shock-ond-water-resistont tune-up unit in- 
cludes these finely-engineered testing 
instruments: 0-60-degree dwell meter; 0- 
1,000 r.p.m. low range, 0-5,000 r.p.m. 
high range tachometer; 0-30-inch vacuum 
gauge; DC ammeter and DC volimeter. 





ment Co., 9123 Inman Ave., Cleveland 5, 
O., has introduced the model 403, coil- 
condenser-ignition-resistance tester de- 
signed for car and truck use. The company 
states it is possible to handle all ignition 
testing requirements with this instrument. 
The manufacturer adds that coils and 
condensers may be tested either on or off 
the engine, and that defective distributor 
caps, rotors and high-tension wires are 
immediately indicated by measuring and 
comparing ignition current flow at each 
plug with the engine operating. The 
| ohmmeter scale allows for measuring re 
| sistance from 0-100,000 ohms. 


IGNITION 
IGNITION TESTER—King Electric Equip- 
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MORE PROOF THE SWING IS TO RAMBLER=—NOW 


65.7% 





Of All Trade-Ins On 1958 Ramblers 
Are “Other Make” Cars! 


(According to an analysis of all cars traded on Rambler during April) 





Rambler dealers have the whole car buying public as their “oyster.” 

Interest in Rambler is high among owners of all makes of cars. Trade-in records prove 
that Rambler dealers are taking every make in trade— and in record numbers. 
Wouldn’t you like to sell the one car with universal appeal? 






* Rambler sales are at an All-Time-High 
. . 78.7% over last year. 


» « RAMBLER DEALERS 


Can Sell A Car For As Little As 


ts 10° PER 


MONTH 
K Yes! You can sell a Rambler American De Luxe Sedan at the full suggested 
F tecory delivered price, equipped with Directional Signals, Reclining Seats 
and White Sidewall pees finance charges at 6% on a 36 month 
contract, 4% down, for $40.10 a month. This of course, does not include 
freight, insurance or state and local taxes. 


A 





* Rambler Dealers Sell The Acknowl- 
edged Economy Leader—Today’s 
Greatest Sales Appeal. 


* Rambler Dealers Sell The Cars That 
Have Top Resale Value Among All 
Low Price Cars. 
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Director of ete ena 
American Motors Sales Corporation 
Detroit 32, Michigan 


We Have the Product for the 


Expanding Compact Car Market... | M ie al 
DOU FCTA TAO OTORTTTTTAMED | Seg cses he trate anahoeUncomand at Yawn 9 


obligation and my inquiry will be held in the strictest confidence. 
NAME 
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ADDRESS ssalaiaheaiie 


Rambler Franchises Also Available In Canada and Important export markets. . 
In Canada write to: American Motors (Canada) Ltd., 2951 Danforth Ave., Toronto a ee 
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Used-Car Auction Prices 





(Continued from Page 19) 


Fairlane (8) 500 conv., 2 at $2,200° 
(ps). 

"57 Country sedan, $1,920* (ps), $1,825*; 
Fairlane (8) 500 2-dr., $1,780* (ps), 
$1,645*, $1,555°; Custom (8) 300 4- 
dr., $1,400%, $1,175*, $1,175, $1,035; 
Custom (6) 4-dr., $1,140, $1,130. 

'56 Fairlane (8) 4-dr., $1,205*, $1,145*, 
$1,140*, $1,130*, $1,065*, $1,015° (ps); 
Custom (8) 2-dr., $850; Main (8) 4-dr., 


$755°. 

‘55 Fairlane (8) conv., $980*; Custom 
(6) 4-dr., $400. 

"54 Crest (8) sedan, $795°, $435° (ps). 

LINOOLN—’57 Premiere Hardtop, $3,120* 
(ps), $3,080° (ps), $3,000° (ps), $2,- 
950° (ps), $2,835* (ps); Capri 2-dr., 
$2,650° (ps). 

MEROURY—’57 Turnpike Cruiser, $2,350*° 
(ps); Montclair conv., $2,200* (ps), 
$2,030° (ps). 

‘56 Montclair Hardtop, $1,395* (ps); 
Monterey 2-dr., $1,295* (ps), $1,050*. 

‘55 Montclair conv., $985*. 

’53 Monterey sedan, $540°*. 

NASH—’56 Statesman 4-dr., $975. 

'65 Ambassador 4-dr., $910*. 

OLDSMOBILE — '57 (98) 2-dr. Hardtop, 


$2,550° (ps) 


"56 (98) 4-dr., $1,480° (ps); (88) Hard- 


top, $1,470°. 


'55 (98) conv., $1,310* (ps); (88) Super 


4-dr., $1,260*. 
"4 (88) Super 2-dr., $980*. 
PACKARD—’'55 Constellation Hardtop, 
$670* (ps). 
PLYMOUTH—'57 (8) station wagon, $1,- 


“Mufflers 


155* (ps). 

’55 Bel Air (8) 2-dr., $1,155, $1,130*, 
$905*; 4-dr., $1,030*, $905, $905*; sta- 
tion wagon, $1,005; Two-ten sedan, 
$835, $710, $640, $530. 

’54 Bel Air 4-dr., $660*; 2-dr., $435. 

’53 Bel Air sedan, $530, $485; Two-ten 
sedan, $555, $410, $305°*, 

’52 sedan, $380, $355, 300, 
$120. 

'51 4-dr., $215. 
OCHRYSLER—’51 4-dr., $180*. 
DODGE—’57 (8) station wagon, $1,960*. 
EDSEL—’58 (8) 2-dr. station wagon, §$2,- 

005°. 


$305. 
$245, $200, 


835* (ps); Belvedere (8) 4-dr., $1,450*. 
'56 (8) station wagon, $1,225. 
’55 Belvedere (8) station wagon, $1,000°*; 
Savoy (8) 4-dr., $775. 


T o—’ -dr, Hardtop, 
SO bee°. — ee P| FORD —'58 Fairlane (8) 2-dr., $2,200* 
'S7 Chieftain 4-dr., $1,610*. (ps), $2,030*. 
+H star Chief oer. oi 425* (ps); Chief- ’57 Fairlane (8) 2-dr., $1,370*, $1,325* 
tain Hardtop, $1,350*. 4 (ps); Custom sedan, $1,255*, $1,240, 


$1,135, $1,080, $855. 





' a, 1,240°, 
tauZ "* '56 Fairlane (8) Victoria, $1,255*, $1,- 
a A 2. *. 
RAMBLER—'56 station wagon, $1,585, $1,- yt ae ——" oe seo sedan, 
525. a ‘Guten tt fan 6 
'55 station wagon, $900; 4-dr., $775. Sou sae Fan ee $1,055, 
se Scotsman 2-dr., $1,-| +54 Crest Victoria, $580*, $530; Custom 
. : sedan, $605, $555, $335, $205. 
56 Power Hawk coupe, $1,100. 53 Crest (8) 2-dr., $505*; conv., $395; 
WILLYS—’58 Jeep, $1,700. station wagon, $355*; Custom sedan, 
’54 station wagon, $855. $480, $205. 
MERCURY—’55 Montclair station wagon, 
DANVILLE, VA. $1,155*; sedan, $1,065* (ps), $900*; 
Danville Auto Auction, Sale every Wed- “3 cone ner.” $945. 
day. Pri f al f June 11. “s . 
[aa me ai Gi te, een ah, OLDSMOBILE—'56 (88) 2-dr., $1,220*. 
All clean cars in this area are ng- "55 (98) 4-dr., $1,355*; (88) 4-dr., $1,- 
ing top money. Any clean units routed 230°. 
this way could be assured of top prices. 53 (88) 2-dr., $455*. 
BUICE—'S6 Special 4-dr., $1,266°. PLYMOUTH—’55 Belvedere 4-dr., $855. 
56S Special 2-dr., $1,175*; Century 2-/| "52 sedan, $255, $155, $105. 
dr., $1,150* (ps), $1,075*; Super 2-dr., | PONTIAC—’56 Star Chief sedan, $1,230*, 
$1,015* (ps). $1,200. 
‘54 Special 2-dr., $910*; Century 4-dr.,| °55 Chieftain sedan, $880*, $830*. 
$730°. "54 Chieftain 4-dr., $525°*. 
| "653 4-dr., $425° (ps). MISCELLANEOUS — '56 Ford %-ton 


| CADILLAC—’56 (62) 2-dr., $2,705* (ps). | pickup, $635. 
CHEVROLET—’58 Impala (8) 2-dr., $2,- ‘55 Ford %-ton pickup, $645, $605. 





Should last long 


..1,Say car owners 


Car owners want mufflers that last longer. 
That’s why you can build goodwill, keep 
customers coming back by offering mufflers 
made of Armco ALUMINIZED STEEL. They 
last much longer. In fact, actual road tests 


show that mufflers made of 





least twice the life of ordinary carbon steel 
mufflers. 

So next time you order mufflers, ask for 
those with parts made of Armco ALUMI- 
NIZED STEEL. They will help you build a rep- 
utation for top-grade muffler service. 


this special 


hot-dip aluminum-coated steel average at 


ARMCO STEEL 


Rie 


® 


ARMCO STEEL CORPORATION ¢ 1448 CURTIS STREET, MIDDLETOWN, OHIO 


SHEFFIELD DIVISION « ARMCO DRAINAGE & METAL PRODUCTS, INC. ¢ THE ARMCO INTERNATIONAL CORPORATION 
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'54 Ford %-ton pickup, $535; Dodge 1- 
ton truck, $405. 


PORTLAND, ORE. 


Portland Auto Auction, Inc, Sale every 
Tuesday. Prices are for sale of June 10. 
BUICK—’58 Special Hardtop, $2,670* (ps). 

’57 Special Hardtop, $1,930*. 

56 Century Hardtop, $1,510* (ps); Super 
Hardtop, $1,475* (ps). 

55 Special Hardtop, $1,195*. 

’54 Super Hardtop, $850*, $840* (ps); 
Special 2-dr., $720*. 
CADILLAC—’57 (62) coupe, 
’55 (62) conv., $2,125* (ps). 
CHEVROLET—’58 Impala (8) coupe, $2,525 
(ps); Bel Air (8) 4-dr., $2,245* (ps), 
$2,195* (ps); Brookwood (6) station 

wagon, $2,140. 

’57 Two-ten (8) station wagon, $2,040*; 
4-dr., $1,575*, $1,565*, $1,485, $1,330; 
2-dr., $1,380; Bel Air (8) Hardtop, 
$1,900*. 

’56 Bel Air (8) conv., $1,615*; Hardtop, 
$1,480*, $1,440*; Delray (8) 2-dr., 
$1,295; Two-ten (8) 4-dr., $1,095; Two- 
ten (6) 2-dr., $965. 

"55 Bel Air (8) Hardtop, $1,420* (ps), 
$1,380*; station wagon, $1,375*; 2- 
dr., $1,245*; Bel Air (6) 4-dr., $1,140*, 
$1,100*; Two-ten (8) 


$3,630 (ps). 


$850, $825. 

*54 Two-ten 4-dr., $620. 

DODGE—’54 Coronet (8) 4-dr., $535*. 
FORD—’5S8 Skyliner (8) conv., $3,100*. 

’57 Fairlane (8) Hardtop, $1,945* (ps); 
4-dr., $1,800*, $1,415; Country Sedan 
(8) station wagon, 
Wagon (8) station wagon, $1,690*, $1,- 
650; Custom (8) 4-dr., $1,480*; Cus- 
tom (6) 4-dr., $1,245. 

"56 Country Sedan (8) station wagon, 
$1,565* (ps), $1,500; Hardtop, $1,545* 
(ps); Fairlane (8) 4-dr., $1,275*, $1,- 
250*; Custom (8) Hardtop, $1,255; 2- 
dr., $1,150*, $970; 4-dr., $1,110. 

‘55 Country Sedan (8) station wagon, 
$1,300, $1,210, $1,165; Ranch Wagon 
(8) station wagon, $1,110; Fairlane 
(8) 4-dr., $1,080, $970*; Custom (8) 
4-dr., $1,050, $955, $940, $750; 2-dr., 
$950°*. 

"54 Custom (8) Hardtop, $745; 
$730, $720, $575; 4-dr., $600, 

53 station wagon, $700, $685; 
$400*. 

LINCOLN 





2-dr., 
$400 


"58 Premiere Hardtop, 
(ps), $4,175* (ps). 
‘57 Capri Hardtop, $2,920* (ps). 
MERCURY—’58 Montclair Hardtop, $2,505* 
(ps). 
"57 Monterey 2-dr., $1,785*; 
Hardtop, $1,000* (ps). 
*56 Medalist 2-dr., $1,085*. 


$4,225° 


Montclair 


55 Montclair Hardtop, $1,320* 
Monterey 4-dr., $1,000* (ps); Custom 
2-dr., $850*. 

‘54 station wagon, $1,050* (ps); coupe, 
$900*; Hardtop, $860*, $650° (ps); 
2-dr., $855°. 


NASH—’'54 Super Ambassador 4-dr., $505. 
’52 Statesman 4-dr., $280. 
OLDSMOBILE—’'58 (88) Hardtop, $2,605*. 
"57 (88) Hardtop, $2,045* (ps); (98) 
Hardtop, $2,040* (ps). 
"56 (98) conv., $1,790*° (ps), $1,745* 
(ps); (88) 4-dr., $1,565° (ps). 
’55 (88) Hardtop, $1,270*, $1,265*; Super 
(88) Hardtop, $1,220*° (ps); 4-dr., $1,- 


150° (ps). 
| "54 (98) Hardtop, $1,200* (ps). 
| PLYMOUTH—’58 Belvedere (8) 4-dr., $2,- 
| 155* (ps). 
"ST Savoy (8) 4-dr., $1,710*. 
| °56 Belvedere (8) Hardtop, $1,245*; 4- 
dr., $1,190*; Savoy (8) 4-dr., 


Plaza (6) 4-dr., $755. 
"55 Plaza (8) 2-dr., $700*. 
"52 4-dr., $240. 





MISCELLANEOUS—'56 Dodge (8) %-ton 
pickup, $885; Ford (8) %-ton pickup, 
$850. 

%-ton pickup, $775. 


"55 Ford (8) 
| °54 Ford (6) %-ton pickup, $710. 

* * * 

| — Auctions in Brief — 

| WAREHOUSE POINT, CONN. 


| Southern Auto Sales, Inc. Sale every 
Wednesday (June 11). Market active and 


| strong with buyers needing more units as/| 


retail action is on the increase. Just three 
more sales until July 4. Move those 30, 
60 or 90 day cars. Sold 163 cars from 
224 consignments. 

. > 


> 
DYER, IND. 

Len Pollak’s Dyer Auto Auction. Sale 
every Friday (June 13). Sold 212 units 
from 255 consignments. 

> . . 


FARGO, N. D. 

Tri-State Auction Co, Sale every Thurs- 
day (June 12). Market steadily rising. 
Sold 80 cars from 123 offerings. 

> . > 


VALDOSTA, GA. 

Tom Hewitt Auto Auction. Sale every 
Friday (June 13). Had a real good sale 
today. Sold all cars with an extra profit 
for the dealers. 

> 


7 . 
NEW YORK CITY. 

Skyline Auto Auction. Sale every Tues- 
day (June 10). Market firm on average 
and good condition units. Strong on clean 
and sharp cars. Demand good, Bidding 
active. Sold 89 cars from 111 offerings. 

* . . 


CHICAGO 
Arena Auto Auction. Sale every Tues- 
day (June 10). Sold 411 cars from 599 


consignments. 
. 7 


. 
BORDENTOWN, N. J. 

National Auto Dealers Exchange. Sale 
every Wednesday (June 11). Prices soared 
as late model cars were strong and the 
earlier models at an allytime high. General 
demand for all cars véry strong. 82 per- 
cent of 414 cars sold. 
> > * 


INDIANAPO 
Ken Schaefer Auto Auction. Sale every 
Thursday (June 12). Buyers active here 
today, as prices remained strong on all 
models. 76 percent of a good clean con- 
signment of cars changed hands. 
>. * . 


MANHEIM, PA. 
Manheim Auto Auction. Sale every Fri- 
day (June 13). Sold 82 percent of 615 cars 
registered. 


station wagon, | 
$1,380; 4-dr., $995; Two-ten (6) 2-dr., | 


$1,900; Ranch)! 


4-dr., | 


$990° ; 


PONTIAC—’'56 Chieftain Hardtop, $1,375*, | 
$1,250°*; 2-dr., $1,250° (ps). 

| °55 Chieftain station wagon, $1,400* 

| (ps); 4-dr., $690; Star Chief (8) 
Hardtop, $1,255*. 

| °54 4-dr., $580*, $475°. 

| °53 Hardtop, $410*. 

RAMBLER—’53 station wagon, $610. 


| WELLYS—’55 station wagon, $1,075, $915. 








(ps); | 





FORD AND 
CHEVROLET 
DEALERS: 
WE NEED 


1958 CARS 


@ Relieve Your Inventory! 
@ Step Up Sales Volume! 


@ Plan on Steady Business! 


OUR TRADES ARE GOOD 
AND CLEAN—QUALITY 


IS GUARANTEED! 


Cers Are located 
In Your Area 


CALL US NOW— 
MUseum 4-6969 


EMKAY, INC. 


6850 Cottage Grove Ave. 
Chicago 37, Illinois 


Nationwide Automotive Leasing 
Service 








READERSHIP 


The Buffalo Courier-Express is the 
type of complete family newspaper 
which insures careful editorial 
readership by both men and 
women. And insured editorial read- 
ership, together with a clean, un- 
cluttered format, means insured 
advertising readership for your 
sales messages. 


ROP COLOR ovailable both daily 
and Sunday 


Member: Metro Sunday Comics 
and Sunday Magazine Networks 


Buffalo Courier-Express 


Western New York's Only Morning 
and Sunday Newspaper 
Representatives: 

Scolaro, Meeker & Scott 
Pacific Coast: Doyle & Hawley 





Sowite 
BUILD Y BUSINESS 


WITH STEMAC INDIVIDUALIZED 


DEALER NAME PLATES 


Identified and satisfied cur 
tomers assures better serv 





ice relations builds 
repeat business . . in- 
creases sales volume 

Typical sample, complete 


details on 


- $temat wn. 


Division of C. A. Norgren Co. 
5434 So. Delaware, Littleton, Colo. 


request. 


MASTER 


MOTOR MASTER PRODUCTS CORP 
BOX 96., DEFIANCE, OHIO 


i UNDERSTAND | CAN MAKE MORE 
MONEY BY HANDLING THE FOLLOW 
ING AUTOMOTIVE ITEMS. PLEASE 
SEND DETAILS. 
OGENUINE BLUE CROWN SPARK 
PLUGS. 
OMOTOR MASTER’ UNIVERSAL 
JOINT KITS. 
NAME 
STREET 
CITY & STATE 








Use this “oletne- window test to sell more Ltt options 





See Raymond Burr as “‘Perry Mason”’ in The Perry Mason Show, CBS-TV Network, Saturday Nights 


“Perry Mason” proves E-Z-EYE is the next best thing to air conditioning 


Let your customers drive your demonstrator out in 
the sun and roll the E-Z-Eve window halfway down. 
They’ll feel the sun burning their forehead while the 
rest of their face stays shady cool. The reason: E-Z-Eyve 
Safety Glass has a special chemical composition that 


Reduces fatiguing glare, too 


This test also shows how E-Z-Eye protects against 
glare fatigue, caused by squinting into strong natural 
light. Particularly through the windshield, your cus- 


+) : 
filters out a high percentage of the hot solar radiation, tomer will see how shaded E-Z-Eyve Safety Plate 
and gives this safety glass a pleasing blue-green tint. reduces glare while giving clear, undistorted vision. 
Any wonder why E-Z-Ere is one of your car’s most wanted 
= options? And a most profitable one for you? Sell it! 
3 steps 
5 1. ORDER YOUR CARS FROM 2. EQUIP ALL YOUR DEMON- 3. SELL UP TO E-Z-EYE AT 
srr THE FACTORY WITH E-Z-EYE STRATORS WITH E-Z-EYE. No OPTION-CHOOSING TIME.One 
3 GLASS. Cars move more better way to sell the of the least expensive of all 
() d f easily with E-Z-Eyve (na- features of E-Z-Eve than optional features, but an 
INC. 


tional surveys show more 
than 55% of car buyers 
want tinted glass). 


profits 


=-Z-EYIE SAFETY 


by giving your prospects a 
convincing look-through. 


— 
O,. 


- vr 


4 
ad 


C222 
.--- - 


PLATE 


extra sale for you and much 
of it clear profit! 


GLASS 


with the shaded windshield 





LIBBEY - OWENS - FORD GLASS COMPANY, TOLEDO 3, OHIO 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Detroit 


New-car registrations in Wayne 
County (Detroit) during May total- 
led 7,716, compared with 9,553 in 
April and 13,581 in May, 1957. Used- 
car sales in May reached 9,817, | 


i s| with 
——— oe eer |for 2,125 units or 14.55 percent, ac-| 


month. 

By makes, May new-car regis- 
trations were: Chevrolet, 2,043; 
Ford, 1,738; Plymouth, 653; Buick, 
571; Mercury, 480; Oldsmobile, 
453; Cadillac, 292; Rambler, 291; 
Pontiac, 278; Dodge, 263; Edsel, 
151; DeSoto, 116; Chrysler, 76; 
Lincoln, 55; Continental, 36; Im- 
perial, 31; Studebaker, 8; Pack- 
ard, 2; miscellaneous, 179. 


miscellaneous, 8. 
hen jr.) * 


* & 


Los Angeles 


New-car registrations in Los An- 


imported models accounting 


| cording to figures compiled by Reu- 
| ben H. Donnelley Corp. 


jon the April 


Some 32 foreign makes appeared 
roll, led by Volks- 


| wagen which took sixth place with 
| 603 sales. Only Chevrolet and Ford 
| topped the import total. 


May new-truck registrations | 


totalled 507, an increase over the 
486 sold in April but down from 
the 800 titled in May of last year. 


Truck sales by makes: Ford, 240; | 134; 


April registrations by makes 
were: Chevrolet, 3,889; Ford, 3,- 
000; Plymotth, 1,417; Oldsmobile, 
662; Cadillac, 644; Volkswagen, 
603; Buick, 508; Dodge, 455; Ram- 
bler, 451; Pontiac, 437; Mercury, 
328; Renault, 274; Chrysler, 173. 
Volvo, 158; Fiat, 150; Lincoln, 
DeSoto, 134; Triumph, 125; 


Chevrolet, 124; Dodge, 39; Interna-| MG, 108; Opel, 101; Edsel, 98; Borg- 


tional, 26; GMC, 24; 


Divco, 18; | ward, 79; 


Hillman, 77; Imperial, 


Mack, 14; White, 8; Willys, 6;|74; English Ford, 68; Metropolitan, 


— (John K. eee 


Porsche, 


geles County totalled 14,607 in April | 


64; Simca, 61; Studebaker, 56; 
DKW, 34; Austin-Healey, 30; Mor- 
ris, 30; Vauxhall, 29; Isetta, 23; 
Jaguar, 23; Mercedes-Benz, 22; 
20; Packard, 4; miscel- 
laneous, 64.—(William Carroll.) 

+ * x 


Crawford County, O. 


There was a bright side and a 
dark side to May new-car sales in 
Crawford County. The 112 regis- 
trations were up one-third from 
April’s 84, but the total was far be- 
hind the 157 recorded in May, 1957. 

And May registrations fell 
three units short of the poorest 
month of 1957 when 115 cars 
were titled. New-truck registra- 
tions stood at 13 for the month, 
compared with nine in April. 

May new-car totals by makes 
were: Chevrolet, 25; Ford, 24; Pon- 
tiac, 16; Buick, 11; Plymouth, 7; 
Rambler, 7; Oldsmobile, 6; Dodge, 


|3; Studebaker, 3; DeSoto, 2; Cadil- 


lac, 1; Lincoln, 1; Mercedes-Benz, 





| totalled 1,278 


1; miscellaneous, 5.—(Leslie 
Woods.) 


* * * 


Memphis 


Memphis new-car 


Chevrolet led Ford 422 to 337 in 


|May, and Oldsmobile took third 


place with 109. Buick, 81, 
Plymouth, 75, for fourth. 
Other makes: Rambler, 51; 
Dodge, 40; Pontiac, 38; Cadillac, 
26; Mercury, 13; DeSoto, 13; Chrys- 
ler, 11; Edsel, 9; Volkswagen, 8; 
English Ford, 7; Studebaker, 5; 
Lincoln, 5; Vauxhall, 4; Metropoli- 
tan, 2; Imperial, 1; Opel, 1; 
Mercedes-Benz, 1, miscellaneous, 19. 
—(Ed White.) 
= 


edged 


* * 


Minneapolis 

New-car registrations in Hen- 
nepin County (Minneapolis) during 
May fell 25 percent behind the 
like month a year ago, according 
to Finance and Commerce, Minne- 
apolis business newspaper. This 
was the fourth straight month in 
which new-car totals trailed the 
comparative 1957 month. 

The 1,941 models registered dur- 
ing May represented a drop of 
nearly one-fourth from the May, 
1957 total of 2,542. Sales for the 
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Looks like you’re 
going to have to pull 
the transmission. 


@ Adjustable Saddle 
moves up and down. 


@ Adjustable sides move 
in or out or form a “V”. 


@ Transmission is safely 
and securely held. Ay 


3000 Y- U4 


Call your Ausco jobber and 
ask him about the conven- 
ient, safe Ausco Hydraulic 
Truck Transmission Handler 
and how well it works with 
Ausco Steel Garage Horses. 


Auseo< 
AUTO SPECIALTIES MFG. CO., INC. St. Joseph, Michigan 
Other plants in Benton Harbor and Hartford, Mich. and Windsor, Ont., Can. 


,, 






That's 
a mighty 
handy jack for 
lots of jobs! 





TRUCK TRANSMISSION JOBS 
DON'T BOTHER US ANY MORE! 


Not since we got our handy Ausco Hydraulic 
Truck Transmission Handler 


Makes handling 
transmissions, ccrriers 
and differentials 


























registrations | 
in May. The five-| 
|month total for 1958 was 7,096. 





— 


| first five months of 1958 were down 
|10 percent, from 17,353 to 15,647, 

Chevrolet increased its lead 
| over Ford in the individual race, 
| Chevrolet, Rambler, Cadillac and 

Pontiac are the only cars ahead 
of last year’s pace. Rambler sales 
for the year to date have climbed 
136 percent, from 292 to 690 

May registrations by makes: 
Chevrolet, 529; Ford, 360; Plym. 
outh, 219; Pontiac, 138; Oldsmo. 
bile, 125; Rambler, 114; Buick, 8 - 
Mercury, 69; Cadillac, 59; Dodge, 
55; Chrysler, 52; Studebaker, 23: 
Volkswagen, 22; DeSoto, 15; Edsel, 
10; Lincoln, 7; Packard, 2, and 
miscellaneous, 54. 

New-truck registrations totalled 
179, compared with 266 in May, 
1957. By makes: Ford, 49; Chevro- 
let, 47; International, 38; GMC, 19; 
Dodge, 12; Studebaker, 2; Volks. 
wagen, 2; Willys, 2; Mack, 1; Reo, 
1, and miscellaneous, 6.—(Donald 
M. Lyons.) 


* * 


Clevelan 


New-car sales in May were 335 
percent below those of May, 1957, 
according to Leonard Fuerst, clerk 
of courts. The totals were 5,143 and 
7,740. May used-car sales were 
7,740, compared with 8,941 a year 
ago. 

New-car sales by makes were: 
Chevrolet, 1,380; Ford, 1,147; 
Plymouth, 474; Oldsmobile, 355; 
Buick, 297; Pontiac, 273; Mer- 
cury, 256; Dodge, 190; Cadillac, 
165; Rambler, 158; DeSoto, 63; 
Chrysler, 62; Lincoln, 60; Volks- 
wagen, 46. 

English Ford, 33; Edsel, 28; 
Studebaker, 22; Metropolitan, 18; 
Imperial, 12; Simca, 11; Morris, 10; 
Opel, 9; Vauxhall, 9; Renault, 9; 
Triumph, 7; Volvo, 6; SAAB, 5; 
Mercedes-Benz, 1; miscellaneous, 37. 

New-truck registrations totalled 
327, compared with 586 in May last 
year. By makes: Chevrolet, 120; 
Ford, 73; Dodge, 42; International, 
34; GMC, 17; White, 17; Volks 
wagen, 10; Willys, 9; Mack, 5— 
(Sanford Markey.) 
« > 


Idaho 


Imported makes took 10.25 per- 
cent of the Idaho new-car market 
|in May as they accounted for 182 
out of 1,483 registrations. Five- 
month totals for Idaho show 52% 
imports and 6,320 domestic regis- 
| trations for a total of 6,846. 

By makes, May registrations 
| were: Chevrolet, 318; Ford, 286; 

Pontiac, 120; Plymouth, 119; 
| Rambler, 103; Buick, 85; Oldsmo- 
| bile, 84; Mercury, 62; Cadillac, 
44; Volkswagen, 37; Dodge, 29; 
Renault, 23; Chrysler, 17; Stude- 
| baker, 17; Simea, 16; Edsel, 14. 
| Hillman, 11; MG, 11; DeSoto, 9; 
| Imperial, 8; Opel, 8; Triumph, 8; 
| Lincoln, 8; English Ford, 6; Metro- 
| politan, 4; Vauxhall, 4; Mercedes- 
| Benz, 2; Packard, 1; miscellaneous, 
| 29. 

New-truck registrations totalled 
565 for May and 2,123 for five 
|months. May figures by makes: 
| Chevrolet, 227; Ford, 111; Interna- 
| tional, 84; GMC, 67; Dodge, 35; 
| Willys, 15; Studebaker, 8; Mack, 
|2; White, 2; miscellaneous, 14. 

> > . 


Montana 


May new- car registrations in 
Montana slipped to 1,637 from 1,901 
the previous month. Five-month 
totals were 8,041, compared with 
| 9,672 last year. 

By makes, May registrations 
| were: Chevrolet, 393; Ford, 363; 
Plymouth, 141; Oldsmobile, 98; 
Buick, 96; Rambler, 91; Pontiac, 86; 
Volkswagen, 61; Dodge, 60; Mer- 
cury, 50; Cadillac, 35; Studebaker, 
29; Chrylser, 18; Hillman, 15; De- 
Soto, 15; Edsel, 13. 

Renault, 10; Simca, 9; Lincoln, 

9; Vauxhall, 6; Volvo, 5; Im- 

perial, 3; Mercedes-Benz, 3; Opel, 

3; Packard, 2; English Ford, 2; 

miscellaneous, 21. 

New-truck registrations increased 
in May, totalling 515, compared with 
492 in April. Five-month totals 
were 2,452 this year and 2,490 in 
1957. 

May totals by makes: Chevrolet, 
166; Ford, 144; International, 80; 
GMC, 38; Dodge, 37; Willys, 14; 
White, 13; Studebaker, 7; Volks- 
wagen, 7; Diamond T, 6; Ken- 
worth, 1; Mack, 1; DKW, 1. 


VW to Creenville 


Leroy Cannon has opened @ 
Volkswagen dealership in a new 
$40,000 building at 1105 Buncombe / 
Rd., Greenville, S. C. Cannon will 
continue to operate a used-car 
business. 
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Car Warranty Makes it Easy to 
Guarantee Customer Satisfaction! 


thing to do.” 


Like thousands of dealers across the nation, you, too, can 
now sell guaranteed used cars—backed by the resources of 
one of America’s leading automotive organizations. Nomat- 
ter how you finance, you can take advantage of the sales- 
power of the Car Warranty Plan. Lets you advertise and 
sell with full profit used cars that are protected from major 
mechanical repair bills for one full year. What’s more, your 
dealership can make the authorized repairs and receive 
prompt payment from Car Warranty. 


No Limit on Mileage—Your claim under the warranty 
will be given prompt local attention by any one of 450 





“Nothing, but nothing, is more important to a dealer’s success than keeping his word to 
used car customers. In assuming responsibility for unforeseen major mechanical repairs, 
the Car Warranty Plan serves both buyer and dealer. Makes keeping my word an easy 


The Car Warranty Corp. 


A C.1.T. SUBSIDIARY 


650 MADISON AVENUE - NEW YORK 22,N.Y. 


Not yet available in some states; check with your C.I.T.. representative 





Lewis C. Holladay, 
Chrysler-Plymouth Authorized Dealer, 
Holladay Motors, Bessemer, Alabama 


offices throughout the United States and Canada. That’s 
not all! You get advertising and promotional support... 
all the merchandising material you’ll need to make your 
place of business Headquarters for Guaranteed Used Cars! 
For greater profits - faster turnover - additional parts and 
labor profits - more sales per man + more repeat business 

. . why not participate in Car Warranty’s sales-building 
program? For details, write today: 











THE 
CAR WARRANTY 
CORPORATION 


GUARANTEED 


ONE FULL YEAR 


A C.1.T. SUBSIDIARY 
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and truck fleets for international 
operations. Robert C. Morrell is in 
charge of the new activity. He will 
provide local service to Eastern sea- 
board overseas fleet accounts and 
coordinate Chrysler’s New York 
and Detroit export fleet operations. 
The New York office is located in 
the Chrysler Building. 


International Fleet Office 
Opened by Chrysler 
DETROIT.—A New York fleet 
sales office has been established by 
the export division of Chrysler 


Corp. as a special service for New 
York-area groups purchasing car 


Port-of-Entry Prices 
On Imported Cars 


240; 180-D 4-dr. sed. 
| $3,517; 190 4-dr sed., $3,431; 





(diesel engine), 


‘ollowing imported-car prices are 
— § 190-SL road- 


Port of Entry figures at New York, They 


include ocean freight, U. S. excise tax (ster, $5,020; -190-SL cpe., $5,232 (with 
and import duty. They do not include | removable hard or soft top, $5,416); 219 
“emergency freight” charges, U. S. trans- | 4-dr sed., $3,823; 220-S 4-dr. sed., $4,283; 
portation fees, state and local taxes or | 220-S conv., $7,641; 300-0 4-dr. sed., $7,- 

t, 559; 300-SL ecpe., $8,905; 300-D 4-dr. 


hardtop, $10,418; 300-SL roadster, $10,928; 
300-SC conv. or roadster, $12,272. (Power 






















(Copyright, 1958, by Automotive News) 


ALFA ROMEO—Glulietta—Spider, $3,- 
; .,| Drakes standard on 219 sed.; automatic 
298; Super Spider, $3,686; Sprint Cpe aon @ A a. ca 


$3,784; Veloce Cpe., $4,194. 2000 Sei 


4-dr, sed., $4,994; Spider roadster conv., 300-D hardtop.) 


METROPOLITAN — 2-dr. hardtop, $1,- 





,982. 

Wem enasees—(Prieee are F.O.B. | 626.10; conv., $1,650.10, 
icago)—Competition, $3,995; Bolide, $4,- MG—MG “A’’—roadster (disk wheels), 

245; Deluxe, $4,995. $2,462; roadster (wire wheels), $2,546; 
ASTON-MARTIN — DB24 Mark III cpe.,|cpe. (disk wheels), $2,695; cpe. (wire 

$7,550; conv., $8,190. wheels), $2,785. Magnette—4-dr. sed., $2,- 
AUSTIN—A- -~35 Deluxe 2-dr. sed., $1,-| 740. (Heater standard on Magnette.) 

557; A-55 Deluxe 4-dr. sed., $2,214. MORRIS—4-dr. sed., $1,794; 4-dr. De- 

(Heater standard.) luxe sed., $1,860; 2-dr. sed., $1,705; 2-dr. 
AUSTIN-HEALEY — Sprite — roadster,| Deluxe sed., $1,761; Tourer (conv.), $1,- 

$1,795. 100-Six—conv., $3,087; Deluxe | 689; oan —— we ee 

, \ standard on De-/| W2é., ’ $ uxe stat, wag., 4 ;. 

te a ee (Heater standard on Deluxe models.) 
AUTO UNION—‘‘1000"" cpe. deluxe, $2,- OPEL — Rekord — 2-dr. sed., $1,957.50. 

495. (Heater standard.) Caravan—2-dr. stat. wag., $2,370. (Heater 
BENTLEY—Series 8 — ioe — standard on both models.) 

Saloon, $13,450. (Automatic transmission, , ays 

power steering, power brakes standard.) alia ae) deluxe sed., $1,995. 

Other models are custom-built and vary “ . 

considerably in price. PEUGEOT — 403 — 4-dr. sunroof sed., 
BERKELEY — 328-c.c, roadster, $1,595 | $2,175. 

in New York ($1,695 in Los Angeles, West NSU PRINZ—2-dr. sed., $1,398. (Heater 


standard.) 
PORSCHE — Speedster — 70 horsepower, 


Coast is principal entry point). 
BMW — Model 502/3.2 — $6,198; Model 


503/8, $9,292. $3,215; 88 horsepower, $3,615; 115-125 
BMW ISETTA 300 — sunroof, $1,048;| horsepower (Carrera), $5,215. COoupe—70 
cabriolet, $1,098. BMW (Isetta) 600—5-/| horsepower, $3,665; 88 horsepower, $4,115; 
Pass. sed., $1,398; sunroof sed., $1,487. | 115-125 horsepower (Carrera), $5,665. 
(Heater standard on all models.) Hardtop—70 horsepower, $3,830; 88 horse- 
BORGWARD—Isabelia—2-dr. sed., $2,-| power, $4,280; 115 horsepower (Carrera), 
495; stat. wag., $2,685; Touring Sport, | $5,830. Convertibie—70 horsepower, $3,915; 
$2,845; Touring Sport Coupe, $3,750. 88 horsepower, $4,365; 115 horsepower 
(Carrera), $5,915. 


CITROEN—2CV 4-dr. sunroof sed., $1,- 
298 ‘(centrifugal clutch). ID-19—4-dr. sed., 
$2,795 (air suspension). DS-19—4-dr. sed., 
$3,205. ‘(Alr suspension, heater, power 
brakes, power steering, automatic clutch 
standard on DS-19). 


DATSUN—4-dr. sed., $1,799. 

DKW —4-dr. sed., $2.395: 2-dr. sed., $1,- 
995; 2-dr. hardtop, $2,195; stat. wag., $2,- 
495. (Heater standard on all models.) 

FACEL-VEGA — 2-dr. hardtop, $9,750; 
Excellence 4-dr. hardtop, $12,800. ‘(Auto- 
matic transmission, power brakes, 


RENAULT —4CV 4-dr. 
Dauphine 4-dr. sed., $1,645. 
ard on both models.) 

a sed., $2,316. (Heater stand- 
ard.) 

ROVER—90 4-dr. sed., $3,295; 1058 4- 

(overdrive); 105R 4-dr. 
(automatic transmission and 
overdrive); 105R deluxe 4-dr. sed., $3,865 
(automatic transmission and overdrive). | 
(Heater standard on all models.) | 

ROLLS-ROYCE—Silver Cloud—Standard 
Steel Saloon, $13,750. 
mission, power steering, power brakes 
standard.) Other models are custom-built 
and vary considerably in price. 

SAAB — “*93"" —2-dr. sed., $1,895; 2-dr. 
sed. (automatic clutch), $1,995. Grantu- 
rismo 750-—2-dr. sed., $2,568. (Heater 
standard on ‘93°’ models.) 

SIMCA—Aronde Series Deluxe 4-dr. 
sed., $1,645; Elysee 4-dr. sed., $1,745; 
Montihery 4-dr. sed., $1,810; Grand 
Large 2-dr. hardtop, $1,980; Grand Large 
Special, $2,030; Chatelaine 2-dr. stat. wag., 
$1,875; Plein Ciel sport cpe. $2,795; 
Oceane conv., $2,995. Vedette V 8 Series— 
Trianon 4-dr, sed., $1,999; Versailles 4-dr. 
sed., $2,199. (Heater standard on Plein 
Ciel and Oceane.) 

SKODA—S-440 deluxe sed., $1,686; 8S- 
445 deluxe sed., $1,787; SS-450 sports 


sed., $1,345; 
(Heater stand- 





sed., $1,658; 2-dr. 
$1,353; sunroof sed., $1,415. 1100 Series— 
4-dr. sed., $1,743; stat. wag., $2,129. 1200 
Sertes—Gran Luce sed., $2,278; roadster, 

$2,553. (Heater standard on all models.) 
FORD (England) Anglia 2-dr. sed., 
539; Perfect 4-dr. sed., $1,639; Escort 
r. stat. wag., $1,629; Squire 2-dr. stat. 
Il Sertes—Consul—4-dr. 


$2, o 


$1,160; Florida 
, $1,280; Step-in Van, $1,- 
460; Coupe de Ville, $1,560. (Heater stand- 
ard on all models.) 

GOLIATH—1100 Series — Standard busi- 


mess sed., $1,995; Custom 2-dr, sed., §2,-|conv., $2,395; VSS Italia conv., $2,985; 

088.80; Custom conv., $2,395; Custom 2-dr. | VSS Italia hardtop, $3,085. (Heater stand- 

stat. wag., $2,287.80; Empress Deluxe 2-dr. | ard on all models.) 

ged., $2,481.14; Tiger sport cpe., $2,834.98. SUNBEAM—Rapier—2-dr. hardtop, $2,- 

(Heater standard on Empress, Tiger and | 499; conv., $2,649. 

Custom models.) TAUNUS — Standard—4-dr. sed., $2,- 
HILILMAN—4-dr. Special sed., $1, 699; 108.50; 2-dr. sed., $2,016.50; Combi-wagon, 

4-dr. Deluxe sed., $1,849; conv., $2,099; | $2,225. Deluxe—4-dr. sed., $2,254.50; 2-dr. 

2-dr. stat. wag. (Husky), $1,639; oa sed., $2,162.50; Combi-wagon, $2,371. 

stat. wag. (Minx), $2,299. TEMPO — Matador — 12-passenger stat. 
JAGUAR—Mark VIII—4-dr. sed. (over-|wag., $2,575; 9-pass. stat. wag., $2,495; 

drive and power steering), $5,750; 4-dr.|6-pass. stat. wag., $2,425. (Heater stand- 

sed. (automatic transmission and power | ard.) 

steering), $5,835. 3.4 Liter Sedan—(over- TRIUMPH—4-dr. sed., $1,699; 4-dr. stat. 


drive and disk brakes), $4,542.50; (auto-| wag., $1,899. TR-3 (sports cars)—softtop, 


matic transmission and disk brakes) $4,- | $2,675; hardtop, $2,835. 
642.50. XK-150—cpe., $4,475; cpe. (auto- VAUXHALL — Victor — 4-dr. sed., $1,- 
matic transmission), $4,725; conv., $4,595; | 957.50; 4-dr. 2-seat stat. wag., $2,370. 
conv. (automatic transmission), $4,845;| (Heater standard on both models.) 
roadster, $4,495; roadster (overdrive), $4,- VOLKSWAGEN —2-dr. sed., $1,545; 2- 
660; roadster (automatic transmission),| dr. sunroof, $1,625; conv., $2,045; Kombi 
$4,745; ““S"' roadster (overdrive), $5,095. / (8-pass.), $2,020; stat. wag., $2,120; de- 
LANCIA—GC 2500; cpe. or conv., $6,575. luxe stat. wag., $2,576; deluxe camper, 


LLOYD — 4-pass. sed., 
conv., $1,395; 4-pass. stat. 
6-pass. stat. wag., 
Wag. (long wheelbase), 

MERCEDES-BENZ—1380 4-dr. 


$2,737. Karmann Ghia—cpe., $2,445; conv., 
$2,725. (Heater standard on all models.) 

VOLVO—2-dr. sed., $2,238.53; 2-dr. stat. 
wag., $2,490. (Heater standard on both 


sed., $3,-| models.) 


| hardtop, $2,744; conv., 
| stat, 
| stat. 







Current Prices on U. S. Cars 


















The following prices inciude the sug- 
gested base factory list prices, Federal 
excise tax amounts and suggested dealer 
delivery-and-handling charges. Not in- 
cluded are variable items passed on to 
the retail buyer, such as State and local 
taxes, transportation charges and op- 
tional equipment, 

(Copyright, 1958, by Automotive News) 


BUICK—Special—4-dr. sed., $2,700; 2-dr. 
sed., $2,636; 4-dr. hardtop, $2,820; 2-dr. 
$3,041; 4-dr. 2-seat 
wag., $3,145; 4-dr. 
wag., $3,261. Century—4-dr. sed., $3,- 
316; 4-dr. hardtop, $3,436; 2-dr. hardtop, 
$3,368; conv., $3,680; 4-dr, 2-seat hardtop 
stat. wag., $3.831. Super—4-dr. hardtop, 
$3,789; 2-dr. hardtop, $3,644. Readmaster 75 
—4-dr, hardtop, $4,667; 2-dr. hardtop, $4,- 
557; conv., 
$5,112; 2-dr. hardtop, $5,002; conv., $5,125 
(Variabie-pitch Dynaflow standard on Cen- 
tury and Super; Flight-pitch Dynflow 
standard on Roadmaster 75 and Limited. 
Powering steering standard on Super, Road- 
master 75 and Limited, Power brakes 
standard on Roadmaster 75 and Limited.) 

CADILLAC — Series 62 — 4-dr. hardtop, 
$4,891; 4-dr. 
079; 2-dr. hardtop, $4,784; conv., $5,454; 
Sedan de Ville 4-dr. hardtop, $5,497; Coupe 
de Ville 2-dr. hardtop, $5,251. Eldorado— 
Seville 2-dr. hardtop, $7,500; Biarritz conv., 
$7,500; Brougham 4-dr. hardtop, $13,074. 
Sixty Special—4-dr. hardtop, $6,232. Sertes 
75—8-pass. sed., $8,460; 8-pass. limousine, 
$8,675. (Hydra-Matic, power steering, 
power brakes standard on all models.) 

CHEVROLET (Prices are for six- 
cylinder models. For V-8s, add $107.) Del- 
ray—4-dr. sed., $2,155; 2-dr. sed., $2,101; 
2-dr. util. sed., $2,013. Biscayne — 4-dr. 
sed., $2,290; 2-dr. sed., $2,236. Bel Air— 
4-dr. sed., $2,440; 2-dr. sed., $2,386; 4-dr. 
hardtop, $2,511; 2-dr. hardtop, $2,447; 2-dr. 
Impala hardtop, $2,586; Impala conv., $2,- 
734, Station Wagons—2-dr. 2-seat Yeoman, 
$2,413; 4-dr. 2-seat Yeoman. $2,467; 4-dr. 
2-seat Brookwood, $2,571; 4-dr. 3-seat 
Brookwood, $2,678; 4-dr. 2-seat Nomad, 
$2,728. Corvette — hardtop cpe. or conv. 
(V-8 std.), $3,631. 

CHRYSLER — Windsor —4-dr. sed., $3,- 
129; 4-dr. hardtop, $3,279; 2-dr. hardtop, 
$3,214; 4-dr. 2-seat stat. wag., $3,616; 4- 
dr. 3-seat stat. wag., $3,803. 
4-dr. sed., $3,818; 4-dr. hardtop, $3,955; 
2-dr. hardtop, $3,878. New Yorker—4-dr. 
sed., $4,295; 4-dr, hardtop, $4,403.50; 2-dr. 
hardtop, $4,346.50; conv., $4,760.50; 4-dr. 
2-seat stat. wag., $4,868; 4-dr. 3-seat stat. 
wag., $5,083. 300-D—2-dr. hardtop, $5,173; 
conv., $5,603. (TorqueFlite and power steer- 
ing standard on Saratoga, New Yorker and 
300-D. Power brakes standard on 300-D.) 

CONTINENTAL—4-dr. sed., $6,072; 
dr. hardtop, $6,072; 2-dr. hardtop, $5,825; 
conv., $6,283. (Turbe-Drive, power steer- 
ing, power brakes standard on all models.) 

DeSOTO — Firesweep — 4-dr. sed., $2,- 
818.50; 4-dr. hardtop, $2,953; 2-dr. hard- 
top, $2,889.50; conv., $3,218.50: 4-dr. 2- 


Fire Destroys 2 Cars 


OAK HILL, W. Va.—Fire did| 


damage estimated at $60,000 to the| 
Haga Mercury Sales, Inc., here.| 
Two 1958 Mercury automobiles) 
were destroyed and six others were | 


damaged. 


2-seat hardtop 


$4,680. Limited—4-dr. hardtop, | 


extended-deck hardtop, $5,-| 


4- | 


seat stat. wag., $3,266; 4-dr. 3-seat stat. 
wag., $3,408. Firedome—4-dr. sed., $3,085; 
4-dr, hardtop, $3,234.50; 2-dr. hardtop, $3,- 
177.50; conv., $3,488.50. Fireflite — 4-dr. 
sed., $3,582.50; 4-dr. hardtop, $3,731; 2-dr. 
hardtop, $3,675; conv., $3,972; 4-dr, 2-seat 
stat. wag., $4,030; 4-dr. 3-seat stat. wag., 
| $4,172, Adventurer—2-dr. hardtop, $4,071; 
|} conv., $4,369. (TorqueFlite standard on 
| Fireflite and Adventurer. Power brakes 
| standard on Adventurer.) 

DODGE — Coronet Six — 4-dr. 


sed., $2,- 
$2,571.50. Coronet V-8—4-dr. sed., $2,637; 
2-dr. sed., $2,556.25; 4-dr. hardtop, $2,764; 
2-dr. hardtop, $2,679; conv., 
Royal—4-dr. sed., $2,797; 4-dr. 
$2,915.25; 2-dr. hardtop, $2,854. 
Royal—4-dr. sed., $3,030; 4-dr. hardtop, 
$3,142; 2-dr. hardtop, $3,071; conv., $3,298. 
Regal Lancer—2-dr.. hardtop, $3,245.25. 
Station Wagons—2-dr. 2-seat Suburban, 
$2,970.25; 4-dr., 2-seat Sierra, $3,034.75; 
4-dr. 3-seat Sierra, $3,176.25; 4-dr, 2-seat 
Custom Sierra, $3,212.25; 4-dr. 3-seat Cus- 
tom Sierra, $3,354.25. 


EDSEL—Ranger—4-dr. sed., $2,592; 
dr. sed., $2,519; 4-dr. hardtop, $2,678; 
2-dr. hardtop, $2,593. Pacer—4-dr. sed., 
$2,735; 4-dr. hardtop, $2,863; 2-dr. hard- 
top, $2,805; conv., $3,028. Corsair—4-dr. 
hardtop, $3,425; 2-dr. hardtop, $3,346. 
Citation—4-dr. hardtop, $3,615; 2-dr. hard- 
top, $3,535; conv., $3,801. Station Wagons 
—Roundup—2-dr. 2-seat, $2,876. Villager— 
4-dr. 2-seat, $2,933; 4-dr. 3-seat, $2,990. 
Bermuda—4-dr. 2-seat, $3,190; 4-dr. 3- 
| seat, $3,247. (Automatic transmission 
standard on Corsair and Citation.) 


FORD (Prices are for six-cylinder 
models. For V-8s add: 
wagons, Fairlane sedans and Fairlane 500 
sedans and hardtops; $123 for Fairlane 
hardtops; $137 for Custom 300.) Custom 
300-——4-dr. sed., $2,109; 2-dr. sed., $2,055; 
business sed., $1,967. Fairiane—4-dr. sed, 
$2,275; 2-dr. sed.. $2,221; 4-dr. hardtop, 
$2,418.73; 2-dr. hardtop, $2,354.12. Fair- 
lame 500—4-dr. sed., $2,427.72; 2-dr. sed., 
$2,373.72; 4-dr. hardtop, $2,498.72; 2-dr. 
hardtop, $2,434.72; conv., $2,649.88; re- 
tractable hardtop (V-8S standard), §$3,- 
162.69. Station Wagons 2-dr. 2-seat 
Ranch Wagon, $2,396.76; 2-dr. 2-seat Del 
Rio Ranch Wagon, $2,503.24; 4-dr. 2-seat 
|}Ranch Wagon, $2,450.76; 4-dr. 2-seat 
Country Sedan, $2,557.24; 4-dr. 3-seat 
Country Sedan, $2,664.24; 4-dr. 3-seat 
Country Squire, $2,793.90. ‘Thunderbird 
(V-8 standard)—2-door hardtop, $3,630.85; 
conv., $3,913.85. 


| EMPERIAL — Imperial—4-dr. sed., $4,- 
| 945; 4-dr. hardtop, $4,945; 2-dr. hardtop 
| $4,838.50. Crown—4-dr. sed., $5,632; 4-dr. 
| hardtop, $5,632; 2-dr. hardtop, $5,388; 
conv., $5,758.50. LeBaron—4-dr. sed., $5,- 
968.50; 4-dr. hardtop, $5,968.50. (Torque- 
Filte, power steering, power brakes stand- 
ard on all models.) 


LINCOLN—Capri—4-dr. sed., $4,951; 4- 
dr. hardtop, $4,951; 2-dr. hardtop, $4,803. 
Premiere—4-dr. sed., $5,565; 4-dr. hardtop, 
$5,565; 2-dr. hardtop, $5,318. (Turbo-Drive, 
power steering, power brakes standard on 
all models.) 


er egy ‘Y¥—Moedalist—4-dr. sed.. $2,617; 
| 2-4 sed., $2,547, Monterey—4-dr. sed., 
$2, 721; 2-dr. sed., $2,652; 4-dr. hardtop, 
$2,840; 2-dr. hardtop, $2,769; conv., §$3,- 
081. Montelair—4-dr. sed., $3,236; 4-dr. 
hardtop, $3,365; 2-dr. hardtop, $3,284; 
conv., $3,536; Turnpike Cruiser 4-dr. 


529.50; 2-dr. sed., $2,448.75; 2-dr. hardtop, | 


$2,941.50. | 
hardtop, | 
Custom | 


2. | 


$107 for station | 


hardtop, $3,577; 
hardtop, $3,498. Park -dr. hard. 
top, $3,944; 2-dr, hardtop, $3,867; cony,, 
$4,118. Station Wagons—2- -dr, 2-seat Com. 
muter, $3,035; 4-dr. 2-seat Commuter 
$3,105; 4-dr, 3-seat Commuter, $3,201; 2dr 
2-seat Voyager, $3,535; 4-dr. 2-seat Voya- 
ger, $3,635; 4-dr, 2-seat Colony = 
$3,775. (Multi-Drive Mere-O-Matic, 

steering, power brakes standard on os 


Turnpike Cruiser 2-dp 
Lane 4 


| Lane; Mere-O-Matie standard on Montelai, 


Voyager and Colony Park.) 
OLDSMOBILE — Series 88 — 4-dr. 


$2,837; 2-dr. sed., $2,772; 4-dr. hare 
| $2,971; 2-dr. hardtop, $2, 893; conv., $3. 
221; 4- dr, 2-seat stat. wag., ‘$3,284: 


" ddr, 
2-seat hardtop stat. wag., $3,395. Super 93 
—4-dr, sed., $3,112; 4-dr, aoe ate $3,339; 
2-dr. hardtop, $3,262; conv., $3,529 
2-seat hardtop stat. wag., $3, 623. Series s 
—4-dr. sed., $3,824; 4-dr. hardtop, $4,096; 
2-dr. hardtop, $4,020; conv., $4,300. det. 
away Hydra-Matic, power steering, power 


brakes standard on Series 98.) 
PACKARD — 4-dr. sed., $3,212; 2-dr, 
hardtop, $3,262; 4-dr. 2-seat stat. 


wag., 
$3,384. Hawk-—2-dr. hardtop, $3,995, 
(Flightomatic and power brakes are stand 
ard on all models.) 


PLYMOUTH—(Prices are for six-cylinder 
models. For V-8s, add $107.) Plaza—4-d, 


yed., $2,169; 2-dr. sed., $2,117.50; bus. cps, 
$2,028.25. Savoy—4-dr. sed., $2,304.75; 2 
dr. sed., $2,254.25; 4-dr. hardtop, §2. 


399.50; 2-dr. hardtop, $2,328.50, Bel 
—4-dr. sed., $2,439.75; 2-dr. sed., $2,388.99; 
4-dr. hardtop, $2,527.50; 2-dr. hardtop, $2, 
456.50; conv. (V-8 std.), $2,762. Fury— 
2-dr. hardtop (V-8 std.), $3,066.50. St» 
tion Wagons (Suburbans)—2-dr. 2-seat De 
luxe, $2,431.50; 4-dr. 2-seat Deluxe, §2 
485.50; 2-dr. 2-seat Custom, $2,553.25; 
4-dr. 2-seat Custom, $2,607; 4-dr. 3-seat 
Custom, $2,747; 4-dr. 2-seat Sport, §2- 
759.75; 4-dr. 3-seat Sport, $2,899.75. 
PONTIAC—Chieftain—4-dr. sed., $2,638; 
2-dr. sed., $2,573; 4-dr. hardtop, $2,792; 
2-dr. hardtop, $2,707; conv., $3,019; 4-dr, 
2-seat stat. wag., $3,019; 4-dr. 3-seat stat 
wag., $3,088. Super Chief—4-dr. sed., §2, 
834; 4-dr. hardtop, $2,961; 2-dr. hardtop, 
$2,880. Star Chief—4-dr. sed., $3,071; + 
dr, hardtop, $3,210; 2-dr. hardtop, $3,122; 
4-dr. 2-seat stat. wag., $3,350. Bonneville 
—2-dr. hardtop, $3,481; conv., $3,586. 


RAMBLER — American — Deluxe 2-dr, 


sed., $1,789; Super 2-dr. sed., $1,874, 
Deluxe Six—4-dr. sed., $2,047. Super Sir— 
4-dr, sed., $2,212; 4-dr. hardtop, $2,287; 
4-dr. 2-seat stat. wag., $2,506. Custom Six 
—4-dr. sed., $2,327; 4-dr. 2-seat stat 
wag., $2,621. Rebel V-8—Super — 4-dr. 
sed., $2,342; 4-dr. 2-seat stat. wag., §% 
636. Custom — 4-dr. sed., $2,457; 4-dr. 
hardtop, $2,532; 4-dr. 2-seat stat. wag, 
$2,751. — Super — 4-dr. sed, 


$2,587; 4-dr. 2-seat stat. wag., $2,881. Ca 
tom—4-dr. sed., $2,732; 4-dr. hardtop, §2- 
822; 4-dr. 2-seat stat. wag., $3,026; 4-dr. 
2-seat hardtop stat. wag., $3,116. 
STUDEBAKER—Scotsman 6—4-<dr., 
$1,874; 2-dr. sed., $1,795; 2-dr. 2-seat stat, 
wag., $2,055. Champion 6—4-dr. sed, 
$2,253; 2-dr. sed., $2,189. Commander V4 
—4-dr. sed., $2,378; 2-dr. hardtop, $2,493; 
4-dr. 2-seat Provincial stat. wag., $2,644. 
President V-8—Classic 4-dr. sed., $2,639; 
2-dr. hardtop, $2,695. Hawks—Silver Hawk 
6 cpe., $2,219; Silver Hawk V-8 cpe., $2- 
352; Golden Hawk V-8 2-dr. hardtop, 
$3,282. (Overdrive standard on Golde 
Hawk. Heater standard on Scotsman.) 


sed., 





New Commercial Car Registrations, 


Six States for May, 1958-1957 






































District of Columbia ‘58) | 4% | 10} 56) 13 7 | | 6 14 * 
‘S7| | 16 7| 77 34 4 3 5 7|__34 

Iinois ‘ss | 852 31) 121} 689 131 479 55) 20 42) a; mw we 
‘57 1225 35} 184) ~=—1248| ~—215| ~— 433] ~—S tS] 22] S56} SB 90| 35% 

New Hampshire ‘s8 76) 4). s|~—«37 35) 12) 6) | 15 | m& 
‘S7 | _179/ | 2} i127] 40) 65) _—i3?| 5] 12| 38 16) 

North Carolina ‘S83 | 71 1! 38) 317) 89) bs] 5S 5| 30 18 22| a 
'S7 | _7i7 Wl 84 592) 110 155} » 10} 26 20) ii) im 

South Carolina ‘58 | 208 30) 158 36 66 %| 3| H | 9} 
‘57 | _204] 1 33} 32! 41| 71\ 13} 5 6 7|_ 7m 

Wyoming "58| 78} | 20} 6! 3% 38| 3} 2) a 12; @ 
sia ‘57| 9) st} stra] as} 8} Ss} S|], ]C| 
Six States Reported “58) 2008 2 233) «1334 x! 725; —«*168) % rd il 162; 3 
_To Date for May ‘57| 2612 48; 354) 2491 465 794) 113) 49 122 145 133) 73% 
Year w = 77723 962| 12735) 63155 ool eel 1 ISL! | 4006) 6206 9005| 225658 
To Date : 95592 1232} 16288) 85237) 22228) 30254) 4345) 2709; 5394) 7401 sest| 2705 
“The information contained in this report has been compiled from official state documents, Every reasonable precaution has been 
exercised to insure accuracy of this report to the extent of the registrations received and tabulated at oo time the report is published. 


R. L. Polk & Co, cannot assume any liability by reason of inaccuracies or omissions.""—R. L, 


Polk & C 



































Chev- | Olds- | Pon- .M. 

rolet |mobile} tiac |TOTAL| ard 
Idaho ‘58 2 3| % 13 u 10 7 125 i ais | i2| 1a) | 3M 94 2 364 94 107 701 2| 14 16 152; 1 
‘57 69 72\ 24 i 2 77 145 364 & 106| 478 131] 46 338 84 112 7i1 ae 2% 42| _ 1615 
New Hampshire 98 il a1 17 s| 15 4 156, 238 335 .. & ‘| a 400 62 29 a 57 61 629 I 25 26 201; 1608 
‘57 73 7 2 7 16 75| «183 a 431 a. 4 523| 108 31 97 135 851 3 38 Al 98| 18% 
North Carolina "58 174 20 14,6? | 6 24 ol a - Y 3 1A2| 1826 | 1980/1706; = 466 328| 3134 3 5! of 241| 6238 
"57 106 17 123 124 4 116 743 ior 2478) 42 345| 2865 642 190} 2108 508 469| 3917), 75 80 97| 8383 
South Carolina 58 eI 9] - 25) 4 23 78 | el 383/667 We i 70 7é4| «201 “| 790 151 143| 1351 16 16 221; 208 
‘57 2 7 3% 54 17 53| 108 621] 1218 i _ 168} 13% 336 87| 1047] 219 234| 1923 4 32 % 79\ 40% 
Wisconsin S| 888 13 901 | a a 3 a nl ~ 1164) 2165 n Z| 252 2531 666 237; 2570) 664) 528 | 4665 i 9 7] 396| 975! 
‘57 68! 8 = 223 62 s 600} 1065} 2182) 3285 67 646} 3998] 100! 277| «3227 919| 723) 147 16 148 real m0! 1340 
yoming ‘58 43 | 7 21 59 6 166 4] | | s217 al 19; 238 51 48 = 4 - 2 46, ob 
‘57 33 2 E 20 ! i 58 105 201 = 6 78 377 75 27 307 80 69 2| i3| 19 11] = 1208 
Six States ‘58 1384 i a zi] 206 566| 1804 fi - 102 oF 6129; 1524 573! C 1216| 10883 8 198 or 59| 22787 
Reported for May 57 991 1035 467 138} 457 an 2630| 48? 139 1429] 9637| 2293 ant 7507 1742| 14107] 31 335} 366 30608 
Year ‘58, 45801) 3351) 49152 east 6125 Saal ae 132428) 225977) ures waa 11305 46776 PT = ae 426050| 114069| 83512| 768982| 1193| 13676| 14869| 94969/ 1557055 
To Date 57| 33554/ 3064) 36618 12147 203863| 383596; 50077! 14328 96183} 611282] 152879] 50082| 467819] 138647| 115246! 924673) 2335} 20810] 23145| 48802| 2028116 


“The poonmetee contained in this report has been compiled from official state documents. 
this report to the extent of the registrations received and 


precaution has been exercised to insure accuracy of 


Every reasonable 


tabulated at the time the re 
inaccuracies or omissions.""—R, L, Po ‘ 





The 1957 figures for Nash and Hudson are included in the Rambler total. The 1957 figures for Continental are included in the Lincoln total. 
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LCOA ADS PERS WADE Y0 l) H CUSTOM ERS that Alcoa® Aluminum means extra value at no extra cost in new cars. 
s « oe Jalk up this powerful new sales feature with all your prospects. 


| | 
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| 
| 
' 
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Photographed by Mark Shaw. Costume vy Galanos 


Alcoa Aluminum keeps the love light bright for your Imperial 


The day will come when filling station attendants are hard that makes aluminum sapphire-hard for immunity to weather, 


pressed to find space for another lubrication sticker on the _ road salt and time. 

door post of your Imperial. Time may have passed, but beauty Alcoa Aluminum is the “accent to elegance” in exterior 
—never! For reassurance, look at the Alcoa® Aluminum trim. tyes anal taterios appointments—the assurance of top power 
and performance in mechanical parts—for all fine cars. And 
it adds not a penny to cost! Look for aluminum in your next 
car. Aluminum Company of America, 1846-F Alcoa Building, 
Pittsburgh 19, Pennsylvania. 


From the shining tracery of the grille to the radiant rear 
deck ornament, in headlight moldings and the sheen of the 
instrument panel, pristine glamour still endures. No pitting, 
peeling or ugly stains, for Alcoa has an art called anodizing 


Alcoa Aluminum...for gleam and go! 





What's New... 


AUTOMOTIVE NEWS, JUNE 23, 1958 


In Parts and Accessory Distribution 


Gray Equipment Receives 
Fourth Monroe Sales Award 
MONROE, Mich.—Gray Equip- 


ment Co., New York City, has been 
given Monroe Auto Equipment Co.'s 
distinguished distributor award for 
the greatest sales volume in the U.S. 
It was the fourth time Gray 
Equipment has received the award. 
| 

j 


> * 


NSPA Directors 
Rap ‘Fleet’ Sales, 


Discount Houses 


CHICAGO.—Although it believes 
that discount houses always will be 
present in one form or another, 
the board of the National Standard 
Parts Assn. feels the problem can 
be lessened for automotive whole- 
salers if manufacturers exercise 
stricter supervision of their dis- 
tribution policies. 

The board noted that the fault 
sometimes lies with wholesalers 
who release surplus stocks through 
discount houses. Manufacturers 
were urged to “tighten their pro- 
grams so their wholesalers are 
compensated only for legitimate 
distribution sales in order that in- 
filated quantities reported by some 
wholesalers can be stopped.” 

The NSPA directors also reported 


Letesbox 


(Continued from Page 10) 

uct instead of deal or be replaced. 

The automobile salesman of to- 
morrow must be vital, intelligent 
and ve. He must know his 
automobile; know how to present 
it to the public; know how to make 
a selling demonstration; know en- 
ough about competition to make 
competitive comparisons and be the 
type of man who enjoys the better 
things in life and is willing to put) 
forth the day-in and day-out effort 
to secure them. 

Another factor that should re- 


ward a higher gross per unit 
delivered. 

Therefore, it is ruinous for deal- 
ers to permit sloppy appraising. 
No longer should appraisers be 
permitted to walk around a car, 
kick the tires and make a guess 
as to its value. True value and 
condition must be established by 
driving and making a thorough in- 
spection of the car. 

An appraisal sheet should be 
recorded on every car appraised. 
The appraisal sheet should be 
fully and completely totalled, es- 
tablishing in plain figures the 
amount of reconditioning neces- 
sary to place the car in salable 
condition—condition that will bring 
top price on the used-car market. 

Every car appraised will not be 
the type of merchandise the dealer 
wishes to retail. Nevertheless, every 
car should be appraised to deter- 
mine when the car is received in 
stock whether it is to be whole- 
saled, sold “as is” or retailed. 

By a systematic method of ap- 
praising, the fate of every car 
accepted in trade is established 
when the car reaches the dealer's 
used-car department. If it is to 
be sold “as is,” it can be washed, 
checked for lubrication and 
placed on the used-car lot. 

If it is to be wholesaled, it can 
and should be disposed of in 24 
hours. If it is to be sold at retail, 
it should be placed in the “works” 
immediately for the necessary re- 
conditioning. 

The retail automobile business 
has hit the skids before and made 
a comeback. There are just too 
many fine dealers in the country to 
let it go down the drain. Given an 
even break in honest merchandising 
programs and above-the-board ad- 
vertising, the legitimate dealers will 
soon have the business back on a 
high plane—G. W. Branor, 4015 
Zelar St., Tampa 9, Fla. 


that the problem of some makers 
selling direct to “so-called fleet ac- 
counts” at wholesaler, or lower, 
prices continues to crop up from 
time to time. 

The board unanimously reaf- 
firmed its 1956 resolution which 
called the attention of manufac- 
turers to the difficulties experienced 
by wholesalers and recommended 
that these practices be discontinued. 

+ * * 


| Outdoor Merchandising Aids 


ST. LOUIS.—Barrett Equipment 
Co. announced it is offering a wa- 
terproof, 26 by 40-inch heavy gauge 
metal curb sign and point of sale 
kits for attaching to curb signs 
advertising brake service. 

a * * 


New U. S. Firm Handling 


British-Made Lubricants 


CLIFTON, N. J.—Formation of 
Molyspeed Corp. to sell and dis- 
tribute British molybdenized auto 


engine lubricants has been an- 
nounced by Stephen Gensinger. 

He said the firm now is distribut- 
ing the products in seven states 
and hopes to extend its operations 
from coast to coast by the end of 
the year. The lubricants are made 
in England by Rocol, Ltd. 


t > > 


Exhaust Institute 
Votes to Limit 
Show Participation 


CLEVELAND. — The Automotive 
Exhaust Research Institute has 
decided to participate with display 
or booth space in only one regional 
show per year. 

The one selected is that held in 
the city in which the annual con- 
ventions of the National Standard 
Parts Assn., Motor and Equipment 
Wholesalers Assn. and Motor 


Equipment Manufacturers Assn. 
are held. 

The institute said that regional 
shows had become so numerous 
that members found it “impossible 
to cooperate with all . .. distribu- 
tors by participating in all regional 
shows.” 

Members of the institute also 
voted against participation in all 
state and local shows, either by 
subscription to advertising space 
or booth fee. 

While local field personnel are 
free to take part in state and local 
promotions no member of the home 
office staffs will. 

* * + 


Brubaker Changes Name 


Of Automotive Inventory Firm 

DETROIT.—Rex R. Brubaker, 
owner of Automotive Inventory 
Service Co., has announced that 
the new trade name for his com- 
pany will be Automotive Inven- 
tory & Appraisal Co. 

Brubaker stated that he has 
changed his company name to 
more closely associate the name 
with the work actually performed 
by his organization. 

Braubaker advised that, in ad- 
dition to continuing to perform 
physical inventories of parts and 


~ Lee A 


...for the sign on the showroom 


—. 


accessories, his company will 
also make appraisals of furni- 
ture, equipment, machinery, and 


tools for the automotive trade, 
* * * 


Bostrom Changes Name 

| MILWAUKEE.—Directors of 
Bostrom Mfg. Co. have voted to 
change the firm’s name to Bostrom 
Corp. Bostrom builds seats for 
trucks, tractors and earth-moving 
equipment, and Bostrom Research 
Laboratories, a division, studies the 
| effect of vibration on the human 
body. 


| Dealer Groups in Ohio, 


N. Carolina Elect Officers 


DETROIT.—Ed Stallings has 
been elected president of the 
Cabarrus County (N. C.) Aute 
mobile Dealers Assn., and Lowel 
Hamilton heads the Darke County 
(O.) Automobile Dealers Assn. 

Other officers of the Ohio group 
include Leonard Shultz, vice 
president; Paul Wilson, secretary; 
Bill H, Wright, Don Smith, Ernest 
Banta, Earl Hittle and Red Elson, 
directors. Brady White was re- 
named secretary-treasurer of the 
North Carolina group. 


ee 


and the tail lights* on the car.. 
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At Detroit Media Party— 


No shop-talk here as John Cole, John H. Perry Associates; Jimmy Jones, Scripps 
Howard Newspapers, Inc.; Martha Ude, MacManus, John & Adams, Inc., and Art 
Terry, Kudner Agency, enjoy the 1958 media party honoring Detroit advertising 
agency space buyers. The party is given annually by the Detroit Chapter of the 
American Assn. of Newspaper Representatives. 


Affecti 


Factories and Dealers . 


Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

A new development which will 
enable newspapers to give their 
advertisers the advantage of 
magazine-type, full-color reproduc- 
tion has been announced by Young 
& Rubicam, Inc., advertising 
agency. It is called a “New Hi- 
Fidelity Color Process for Daily 
Newspapers.” 

The process makes it possible 
for newspapers to insert mechan- 
ically preprinted, four-color, full- 
page advertisements which are 
fed into the high-speed newspaper 
press from a standard roll. 

“In effect, it becomes a four- 
color fly sheet printed on both 
sides and a component part of the 
newspaper,” Aldis P. Butler, vice- 
president in charge of the Detroit 
office, said. “This new development 
makes available fine color repro- 
duction on a grade of paper su- 
perior to ordinary newsprint, and 
is expected ultimately to open up 
new fields for both advertisers 


and newspapers throughout the 
country.” 

In announcing the new develop- 
ment, Butler explained that it 
resulted from a 


“wedding of the| 


skills of the agency’s copy, art and | 


mechanical production depart- 
ments.” 
> * = 


Air Freight Map Available 

A map showing 503 principal air- 
port cities along the nation’s major 
air-freight networks has been pre- 
pared by Emery Air Freight Corp. 


It is intended principally for use 
by purchasing agents, traffic man- 
agers and traffic offices, sales and 
advertising people, expediters and 
engineering and manufacturing 
personnel concerned with the on- 
time delivery of parts, products 
and materials. 

The map also shows major Cana- 
dian cities on the air-freight net- 
work and the six gateways in the 


U. S. through which international | 
air freight flows to and from Eu-| 
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rope, Central and South America, 
the Far East and Alaska. 

Copies of the map may be ob- 
tained by writing Emery Air 
Freight Corp., 801 Second Ave., 
New York 17, N. Y. 


+ * + 


New Goodyear Campaign 


A campaign to announce a new 
safety principle that promises 
“No more roadside tire changing” 
is being initiated this month in 
two advertising mediums by 
Goodyear Tire & Rubber Co. 

The campaign will appear in 
June in four-color spread form 
in Life and Saturday Evening 
Post plus color pages in Look 
and Reader’s Digest. The cam- 
paign also will be pushed on net- 
work television via the Goodyear 
Theater on 121 NBC stations. 

= = > 


Dill Appoints Liggett 


Carr Liggett Advertising, Inc., 
Cleveland, has been named adver- 
tising agency for Dill Mfg. Co., 
manufacturer of tire valves and 
tire repair materials. 

* a * 
Names 


Paul Newman, formerly execu- 
tive vice-president and executive 
art director of Kudner Agency, has 
joined MacManus, John & Adams, 
Inc., as a senior vice-president and 
director of creative services. 

- > > 
| Edward G. Gallagher has been 
jappointed head of the creative 
| group in the Detroit office of N. W. 
| Ayer & Son. He joined Ayer in 

1950 and formerly was a member 
| of the copy department in Philadel- 
| phia. 

o > > 

William W. Shaul has been 
elected senior vice-president by the 
executive board of Ross Roy, Inc., 
Detroit, to succeed Carroll F. Sulli- 
van, who is retiring June 30. Shaul 
joined the agency as a copy writer 
in 1946. 


| Auto-Lite Offers 
\New Program to 
National Fleets 


| TOLEDO. — “Substantial savings 
| in electrical maintenance costs” are 
|mow available to fleet owners that 
| qualify for the new Auto-Lite na- 
tional fleet accounts program, ac- 
cording to Auto-Lite’s manager of 
fleet sales, Walter Miller. 
| The new Auto-Lite program 
| covers its complete line of automo- 
| tive replacement items including 
spark plugs, wire and cable, bat- 
teries and electrical service parts. 
Purpose of the new program, 
Miller said, is to make available to 
more fleet owners the operating 
advantages of balanced ignition 
systems engineered for top per- 
formance. 
| “Designed as a team, Auto-Lite 
l\ignition equipment works as a 
team to give balance power in all 
types of service,” Miller said. 
Auto-Lite also announced last 
week that it would present awards 
during the American Trucking 
Assns. convention in Cleveland, 
May 13-15 to winning firms in the 
annual safety contest staged by 
ATA. 


Car Warranty Appoints 
Gooch to Executive Post 
NEW YORK.—Eugene A Gooch, 
formerly an assistant vice-president 
of Universal CIT Credit Corp., has 
been elected assistant vice-president 
of Car Warranty 
Corp. 
Car Warranty, 
an affiliate of 
CIT Financial 
Corp., issues one- 
year guarantees 
that protect used- 
car buyers 
against costs of 
repair or replace- 
ment of major 
mechanical parts. 
Gooch joined the Eusene A. Gooch 
CIT organization in its automobile 
financing subsidiary in Minneapolis 
in 1936. 


Chrysler Honors Car City 


BALTIMORE.—Car City, Dodge- 
Plymouth dealership at 3229 Pu- 
laski Highway, has received a 
special training award from Chrys- 
ler Corp. in recognition of eight 
years of continuous participation in 
the Master Technicians Service 
Conference. 
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CAN DETROIT WN 


It’s a big question and everybody in the automobile business is anxious to know the answer... the question, of course, has many§,, t 


THE 


parts. For instance, if Detroit decided to try to make a small car, how long would it take one of the big companies to turn around 
and get into production . . . will it be 2 years ...3 years ... or 5 years? If Detroit decides to make a small car will it be a truly newpigg 
designed small car, or will it simply be a shrunk down version of a Detroit behemoth? The big part of the $64,000 question is— 
what will the price be? The answers to these questions are still unknown . . . but meantime Goliath, the German imported car, is here,hoin 


ready and willing ... the parts and service setup is working like a Swiss watch so a dealer doesn't have to worry about that phasend 


BELOW IS AN INTERESTING COMPARISON BETWEEN GOLIATH AND ITS tc 
THE DEALER, IN THE EASE OF OPERATION...THE INVENTORY YOU MUGR 


the GOLIATH h 
4 BODIES 


The new Goliath dealer only has to have 4 passenger car models in order to have a 
fully represented line. This would include the Goliath 2-door Standard Sedan. . . the 
Station Wagon . . . the Convertible, and the special Sports Coupe, the Goliath Tiger. 


— . _. a 


1 ENGINE 


Goliath is an imported car with an airplane type engine designed with front wheel ; 
drive ... it's manufactured by Borgward-Werk of Bremen, Germany... and, Mr. 
Dealer, remember the same basic engine is used for all models. Consider then the 
difference in your service problems between one engine and the 5 engines needed é 


by the comparative “small” U.S. car. 


PARTS & SERVICE 


The Goliath process of production makes the parts and service problem quite simple. 


af) Sg 


In addition, complete parts depots on the West Coast and on the East Coast plus#f 
a new parts packaging technique, gives the Goliath dealer a simple and inexpensive 


answer to his parts inventory and service problem. 


rr"), [a 


IF YOU WANT TO GO IN THE SMALL CAR FIELD...THERE| , 


THERE ARE A FEW KEY AREAS STILL OPEN 
BUT THEY ARE GOING FAST...IF YOU ARE 
INTERESTED WRITE, WIRE OR CALL 








| 
! AE i] . . 4 practical small car m= 


many 





..the sales promotion program is new... has been field tested... and works like a charm (get the Denver story for details). 
roundf But most important of all to you, Mr. Dealer, with every Goliath you sell there is a sure profit ...and the profit is big, much 
y newbigger than you probably imagine. 

/is—]} Equally important, Goliath is ready to put you, as a prospective dealer, into business immediately. The cars are available from 
here,boints of entry in Baltimore, New Orleans, Houston, Seattle, San Francisco and Los Angeles, and the line includes not only Sedans 


phasehnd Station Wagons but a special Deluxe new Sports Coupe called the “Tiger”. . . plus a full line of trucks and busses. 


ITS COMPETITOR. COMPARE THE ADVANTAGES OFFERED BY GOLIATH TO YOU, 
MUSARRY...AND THE MONEY YOU NEED TO GO COMPLETELY INTO BUSINESS! 


he U.S. SMALL CAR 


21 BODIES 


The U.S. car with 21 different bodies in the line makes it necessary for the average 
dealer to make a very substantial investment if he wishes to floor anywhere near the 
complete line ... but with Goliath the problem is 5 times as easy and 5 times less 


expensive. 


9 ENGINES 


The U.S. car with 5 different and distinctive engines gives the dealer an inventory 
and parts problem that is not only complex but highly expensive . .. with Goliath 


there is one engine and its operation and maintenance is simple and inexpensive. 


The U.S. car, with 5 engines and 21 bodies makes the parts and service problem for 
the dealer a hundred times more difficult than for the dealer who is handling the 
Goliath setup with its many, many less parts. Any experienced dealer knows that the 
cost of inventorying parts for 5 engines and 21 bodies is tremendous as compared 


with the relatively simple Goliath setup with 1 engine and 4 bodies... 





E] ONLY ONE WAY TO Go...GO GOLIATH! 


GOLIATH ui 


ROBERT H. PETERSON—President 
1047 BROADWAY AVENUE @ BURLINGAME, CALIFORNIA 
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Beaufort (S. C.) Dealers 


Elect Smith President 
BEAUFORT, S. C.—The Beaufort 
Automobile Dealers Assn. has been 
organized with Roy Smith as presi- 
dent. Smith heads Roy Smith 
Pontiac-Cadillac, Inc. 
Other officers are Albert Sweat, 
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Coastal Chevrolet Co., and Skipper 
Von Harten, Von Harten Brothers 
Motor Co. (Chrysler-Plymouth). 


Sterling Takes Peugeot 
Sterling Motors, 732 N. Pear, 
Dallas, has been appointed dis- 
tributor for Peugeot. 





FORD—GM—CHRYSLER 


@ LOW PRICES 
@ TOP QUALITY 


BUICK 1949, Series 50, 70, Super, 
PMP 3856 
CHEVROLET 
PMP 8040 
PMP 8041 
8710 


53, 
P150- 


8989 
except Conv. & 


5230 
5231 
5232 
5233 


1954, 8 Cyl., All Models 


Wagons 
Truck, 1948-53, 6-8 Cyl., 


1949-51, 8 Cyl., All Models 

Custom & Medalist 2 Dr. Sed., Cust. 
» Single Exheoust 

1956, 8 Cyl., Montclair, Monterey, Dual Exhaust sys..... 

1955, 8 Cyl., MC Custom Single Exhaust System 

1955, MC, Montclair, Monterey Dual Exhaust System.... 


"PONTIAC, 1934-54, All Models 


1956, 8 Cyl., 
4 Dr. Sed. & 


KAISER, 1946-47, All Models 


FRAZER, 1947-48, All Models 
PONTIAC, 1955, All Models 


1952-56 8 Cyl., Series 605, 4 Dr. Sed. 


Series 62 All (Rear) . 


1954 8 Cyl., MB (Exc. Monterey Conv.) 160 HP 


1955-56 (8) Single, Exc. Conv. 
DESOTO, 1956 (8), Firedome, S-24, Firefiite and Estate 


w Factory Equipped dual 
DODGE, 1956 (8). Dé3-1, D-63-3, Coronet, Cust. Royal, 


Royo! Lancer, Exc. Conv., 


1950-52, All 1953, Series “, Special coceee sreccccenvescoensoees .-$13.00 $ 5.10 


49-52 Pass. except Conv. Standard Shift 
50-53 with power glide except Conv. 


Truck 1950-56, 6-cyl., '/2-2 Ton, All GMC Truck, 1950- 
; 1., Va-%q Ton, FC 100, FC 150, 100-22, 150-22, 


54-57, 6 & 8 cyl., Pass. and Station Wagon 
Duals 


49-53, 6 & 8 Cyl., All Models 1954, 6 Cyl., All Models . 
Fairlane, 55, 56, All Models 


55, 56, 8 Cyl., Except Fairlanes, Conv. & Station 


MUFFLERS 


List OuR 
PRICE COST 


Roadmaster 


7.70 3.25 


9.10 4.10 
5.25 


11.60 5.25 


5.25 
4.35 


11.60 
9.10 





duals 


PLYMOUTH, 1956 (8), P-29 — Savoy, Belvedere, 
Factory equipped duals 


Exc. Conv., 


PLYMOUTH, 1949-56 (6), Exc. Conv. Cpe. 
DODGE, ery (6), Exe. Roadster 


Conv. 


Cpe. Sedon 
DESOTO, 1949-52 (6), Exc. Conv., Cpe. 


& 8 Pass. Sedan 


All Prices F.O.B., N. Y 


a. 1949-52 (6), Exc. Conv., Cpe. 
Sedan 


Slocum 6-8501 
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Toyopet Girds for July Debut 


(Continued from Page 8) 


duced in the U. S. in September or 
October, and a four-wheel truck 
similar to the Jeep will follow if 
the market calls for it, Hansen 
added. 

The sedan is 14 feet long, more 
than five feet wide and five feet 
high. There is a modest amount of 
chrome trim, and foam rubber 
cushions are covered with pleated 
leather, Hansen said. 

Options include a push-button 
radio, heater, white sidewall tires, 
fog lights, backup lights and 
electric clock, The car weighs 
2,670 pounds, uses 640 by 15 
tires and has a modern design, 
short stroke four-cylinder 
overhead-valve engine with a 
bore and stroke of 3.03 by 3.07 
inches. 

In this country, T. Kobayashi is 
executive vice-president and treas- 
urer of the importing company, 


and president of the distributing | 


organization in Hollywood. George 
S. Hattori is secretary of the import 
firm and vice-president of the 


| distributing company. 


Other members of the new organ- 
ization are Frank J. Mullen, former 
Los Angeles Lincoln district sales 
manager, who was named South- 


western regional manager, and| 


John N. Miner, former Northern 
California Pontiac district manager, 
who is Northwestern regional 
manager. 

Miner plans to open North- 
western regional offices in San| 
Francisco, with a parts depot to 
follow. 


|imported monthly. 


|cessories in the U. S. has reached 





Floyd Frakes has been appointed | 


Toyota administrative manager. He 
came to Toyota from Lincoln- 
Mercury, where he was in charge 
of Los Angeles distribution. 

* > > 


Peugeot 


Nae percent of the first ship- 
ment of 485 Peugeots intro- 
duced in the West were sold within 
four weeks, according to John L. 
Green, president of John Green 
Corp., Renault and Peugeot dis- 
tributor. 

The French cars were placed on 
sale May 10 in California, Arizona, 
Nevada and Utah. The car’s ac- 
ceptance was above expectations, 
Green said. 

Green said his firm will receive 
a fourth of the 6,000 Peugeots 
scheduled for delivery to the U. S. 
this year. Monthly shipments to his 
dealers will continue at a short 
rate the rest of the year, he added. 

> > * 


Ford International 


ONSOLIDATION of the Harbor- 
side (N. J.) export facilities of 
Ford Motor Co.’s international di- 
vision has been announced. Export 


Holleran Wants 
Trial for 4 Thefts 


ANN ARBOR, Mich.—Arraigned 
on a charge of a single car theft 
here, Anthony U. Holleran made no 
plea in Washtenaw County Circuit 
Court last week and requested 
trial for thefts of four cars from 
this town near Detroit. Examina- 
tion was continued. 

Holleran is believed to have 
stolen more than 70 cars in a 2%- 
year period between his release 
from a Federal theft sentence and 
his arrest here June 6. 

Authorities tracing his nation- 
wide activities have established 
that he resold at least 29 later- 
model Chevrolets to western 
dealers. 


Importer Sued 
By Renault Dealer 


CHICAGO. — Renault, Inc., im- 
porter of the French auto, was sued 
for $1.5 million by a Chicago dealer 
who said the New York firm failed 
to deliver cars under a 1957 agree- 
ment. 

In its suit, S. H. Arnolt, Inc., 
charged that Renault, Inc., violated 
agreements to deliver 450 cars a 
month to Arnolt showrooms in 
Chicago. 

In New York, a Renault spokes- 
man said Robert E. Valode, general 
manager, was out of the city and 
the firm would have no comment 
until he returned. 





sales operations and supply serv- 
ices were combined under the 
managership of V. Z. Brink, former 
division staff executive, and re- 
named overseas distributors and 
export supply operations. 

Brink joined Ford in 1949 and 
served as assistant controller of 
the company; controller of the 
former Lincoln-Mercury division 
and assistant general manager of 
the aircraft engine division. 

In the consolidated activity, H. 
P. Valentine, former managing di- 
rector, export sales operations, was 
named overseas distributors man- 
ager, and D. B. Kitterman, former 
supply services manager, was ap- 
pointed export supply manager. 

+ ~ + 


Vauxhall 

ORE than 12,000 Vauxhall Vic- 
tors have been shipped to the} 

U. S. since Pontiac started market- 
ing the English car last September. 
Imports are currently running 
1,500 sedans per month. An addi- 
tional 500 station wagons are being 


In the first 15 months of produc- 





tion in Luton, England, 100,000 
Victors were built. | 
= = = | 
Renault 


ENAULT, INC., announced that | 
its inventory of parts and ac-| 

a total of $2 million, the largest | 
since its entry into the U. S. mar-| 
ket and $1 million short of its goal. 
The latest shipment to the cen-| 
tral parts depot in Brooklyn in- 
cluded new items for the Dauphine | 
and 4CV, Renault said. They range | 
from radios, antennas and chrome | 
grilles to glove-compartment doors 


and trunk mats. 
> * * 


British Motor Corp. 


A NEW range of seven-ton for- 
ward-control trucks has been 
introduced by British Motor Corp. 
To be known as the 702 models, 
they will be marketed under both 
the Austin and Morris insignias. 

The 702 features a cab which has 
a large wraparound windshield. 
Power unit is the BMC 5.1-liter 
diesel engine, developing 105 bhp 
at 2,600 rpm. The gearbox has four 
forward speeds, There is provision 
for a tire pump or power takeoff 
on the right hand side of the gear- 
box. 

Four models are offered on 150- 
inch wheelbases while three have} 
160-inch wheelbases. 

> = } 


Datsun 

ATSUN MOTORS, LTD., New) 
York City, announced that the| 
first Japanese Datsun cars are ex- 
pected to be shipped to dealers) 
from New York in August. 
The car, built by Nissan Motor) 
Co., Ltd., has a water-cooled, four-| 
cylinder engine, 7-to-1 compression | 
ratio, synchromesh transmission | 


Alabama Dealers 

Quote List Prices 

In ‘Buy’ Drive 
DETROIT. 


| 
j 
prices prevailed during the | 
Buy campaign in Birmingham, 








— Factory-suggested 


Ensley and Bessemer, Ala., accord- 
ing to Blaine Brownell, president 
of the Birmingham Automobile 
Dealers Assn. 

A novel contest was conducted in 
connection with the drive. Two 
helium-filled balloons were raised 
over Birmingham and Bessemer 
and each was raised one foot every 
time a new car was sold. 

A week’s vacation for two in 
Miami Beach was the prize for the 
person making the closest guess 
on how high the balloons would be 
at the end of the drive. 

A Middleton (R. I.) housewife, 
Mrs. E. Marie DiLeone, won the 
$1,000 first prize in the statewide 
“You Auto Buy Now” contest spon- 
sored by the Rhode Island Automo- 
bile Dealers Assn. 

Elson G. Sims, Vincennes (Ind.) 
Ford dealer, was the speaker at the 
dinner launching the Buy Now 
campaign in Bloomington, Ind. 

Nineteen foreign and sports-car 
dealerships participated in the 
Westgate auto show in Cleveland. 











and an 87-inch wheelbase. It lists 
for $1,799 P.O.E., the import firm 


said. 
A PROGRAM of recognition for 
those who have driven long 
distances in Mercedes-Benz ye. 
hicles has been extended to the 
U.S. after successful use in Ger. 
many and neighboring countries, 
Dealers are given honorary ping 
and diplomas to be presented to 
veteran drivers of Mercedes-Ben | 
cars and trucks. The first award 
is presented after 100,000 kilo 
meters (62,000 miles) with add. 
tional recognition for longer dis. 
tances. 





* * * 


Mercedes-Benz 


—=- 
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NEW CAR 
DEALERS || 


Investigate 
the profitable 


LEASING 


RENTAL 
BUSINESS || | 


- « « at enlightening 
3-day seminar that 1 
explores every facet of 
this adjunct of your 
dealer operation ‘ 


You receive a Certificate in Leasing 
and Finance on completion of work- i 
ing session that presents dollar-and- 

cents facts and jatest statistics on 
leasing and rental operations. Abso- ‘ 
lutely no obligation to join the na- 

tion's fastest-growing organization in | 
the field—the Cars Rental System. 

You pay $75 registration fee and ‘ 
travel expenses. All other costs—hotel 

room, food, etc. —paid by CARS. The 

Cars Rental System is now over 300 I 
dealers strong. If qualified to join, 

CARS offers you every business aid 

to commence operation. Phone col- 

lect or wire to attend seminar begin- 

ning July 8 in beautiful Fort Lauder- 

dale, Florida. LOgan 6-432!. 


CARS RENTAL SYSTEM, 
Inc. 
938 Sunrise Lane 
Fort Lauderdale, Fia. 
P.O. Box 7126 


NEW 
1958 





PENNANT 


CATALOG as 
New Designs—New Lower Prices S 
Mi 


Send for our free catalog illustrating 
the largest line of traffic stoppers ever 
manufactured under one roof. You get 
attention with Myrlo products. 


MYRLO CO. 


Dept. N, 1231 Main Ave. 
Cleveland 13, Ohie 


rices 


rating 
; ever 
y get 








VOLVO? 
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do well to think about 
sending out an artery for 


some “lifeblood” to pep 


up your volume. 


Investing in an Alma Mo- 
bile Home Franchise can 
be the transfusion that will 


get your capital out of its 
“so-so” ruf. 


More people are buying 
mobile homes to LIVE IN 
than ever before. And 
there’s a healthy increase 
in sales of the truly travel 
trailer, too . ... for vaca- 
tions, sports, and semi- 
retirement, 


As an established business 
operator, in an ideal 
>a into a 
high - volume, high - profit 
allied Alma Franchise — 
probably the finest fran- 
chise in the entire mobile 


home industry. 





























handle the car 
that sells itself 










Dealers report fantastic success 
Stories from the East and 
West Coasts. Public 

acceptance of this 
sensational Swedish- 
built 5 passenger 
family sports car 
has exceeded even 
the most optimistic 
Calculations. A 
gigantic national advertising, promotion, 
Publicity and merchandising campaign 
helps you ring up amazing profits. 


ACT NOW-— Dealership Franchises availabl 
to a limited number of qualified 
dealers in the following states: Alabama, 
Arkansas, Kansas, Louisiana, Mississippi, 
Missouri, Oklahoma, Tennessee and Texas 


for immediate information contact 
Mr. Nils Olof Sefeidt, President 


SWEDISH MOTOR IMPORT, Inc 


1901 Milam Street - Houston 2, Texas 
CA 4-9456 





| Cassville; 


| Broadway 


| Zenge, 


Fi 


re Upped in Tennessee Talk .. . 





Import Concern Point 
Now 10%, Nichols Says 


(Continued from Page 3) 
it possible for buyers to enjoy the, 


benefits of “this important economic 
service.” 

The TAA executive committee 
and board of directors discussed 
@ proposed sales finance and reg- 
ulatory law, but no action on it 
was taken at the convention. 
David P. Whelchel, TAA execu- 
tive vice president, said the TAA 
may sponsor such a law in the 
1959 Tennessee Legislature. 

M. B. Casler, of Birmingham, 
Ala., president of Liberty Motors 
and president of the Automobile 
Dealers Assn. of Alabama, spoke on 
“Profit Control.” 

Casler said the main objective 
should be to make a satisfactory 





Missouri Assn. 
Names 25 Dealers 


To Committees 


JEFFERSON CITY, Mo. — C. F. 
Coons, president of the Missouri 
Automobile Dealers Assn., last 
week named 25 dealers to MADA'’s 
active and stand-by committees for 
the 1958-59 fiscal year. 

The committees and their mem- 
bers are: 

Budget and auditing — J. M. All- 
ton, Allton Automobile Co., Colum- 
bia, chairman; D. F. Riley, Riley 
Chevrolet, Inc., Jefferson City, and 
J. B. Knollmeyer, of Knollmeyer 
Motors, Linn. 

Legislative Riley, chairman; 
Q. J. Bernard, Bernard Motors, 
Inc., Lexington; G. V. Boyer, Galen 
Boyer Motor Co., Independence; 
W. C. Hailey, Bill Hailey Motors, 
O. N. Bell, Bell Motor 
Bowling Green; W. F. 


Co., Inc., 


| Mode, Shepherd Motor Co., North 


Kansas City; V. T. McMahon, Mc- 
Mahon Pontiac Co., St. Louis; C. H. 
Martin, Martin Motor Co., Spring- 
field, and Coons. 

Insurance — R. G. Bentrup, 
Motors, Inc., Kansas 
chairman; Martin; W. E. 

Lewis County Motor Co., 
Canton; M. A. Bloch, Mel Bloch 
Chevrolet Co., Rolla, and J. A. Gor- 
man, MADA secretary-manager. 

State traffic and highway—W. M. 
Robertson, R & S Motor Sales, 
Joplin, chairman; J. R. Taliaferro, 
Modern Motors, St. Joseph; L. P. 


City, 


| Francis, Francis Chevrolet Co., St. 


Louis; G. M. Thompson jr., Thomp- 
son Sales Co., Springfield; F. J. 
Tlapek, Lawrence & Tlapek, Inc., 
Perryville, and P. L. Beck, Phil 
Beck Motors, Inc., Troy. 

Convention — McMahon, chair- 
man; Francis; A. H. Roeper, Roe- 
per Ford Sales; C. A. Gilbert, Gil- 
bert Buick, Inc.; M. A. Dorn, M. A. 
Dorn Motors, Int., and Ben Linden- 
busch, all of St. Louis. 


Chrysler Dedicates 


Training Center 


SKOKIE, Ill. — Chrysler Corp.’s 
new sales and service training cen- 
ter, built to serve the company’s 
dealers in 16 Midwestern states, was 
dedicated last week. 

The Skokie center is one of a 
network of regional training cen- 
ters recently completed by Chrysler 


Corp. in key sections of the coun-| 


try. Similar training facilities for 
dealers’ sales and service personnel 


are located in Rye, N. Y.; Atlanta,| 


Los Angeles, Detroit and near Phil- 
adelphia. 

Chief speaker at the dedication 
was E. C. Quinn, Chrysler Corp. 
general sales manager. Other com- 
pany officials participating in the 
ceremonies included Henry L. Shus- 
ter, midwest area marketing direc- 
tor for Chrysler Corp.; L. W. Piot, 
the company’s sales training direc- 
tor, and Warren S. Hatch, director 
of the Skokie center. 


Fire Damages Garage 
GATE CITY, Va—The Virginia 
Motor Co. garage here was gutted 
by fire. Seven cars in the garage 
for repairs were destroyed. Loss 
was estimated at $100,000. 


net profit and at the same time 
earn the respect of fellow dealers 
in the community. 

“Market penetration is not one of 
my objectives,” said Casler. “I have} 
found that when I make a satis- 
| factory profit, my market penetra- 
|tion is high enough so it should 
| satisfy the factory.” 
| Casler said, “A used car has only 
|}one value and that is the cash it 
|takes to replace it on the open 
| wholesale market.” He said to 
allow “retail” for a used car saps 
| profits. 

He added that a dealer’s every 
department should stand on its 
| own feet profitwise. 
| Other speakers included James 
|E. Gheen, a humorist from New 
| York City and the group’s officers. 
| The group elected seven regional 
| vice-presidents: Memphis region, 
| John E. Stamps, Collierville; Jack- 
son region, Emmett Yeiser, Savan- | 
nah; Nashville region, H. Grady| 





Spann, Waverly; Columbia region, 
Fred J. Kittrell, Hohenwald; Chat-| 
tanooga region, J. E. Lawrence, | 


Chattanooga; Knoxville region, 
Roy Cruze, Knoxville, and Tri-| 
Cities region, Walter C. Adams, | 
Bristol. 





Autosports Limited has opened) 
temporary headquarters at 2802 
Kirby Drive, Houston. L. W. Smith 
is executive vice-president of the 
firm, which handles Triumph, Hill- 
man, Sunbeam and Rover. 





FIRST 
IN HOUSTON 


in Daily New 
Passenger Car 
Advertising Linage 


for 3 consecutive years* 


*Media Records 


W. P. Hobby 
Chairman of the Board 


Oveta Culp Hobby 


President 





you need 


THE HOUSTON POST 


to cover the Houston market 





Represented Nationally by MOLONEY, REGAN & SCHMITT 








IMMEDIATE OPENINGS FOR PARTS MANAGERS 





Join the SHAT-R-PROOF Space Patrol to defend against the “space dangers” of: 


Costly 


Auto Glass Breakage & Obsolescence 


Expensive Windshield Inventories 
e Valuable Space Tied Up in Storage 


Your local SHAT-R-PROOF Distributor carries 
a complete selection of the finest quality safety 


Let him stock your auto glass for you and save 
you time — money —and space. 


glass for every American and foreign car. 


IN YOUR PARTS DEPARTM 


SHATTERPROOF GLASS COI ‘ Sei Tie tall 

. a 7. 
Te ‘ve Drasian.. : are 
: x 4 
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N. Y. Dealers Sweating Out °58s 


(Continued from Page 8) 


public for our cars. Unless Detroit 
gives us all something really dif- 
ferent, I don’t believe business will 
be any better for any of us until at 
least 1960. 


“That’s actually what’s missing 
from the market. No one has any 
enthusiasm. The dealers and 
their salesmen lack any enthusi- 
asm, and the public doesn’t be- 
come enthusiastic all by itself.” 

Dealers apparently have found 
few 1955 customers reentering the 
1958 market. Although many 1955 
buyers have completed car pay- 
ments, they find many things con- 
tending for their money today, 

much of which is not postponable. 


Dealers find auto price increases, 
lack of overtime in almost all lines 


of work and excess caution during|are being traded on domestic cars. 


this recession keep customers out 
of the auto market. 

It appears to be generally ac- 
cepted that the auto market will 
not strengthen perceptibly until 
the ’60 models are introduced. 

Several dealers have been watch- 
ing a recent development with 

keen interest. They report that an 
increasing number of foreign cars 





Atlanta Edsel Deal Folds 


ATLANTA. — Hills Motors, At- 
lanta’s only Edsel dealership, has 
gone out of business. The property 
at 3483 Peachtree Rd., N. E., now 
is occupied by Tom Smith Motors, 
Inc., a new dealership handling 
Chrysler, Imperial, DeSoto and 
Dodge. 
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WORCESTER 
E.B.I. 
$1,039,790,000 

2nd Market in Massachusetts 


with 2 91.9% coverage 


by the Telegram-Gazette 
Daily circulation 162,449 
Sunday 


* 
® Audit Dec. 31, 1957 


METROPOLITAN WORCESTER COUNTY MARKET 


105,300 













= eee. Sales % Increase 
(Gains) since 1950 

Population 587,000 UP 7.5% 
Retail Sales $649,594,000 UP 53.5% 
Grocery Sales $169,405,000 UP 26.6% 
E. B. I $1,039,790,000 UP 53.4% 
General Merchandise 973,000 UP 39.1% 
Drug Store Sales 858,000" UP 105.8% 
Bog fle Qt Ooh exe er sats 


The Worcester 
TELEGRAM ano GAZETTE 
WORCESTER, MASSACHUSETTS 
Howard M. Booth, Publisher 
MOLONEY, REGAN & SCHMITT, Inc. 


National Representatives 


Two dealers in particular were 
talking about the large number of 
1958s they had taken in trade on 
new 1958 domestic models. One 
American Motors dealer reported 
that in one month he took six 1958 
foreign cars, from sports to family 
cars, in trades on 1958 Ramblers. 


A Ford dealer reported that dur- 
ing May he took five foreign sports 
cars and three family cars in trade 
for 1958 Fords. The sports cars 
were not traded in on Thunder- 
birds, as might be assumed, but 
went for comfortable hardtops, the 
dealer said. 


“I guess that when the new 
sports car arrived home, and the 
wife took a look at it, or after 
the guy had driven it for a few 
hundred miles, he realized that 
he was trading comfort for work. 
In the case of the family cars, it 
was simply a matter of comfort. 


“Sure the people who bought the 
little family cars had originally 
gone after them from the stand- 
point of economy, but just as soon 
as they realized that the economy 
hard, they lost their enthusiasm 
for them.” 

“Once you have been accustomed 
to American comfort,” said the 
Rambler dealer, “It’s pretty hard 
to get accustomed to the work in- 
volved in driving an economy for- 
eign car. Listen, I sell them here 
too, but for comfort they can’t be- 
gin to compare to our Rambler. 
And frankly from the standpoint 
of workmanship, they don’t com- 
pare either.” 

Most dealers agree that the 


average man caught in heavy 
weekend traffic with a standard- 





shift import car, in which from | 


an hour to three-quarters of an 
hour is spent shifting, is not hard 
to convince once inside a show- 
room that an American auto- 
matic shift is the answer to his 
tired, aching shoulders. The joy 
of driving in traffic is actually 
the ability to do as little work 
as possible, they say. 

A Ford dealer has suggested that 
every factory spend some time on 
changing the gear ratios and the 
rear axle on the stripped-down 
model in each line, in order to give 
the American a real opportunity to 
buy an American “economy” car. 


“The automobile will naturally 


not have the performance of our'| 


bigger models, but it will give true 
economy,” he said. “It would be no 
problem at all for us to offer a 
Ford which would give between 25 
and 30 miles to the gallon of gas. 
And we could offer the additional 
luxury of great comfort and the 
other factors which go to make up 
the American car.” 


Dealer Sues Fiat, 
F. D. Roosevelt Jr., 
For $9.2 Million 


NEW YORK.—Seeking $9,200,000 
damages, a Fiat dealer last week 
filed suit here against Franklin D. 
Roosevelt jr. Vincent Garibaldi, 
president of Fiat Motor Co. and 
three corporations. 


Dyke Cullum, of Texas and Mary- 
land, charged that the defendants 
had “schemed” to oust him from 
Roosevelt-Cullum Motors, an auto 
distributor partnership he shared 
with Roosevelt at 1001 Connecticut 
Ave., Washington. 


The company is said to be in the 
process of liquidation. 


The partnership was, until March 
10, an authorized distributor of Fiat 
cars in the southeastern part of the 
U. S., Cullum said. 


Companies named in the suit are 
Fiat S. P. A.; its wholly owned 
subsidiary, Fiat Motor Co. and the 
Roosevelt Automobile Co., 598 Mad- 
ison Ave., N. Y. 


Minnesota Convention Set 


MINNEAPOLIS.—The Minnesota 
Automobile Dealers Assn. will hold 
its 39th annual convention Sept. 8-9 
at the Leamington Hotel here. John 
Woodhead (Ford), Minneapolis, is 
convention chairman. 


Dealers Launch Sales Promotion— 


Auto dealers in Waltham, Mass., shown 
“You Auto Buy Week" 
porade was repeated every day at noon. 


with Mayor Austin Rhodes, launched their 


with a 33-car cavalcade through downtown Waltham. The 


UAW Bargaining Drags On; 
12 Other Unions Settle 


(Continued from Page 8) 


Wednesday (June 18) because of, 


to painted automobile bodies.” 
The company said: “Employes, 
unknown to management, inflicted 
severe damage to painted surfaces | 
of finished bodies, requiring long | 
and costly repairs.” 
* e > 


|New Proposal in Seattle 


THE dealer front, a new 
proposal for ending the 83-day | 
strike of Seattle-area auto salesmen 
| has been made by Local 882, Auto- | = 
|mobile Salesmen’s Union. 


The proposal, drafted by Eu- 
gene Hauck, union president, and 
a 10-man committee of union | 
members, was submitted to Albin 
L. Peterson, Federal labor con- 
ciliator. 


The local, an affiliate of the 
Teamsters Union, and the Metro- 


| politan Automobile Dealers Assn., 





which represents 66 dealerships, 
disputed the extent and effect of 


|the return to work of some mem- 


bers of mechanical unions who had 
respected the salesmen’s picket) 
lines. 


“A few body men went back to 
work but 99.9 percent of labor is 
with us and we will win a decent) 
living for our men and those)! 
kindred workers supporting us| 
whose contracts expire in nine 
months,” Hauck said. 


The bulk of the other workers) 
idled by the strike are members of 
Machinists Local 289, Automotive 
Machinists Union, and Local 387, 
Auto Sheet Workers Union. About 
850 were employed before the 
strike. 


A dealer spokesman said a sur-| 
vey revealed that about 70 returned 
to work, and that the trend in that 
direction “appears to be continuing | 
daily.” 


B. F. Carpenter, Machinists | 
business representative, said he 
believed members of his union | 
were respecting the picket lines. 
About 400 are working at other 
jobs, while another 300 are draw- 
ing $30-a-week strike benefits, 
Carpenter said. 

The union contends the salesmen 
are being asked to take a pay cut. 
The dealers, on the other hand, say 
their proposal would increase the 
salesmen’s earnings. 

In the rubber industry, the United 


Rubber Workers has served notice 


| ; i ™ G 1 Ti Rubber Co. t 
meant they had to work pretty | 7st GM described as “sabotage|on Genera ire & Ru r Co. to 


reopen its contract for negotiation 
of wage increases and pension and 
insurance improvements. 

A union notice to reopen the 
agreement on wages scales also has 
been served on Seiberling Tire Co. 


URW negotiating teams are 
meeting with Firestone Tire & Rub- 
ber Co., U. S. Rubber Co., Good- 
year Tire & Rubber Co. and B. F. 
Goodrich Co. 


No Charge 
for Children 


Air-Conditioned Rooms 


Television and Radio 
Convenient Parking 
WOodward 3-7100 
Jerry Moore, gen. mgr. 


'* 
«* ‘ 
. 





NOTICE OF INFRINGEMENT 
from Crushproof Tubing Company 


Apparatus 
invented in 1953, On Sept. 21, 1953, and 


include garage exhaust tubing, commercial vacuum cleaner 


tubing, oxygen hose, other types of med 


to manufacture the first extruded, 
otherwise) corrugated tubing ever produced in the United States or 


spiraled, all-rubber Cgatietic or 


nada was 


on Aug. 30, 1954, patents were applied for 
in the United States and Canada, respec- 


oe 

¢ Patent No. 2,832,0% and Canadian 
Potent No. 556,467 on ‘apparatus for and 
methods of making corrugated tubing and 
the like were granted on April 29, 1958. 
From 1954 until the present, we have posi- 
tive knowledge that similar tubing has been 
manufactured on apparatus now covered by 
the above patents. 
Sole licensees under these patents are the 
Crushproof Tubing Company and Cyclovac 
Inc., of Cleveland and McComb, Ohio 
This is to serve notice that immediate lege! 
action will be taken against any and ai! 
infringing manufacturers. 
Products manufactured and sold by Crush 
proof Tubing Company and Cyclovac, Inc. 
, farm implement 
ical tubes and skin-diving tubes. 
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Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. 8, PRODUCTION ONLY) 
































Cars and Trucks, 
U. S. and Canada....110,027 


Week Week 
Ended Same Ended Output, 
Jane 21 Week, June 14, June, June 22, =, 21, 
1958 1957* 1958* To Date 1957* 
ER. MOTORS** 4,044 2,524 4,027 13,005 53,059 o7,508 
evavevecsoususmrentes 4,044 2,319 4,027 13,005 48,275 87,536 
15,050 27,562 11,911 38,487 690,211 298,454 
etereveteemesentwentee 1,350 2,287 1,359 2,812 69,432 28,427 
srceveteieumnnnest 250 788 212 462 23,316 7,364 
juitinideasceneenetronnvites 650 2,051 43 2,221 72,329 18,089 
sngusepesovevecteneevecenese 3,300 6,733 606 7455 162,179 52,134 
covsvanssvevesseress 9500 15,703 9,691 25,537 362,955 192,440 
D MOTOR*** ........ 18,370 32,349 18,700 52,072 976,911 560,986 
senesvevssuevenusvevevssses 155 pusndons 164 319 guccoeapes 6,766 
16,600 29,248 14,207 44,915 787,897 478,847 
geecunceusvouneseuenece 365 ‘ ~_ 367 1,126 22,599 14,550 
eves 1,750 3,101 3,962 5,712 165,971 60,823 
GENERAL MOTORS .. 43,837 55,612 43,453 128,872 1,488,694 1,174,117 
ee 3,979 6,924 4,261 12,168 232,437 129,096 
| een 3,200 3,349 3,219 8,353 $1,701 73,798 
a 27,700 §=31,202 §=627,207 = 81,148 §99761,362 682,275 
Oldsmobile .................. 5,593 7,616 5,474 16,661 220,808 172,218 
IID: ‘dispeenscsecensenatommaninns 3,365 6,521 3,292 10,542 192,386 116,730 
S&P CORP. 1,168 758 72 2,362 36,720 18,392 
Packard . 56 9 a 85 6,070 1,484 
Studebaker 1,112 749 72 2,277 30,650 16,908 
Total Cars, U. S......... 82,969 118,805 78,163 234,798 3,245,595 2,139,485 
‘Revised 
**American Motors’ totals for 1957 include Nash and Hudson production. 
**Ford Motor Co. totals for 1957 include Continental production. 
COMMERCIAL CARS 
(0. S. PRODUCTION ONLY) 
Week Week 
Ended Same Ended Output, Jan. ite Jan. 1 te 
Jane 2i, Week, June i4, June, June 22, June 21, 
1958 19657* 1968* To Date 1957* 1958 
6,200 7,392 6,087 18418 179,503 143,754 
130 109 123 352 2,361 2,651 
60 40 45 120 1,766 1,345 
inet 1,300 1,382 1,318 3,907 40,546 28,534 
4,370 6,596 4518 12499 177,341 110,357 
; . . 1,060 1,145 1,079 3,223 33,743 30,392 
RNATIONAL ...... 1,523 3,070 1,548 4,436 55,975 47,144 
j eee 285 343 264 823 8,740 7,183 
UDEBAKER 160 160 2 342 5,698 3,075 
WHITE*** 345 421 341 824 9,877 8,494 
WILLYS 1,785 1,436 1,865 5,505 31,636 39,305 
MISCELLANEOUS** 90 77 92 273 1,649 2,083 
Total Trucks, U. . 17,308 322,171 17,304 50,722 548,835 424,817 
” Total Care, Trucks, 
Uv. 100,277 140,976 95,467 285,520 3,794,430 2,564,302 
Total Cars, Trucks, 
Canada 9,750 10,067 10,000 27,740 251,279 206,132 
~ Grand Total, 


151,043 105,467 313,260 4,045,709 2,770,434 


includes Corbitt, Marmon-Herrington, Federal, Four Wheel Drive, 
—. a Reo and Sterling are included in White totals; rea dang 


oe. 8. i cin arin males arti eesti 


ew IRS Upset Brings 
e ,000 Refund to Texan 


DALLAS. —Another dealer vic- 

in the unbroken string of set- 

s for the Federal tax policy on 

er reserves was scored here 
week. 

A preemens of $17,024.01 was 

ed down in U. S. District 

J a behalf of Ken Pruitt 
of suburban Garland. 

No. Wederal District Court or 
Cireuit Court of Appeals has up- 
held the IRS policy of claiming 
taxes on funds held in dealer re- 
Serves. Several U. S. Tax Court 
decisions have favored the IRS, 

ever, 

Pruitt was awarded back taxes, 


Lhrysler Names Moock 


raining Center Chief 

LOS ANGELES.—Harry G. 

dock jr. has been named director 

Chrysler Corp.’s new West Coast 
ning Center in Anaheim, Calif. 
center, now under construc- 


tion, will serve 800 dealerships in 
Mine states and will have facilities 
for training 4,000 sales and manage- 
ment personnel and 1,600 service- 
Men annually. 


Moock has been an account exec- 


utive with Wilding Pictures Pro- 
ductions since 1954. Before that, he 


Ss with Grant Advertising, Inc., 
nd Ross Roy, Inc. 





plus interest, and the judgment 
prompted a blast at the IRS re- 
fusal to reverse its policy from 
J. N. Whitehurst, general manager 
of the Authorized New Car Deal- 
ers of Dallas, Inc. 


“The IRS should acquiesce and 
not require dealers to file demands 
for refunds and go to the trouble 
and expense of lawsuits when it 
seems a foregone conclusion that 
the dealer will win, if he does sue,” 
Whitehurst said. 


Whitehurst joined Dallas Pontiac 
Dealer John Hine, another success- 
ful claimant against the IRS, in 
recommending that litigation be 
initiated “without fail” where the 
IRS has denied tax refunds. 


“The prepayment of this tax 
which may never actually accrue 
too often jeopardizes a dealer’s 
working cash, when he needs it 
the most,” Whitehurst declared. 


The IRS has authorized appeal 
of Hine’s judgment to the Fifth 
Circuit Court of Appeals, which 
already has upset the IRS policy 
in the Texas Trailercoach case. 

Appeal of the Texas Trailer- 
coach decision to the U. S. Supreme 
Court, which has never ruled on 
the issue, is understood to be un- 
der consideration by the Justice 
Department. 


A Two-Million Second Half Seen... 


Tire Suppliers Brace 


mix mix FOr New Auto Cuts 


(Continued from Page 1) 


rector W. F. Billingsley at B. F. 
Goodrich. 

While B. F. Goodrich is import- 
ing odd import-tire sizes from its 
European plants, it is working up 
back-dated tire data to be ready 
for domestic production if war- 
ranted. 

The tire builders are anxiously 
anticipating General Motors’ and 
Ford Motor’s decision on smaller 
cars. Akron would not be greatly 
surprised if the auto designers 
select a 13-inch rim for the new 
lightweights, such as is now used 
by Opel, Vauxhall, Austin, Borg- 
ward and Metropolitan (Volks- 
wagen has 15-inch and Renault 
the only two-ply tire in volume 
on a 155 x 380 mm, size). 

Of course, the tire vendors will 
be ready with 13-inch sizes if the 
call for them comes from Detroit. 
They had 14-inchers on tap for the 
57 and ’58 models, although the 
more conservative minded here re- 
port somewhat gleefully that Buick 
and Cadillac have no regrets over 
staying at 15 inches. 

Cutting a mere inch off a tire 
specification on cars as heavy as 
the current U. S. crop creates brak- 
ing and heat problems which many 
dealerships have suffered with this 
year. Goodyear has gone to six-ply 
to handle the 14-inch rims on Im- 
perials. Use of 13-inch tires on 
lighter cars, however, presents no 
foreseeable problem to tire techni- 
cians. 

* as + 

LTHOUGH no rim measure- 

ments will be altered on ‘59 
models, the tire officials expect the 
1960's to bring further demands for 





alternations in basic tire require- 
ments. 

There is disagreement on the 
next major advancements, however. 
Several Akron experts doubt that 
the rim size will be shrunk further, 
save on special models, for five 
years or more. Others look for 13- 
inch diameters, and maybe even 12- 
inchers, to be commonplace start- 
ing with 60 models. 

Work on a spare-less tire pack- 
age as original equipment is pro- 
gressing under the watchful eye 
of Detroit stylists. Elimination of 
the fiftl-tire, spurred by Good- 
year’s Captive-Air strides, has 
moved from the “do it if you 
can” stage to the realm of a 
demand order for ’60 or ‘61 
models. 


This has imposed a severe strain 
on long-standing tire industry 
alliances with auto manufacturers. 
Whoever comes up first and best 
with a foolproof original-equipment 
four-tire package will get the 
business, tire builders have been 
advised, no matter what the 
supplier-customer relationships 
have or have not been in the past. 

. > = 


= tire companies are as con- 
fused as anyone about the 
growth of the foreign-car market 
in this country. 

Goodyear was the first to put 
foreign-car tires into production 
here, starting in March, 1954. 
Ninety-three percent of the cars 
now being imported can be fitted 
from a selection of 10 tire sizes 
currently in production, but the 
expansion of the import-car list 
may create additional production 
and inventory problems. 

At Firestone, it is pointed out 
that imports still account for a 
growing “fraction” of the overall 
market. 

On the other hand, the March 
and April surge in foreign-car 
sales surprised the tire forecasters, 

who had doggedly stuck to 300,000 
as the annual level at which import 
sales would be cemented. April was 
imports’ first 30,000-sales month in 
this country—a rate of 360,000 a 
year. 


J. T. Callahan, equipment sales| 


vice-president of B. F. Goodrich, 
avowedly is no small-car fan. He 
confides, though, that two of the 
company’s top officers drive Thun- 
derbirds and another a Jaguar. 
“Can anyone tell me what they 


left, 


see in those tiny cars?” Callahan 
asks. 
+ + = 

T= import trend has hit Akron 

hard—as auto-sensitive a town 
as one could find. Small and smaller 
cars are the talk, if not the 
business-provider that the tire in- 
dustry would like in a recession 


year. 
+ * * 


Production Notes 


And Gleanings 
T= Big Three could break the 
current labor-contract stale- 
mate, it is rumored, by keeping 
their 58 models in production and 
bypassing °59 changeovers until 
UAW President Walter P. Reuther 
breaks down his summer-long seige. 
Reuther ostensibly is waiting out 
the 59 changes as a pressure 
tactic .. 


Production of the hot-selling ’58 
Thunderbird has passed the 20,000 
mark, Ford visions claims nearly 
—_— unfilled orders for the T- 
Bird... 


Dodge General Manager M. C. 
Patterson confirmed the station- 
wagon boom at his division. Wag- 
ons are getting 13% percent there, 
compared with 10.7 percent last 
year... 


Chevrolet’s Toledo passenger-car 
transmission plant has phased out 
on ’58-model production and is 
closed until mid-July to prepare 
for the ’59 Turboglide run... 


Ford’s Kansas City assembly 
plant (counting the new and old 
ones) built the town’s 2% millionth 
Ford car. Only the Chicago and 
Rouge plants have produced 
more... 

American Motors and 
Studebaker-Packard both worked 
five days last week . . . The Texas 
and Georgia plants of Buick- 
Oldsmobile-Pontiac took a week 
off, but the seven B-O-P plants 
all were scheduled for operation 
this week ... : 

DeSoto was idle all week and 
Chrysler division one day—other 
Chrysler Corp. lines ran a full 
week . . . Chevrolet had four-day 
schedules in California and Georgia 
and six days at Tarrytown, N. Y. 

Ford plants were closed for the 
week at Dallas and San Jose, Calif. 
and Mercury at St. Louis and 
Metuchen, N. J. . . . Lincoln and 
Thunderbird worked six days at 
Wixom, Mich. Ford division's 


Louisville, Mahwah (N. J.) and 
Norfolk (Va.) units were down 
Friday. 


Chevy we Out 
39 Millionth Car 


ST. LOUIS.—Chevrolet produced 
its 39 millionth vehicle in the U. S. 
here June 11, a Corvette convertible 
painted Chevrolet’s special anniver- 
sary gold in commemoration of 
GM’s 50th anniversary. 

Plant Manager H. M. Lothringer 
said more Corvettes have been as- 
sembled to date this year — more 


than 5,000—than any comparable 
period in preceding years. 

Chevrolet-St, Louis has turned 
out nearly all Corvettes made since 
they were introduced in 1953. The 
first production line Corvettes were 
assembled at Chevrolet’s Flint plant 
in June, 1953. The St. Louis plant 
made its first Corvette Dec, 28 that 
year. 

Among those present when the 
milestone unit was completed were 
Missouri Lt.-Gov. Edward V. Long; 
Edward H. Kelley, Detroit, general 
manufacturing manager of Chev- 
rolet; Russell G. Ford, Detroit, 
manager of Chevrolet’s assembly 
plants, and A. J. Rouch, general 
superintendent of Corvette produc- 
tion at the local plant. 

More than 5,610,000 cars, trucks, 
and Corvettes have been shipped 
from the St. Louis plant since it 
opened in 1920, more than have 
been assembled at any one of 
Chevrolet’s other 11 assembly plants 
across the nation since the first 
Chevrolet was made in 1911. 

+ +” * 


Captive-Air Tires 
Due as Standard 
On Willys Model 


AKRON.— Dual-compartment 
Captive-Air Safety tires, marketed 
by Goodyear, will be standard 
equipment on 1959 vehicles pro- 
duced by four of the major motor 
companies, it is announced by 
Victor Holt jr., executive vice- 
president in charge of sales. 

Latest company to add Captive- 
Air is Willys, which is using the 
dual-compartment tire on a new 
model which soon will be intro- 
duced on a selective marketing 
basis. 

The tire also will continue to be 
standard equipment on 1959 three- 
seat station wagons produced by 
Chrysler (Windsor and New Yorker 
series), DeSoto (Fireflite and Fire- 
Sweep series) and Studebaker- 
Packard. Captive-Airs have been 
standard on the Chrysler and De- 
Soto vehicles since 1957 and since 
1958 on the Studebaker-Packard 
wagon. 

The tire is also listed as optional 
equipment on all 1958 and 1959 
Rambler and Ambassador models; 
optional on all other 1958 and 1959 
Studebaker station wagons, and 
optional on the Dual-Ghia sports 
touring car produced by Dual 
Motors Co., Detroit. 

Goodyear recently announced 
that it has adapted its several 
lines of premium tires to accom- 
modate optional! installation of 
Captive-Air steel-cord safety 
shields. 


Ford-Memphis Closed, 


Plant Put on Block 


MEMPHIS. — Ford Representa- 
tives have started to show inter- 
ested manufacturers through the 
division’s 420,000-square-foot assem- 
bly plant here. 

The plant closed last week after 
it had produced 1,573,709 cars dur- 
ing the past 34 years. Company 
officials announced the plant would 
close several weeks ago, saying it 
was too small and could not be 
modernized. 2 

Price tag on the plant is reported 
at $1% million. Robert S. Lawson, 
a member of Ford division’s prop- 
erty management staff, will show 
the plant to prospective purchasers. 


(Teorland YR 
DEALER COUNCIL ss Saeed 
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Pontiac's Cleveland Dealer Council— 
Dealers elected to Pontiac Cléveland Zone Dealer Council include, top row, from 


Herman Marte, Columbus; Harry Arthur, Cleveland Heights; A. J. Campana, 
Youngstown, council chairman; Louis Newman, Cleveland, and Calvin D. Wible, Medina, 
council secretary. Front row: John F, Malone, Cleveland zone manager; Charles W. 
Birdsong, Mt. Gilead; Chester C. Adams, Cadiz, and Frank Carter, Cuyahoga Falls. 
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2nd High est Total in History... 


4.8 Million 


Vehicles 


Scrapped in *57 


(Continued from Page 1) 


the first time scrappage ever had 
flirted with the five-million figure. 


* * + 
E 1956 car total was also a 
record and was the first time 
that auto scrappage had topped 
four million. The truck-bus figure 
trailed the 652,000 units junked in 
1951. 

Compilation of the 1957 estimate 
stirred speculation about the scrap- 
page picture in 1958. 

Each of the last two years has 
seen nearly six million new cars 


Cadillac to Host 


Dealer Council 


DETROIT. — First meeting of 
Cadillac’s 1958 distributor - dealer 
council will be held here June 
24-26, it is announced by Fredric H. 
Murray, general sales manager. 


The newly-elected members are: 


Peter Fuller (Cadillac Automobile 
Co.) Boston; Thomas J. Brogan 
(Brogan Cadillac Co.) Paterson, 
N. J.; Eugene B. Gamble (High- 
land Motors, Inc.) High Point, N. C., 
Ralph L. Nichols (Ralph L. Nichols 
Co.) Nashville, Tenn.; Gilbert M. 
Tinney (Tinney Cadillac Corp.) 
Buffalo; Gerald L. Everbach 
(Standard Auto Co.) Louisville; 
Thomas E. Pemberton (Pemberton 
Cadillac Co.) Toledo. 


Also, Glen W. Travis (Travis 
Cadillac-Pontiac Co.) Peoria, Ill; | 
Harry T. Priest (Duluth Motors, | 
Inc.) Duluth, Minn.; Emmett A. 
Darby (Darby-Everest Cadillac, | 
Inc.) Oklahoma City; Butler P.) 








Crittenden jr. (Mid-City Motors, 
Inc.) Beaumont, Tex.; Harold W. | 
Shepard (Shepard Cadillac Co.) 
Berkeley, Calif.; Raymond H. Allen 
(Allen Olds-Cadillac Co.) Cedar) 
Rapids, Ia.; Fred B. Utter (Utter | 
Motor Co.) Spokane, Wash.;| 
Hickum L. Galles jr. (Galles Motor) 
Co.) Albuquerque, N. M., and How-)| 
ard W. Mitchell (Mitchell Motors) 
Pensacola, Fla. 





Obituaries 


Frank J, Klepfer 

BUFFALO.—Frank J. Klepfer, 82, nmiem- 
ber of a family and company whose names 
are synonymous with the auto industry in 
this area, died June 9. He was one of five 
brothers, whose Klepfer Bros., Inc., has 
held a Buick franchise for 52 years. 

He gave up the presidency of the com- 
pany after a mild heart attack in 1952. 
He remained vice-president and adviser to 
his nephews, who now operate it. Mr. 
Klepfer was the last of the brothers who 
brought out the “‘Kiepfer Special''—one of 
the thousands of auto makes which had 
their brief span and fell by the wayside 
early in this century. 

. * . 


Mell Blanchard 
CRAWFORD, Ga.—Mell Blanchard, 77, 
retired Ford dealer and a former president 
of the Commercial Bank of Crawford, died 
June 12 in an Athens hospital. 
* * * 


Ray E. Tarbox 
MARLBORO, N. H.—Ray E. Tarbox, 65, 
@ partner in Quigley-Tarbox Chevrolet here 
from 1931 to 1942, died suddenly at his 
home June 8. 


| 


C. H. DeFoe 
DICKINSON, N. D.—C. H. DeFoe, op- 
erator of DeFoe’s Garage (Pontiac) here, | 
is dead. He had been a Pontiac dealer 
since 1926. 





Kenneth H. Reid 
TORONTO.—Kenneth H. Reid, 59, an} 
official of General Motors Acceptance Corp.. | 
died June 10 at his home. He joined GMAC 
about 30 years ago. 
* * * | 

Charles S. Bazzell 
LONGVIEW, Tex.—Charies 8. Bazzell, | 
70, Longview auto dealer, died June 6 of) 
burns suffered in an explosion of cleaning 


fluid. 
* + * 


Brig.-Gen. Albert M. Woody 
LOUISVILLE. — Brig.-Gen. Albert M. 
Woody, former Louisville auto dealer and 
an Air Force veteran, died June 9 in 
Phoenix, Ariz., where he worked for an 
advertising ageney. . < 


Bud Baker 
. (Bud) Baker, 49, 
manager of Ford division’s parts and 
service department and a former dealership 
manager, died June 11 following a heart 
attack while vacationing at Powell, 


1931. Six years iater, a 
travelling representative with Ford’s Den- 
ver district sales office. He managed Ford 
and Lincoln-Mercury dealerships from 1946 
to 1949, before joining Ford division. 


sold. Will this year’s decline 
(sales projections are about 4.5 
million) be accompanied by a 
corresponding dip in scrappage? 


Most observers do not believe the 
drop will be that pronounced. They 
point out that most scrapped cars 
are replaced by used units, not 
factory-fresh models, and that the 
used-car market has been holding 
up reasonably well this year. 

* * +. 


NOTHER factor is the age of 

the cars on U. S. highways. 
Some two million were built before 
the end of World War II, and 
nearly 14 million others are eight 
to 12 years old, 


Many of these cars are ripe for 
scrapping, and a goodly number 
of them will leave the road in 
1958. These are some of the 
reasons why observers expect the 
auto-scrappage total to be in the 
neighborhood of four million 
units again this year. 

According to AMA figures, ve- 
hicle scrappage has shown a steady 
rise during the postwar period. 

Since 1946, it has increased in 
every year but one. In that lone 


“down” year (1952), the decline 
was only 7,000 units. 
> > * 





r 1946, only 809,000 cars, trucks 

and buses were junked, but by 
1948 the total had climbed to 2,- 
275,000, which compared favorably 
with scrappage in 1934-41. 


The three-million mark for all 
vehicles was passed in 1949. Only 
twice before — in 1929 and 1931 — 
had scrappage reached that level. 

By 1951, auto scrappage alone 
had soared into the three-million 
class. The upward trend con- 
tinued, hitting four million cars, 
trucks and buses for the first 
time in 1953. 

AMA notes that the total zoomed 
to 4.9 million vehicles in 1956, and 
Automotive News tabulations indi- 
cate that it remained on that plane 
last year. | 

—Joun K. Teanen Jr. | 





Personal Income 


Makes First Gain | 


WASHINGTON. — Personal in-| 
come in May was at a seasonally) 
adjusted annual rate of $344% 
billion, about $1 billion higher than 
in April, the Department of Com-| 
merce announces. 

Wage and salary disbursements 
in May advanced by $% billion to 
an annual rate of $234 billion. This 
was the first month-to-month rise 
in payrolls since August, 1957. | 


PERNT GIMA TMK 


HELP WANTED 
EARN 


$1,200 - $6,000 YEAR extra spare 
time income just by presenting new ideas 
to car dealers. No selling. Permanent, | 
interesting. Man or woman. Mercury) 
Business Systems, Inc., 3148 W. Pico 
Bivd., Los Angeles 19. 











SALES MANAGER—Wayne Management 
training preferred, but not essential. 
Must be excellent closer, age 35-45, good 
character, reliable and sober, able to 
take complete charge of new car sales. 
500 car deal — “Big 3” line — well 
financed — Garden Spot of California. 
$10,000 up depending on ability, If in- 
terested please forward photo and com- 
— resume, Box 921, San Jose, Cali- 
ornia. 


AUTO SALES MANAGER — Large, well 
established Ford dealership in Chicago 
offers exceptional opportunity for aggres- 
sive man not afraid of hard work and 
long hours. Must be capable of leading 
and training sales organization, helping 
salesmen close deals, etc. Must know 
used car values in today’s market. Sound 
management, modern facilities, excellent 
location, salary for qualified man. 
Replies confidential. Write Box 8302, c/o 
Automotive News, Detroit 26. 


AUTOMOBILE FINANCE SALESMEN—Es- 
tablished finance company in New York 
City with expanding operations has open- 
ings throughout metropolitan area of New 
York and Jersey for men who have suc- 
cessful background in new car automotive 
finance selling. Write Box 8328, c/o Auto- 
motive News, Detroit 26. 

MANAGER and sales manager combina- 
tion. Old established dealer eastern North 

8322, c/o Automotive 











CLASSIFIED WANT ADS 


ly 
TWENTY-TWO CENTS 


Tee stl bat 


Reaching an 


RATES 


and address at regular rates 
Box Number ads are 


TEN DAYS 
WANT AD DEPT 


HELP WANTED 





AUTOMOBILE 
ZONE MANAGER 


Importer and Distributor for Simca, rated 
America’s best imported car buy, has open- 
ing for district manager in central region. 
Permanen?, career-type employment in fas- 
cinating imported car industry. Excellent 
salary and bonus plan, new car, credit card 
and travel allowance. Absolutely must have 
American or imported car district manager 


experience . . . Otherwise do not apply. Send 
resume and recent snapshot to Mr. Read, 
General Manager, Kurland Motors, 1144 


Broadway, Denver, Colorado. 


SALESMAN 
AUTOMOTIVE ENGINE 
TESTING EQUIPMENT 


Must be experienced in automotive 
engine tune-up. Service Management ex- 
perience advantageous. Vehicle and train- 
ing furnished. Attractive proposition and 
opportunity for advancement. Submit de- 
tails of education and experience to Box 
8288, </o Automotive News, Detroit 26. 








SALES MANAGER 
SOUTHERN CALIFORNIA 
800 CAR CHEVROLET 


Compensation limited only by 
ability 
SS Earnings $13,000 


'S6 Earnings $12,000> plus cor 
'S7 Earnings $14,000 


Must be strong closer, familiar with “T.O.” 
and team system, able to train and handle 
details, young enough to want a future and 
eager enough to work for it, 
Write c/o C. P. WILLIAMS 
69813 Sth Avenve 
Inglewood, California Airmail please. 


We Have a Number of 
Desirable Openings for 
Dealer Personnel 


in office, parts and service departments. 
if you have @ bonafide reason for desir- 
ing @ change and are willing to stand 
rigid investigation, register with us. Fees 
reasonable. Replies handied in strict con- 
fidence. No “roamers” PLEASE. 


Geo. E. Kinney 
Inventory Co. 


Employment Service Dept. 
P.O. Bex 5245 
Atlanta, Georgia 


SALES CAREER 


Nation-wide automotive 
parts manvufacturer-distributor offers 
depression-proof sales opportunity. 
Protected territories with established 
accounts now available. Average 


earnings $8,000 to $10,000 per yeor. 
Great opportunities for advancement 


to executive positions. Write today 
giving background and sales experi- 
ence. 


Box 8327, c/o Automotive News, De- 
troit 26, Mich. 


POSITION WANTED 


ATTENTION CHEVROLET DEALERS— 
Do you need an assistant? Experienced 
and educated in all phases of operation. 
Guarantee excellent references and fac- 
tory approval. Prefer southern location 
in town of 10,000 to 30,000. Available 
after proper notice to present employer. 

a 8304, c/o Automotive News, Detroit 





FINANCE BRANCH MANAGER: 10 years’ 
experience discount and small loan. Col- 


c/o Automotive News, Detroit 26, 
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GENERAL MANAGER — Good organizer, 
volume operator, married, reliable and 
responsible. Thoroughly experienced in 
all phases of dealership management and 
operation, with proven buyer’s record of | 
very successfully and profitably manag- 


Ts 
INSERTION 
llc PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name 
Pvt MOLT Merit le 
forwarded to advertiser 


IN ADVANCE OF PUBLICATION DATE. Contract 


it tedl- sls 
$12.30 per column inch. CLOSING 
supplied upon 


AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 


RARE OPPORTUNITY to buy a dealer. 


nation's automotive industry 


POSITION WANTED ADS 


use of a box number. Replies to 


request 


DEALERSHIPS AVAILABLE 


ship handling Chrysler-Plymouth 
southeastern city of 100,000. Buy 
parts and equipment at depreciated valu, 
short term lease on modern building ang 
adjoining paved lot. -$25,000 will hands 
and will return investment within a year, 
Reason for selling, other interests. Writs 
Box 8298, c/o Automotive News, Detroj 
26. 








ing one of General Motor’s largest metro- 
politan dealerships. Have good habits 
and excellent references. Can stand the 
most rigid investigation, and will assure 
you of factory approval and maximum | 
operating results of any dealership. Fi- | 
nancially able to buy part interest in any 
size dealership if desired. All replies will | 
be kept strictly confidential, Box 8292, 
c/o Automotive News, Detroit 26. 


SALES MANAGER, age 48, twenty years’ 
experience, ten years with large General 
Motors dealership—cCadillac dual opera-/| 
tion, 1,400 new and used cars annually. | 
Excellent character references, good 
financial rating. Will join dealership | 
which appreciates experience, honesty 
and sincerity. Remuneration upon ability. | 
Box 8330, c/o Automotive News, Detroit 
26. } 


IMPORTED CAR SERVICE MANAGER | 
with heavy parts and technical repre- 
sentative experience (British and French 
cars) seeks position with importer, dis- 
tributor or major dealer. Familiar with | 
entire business, age 40, married. Box| 
8331, c/o Automotive News, Detroit 26. 


AUTOMOTIVE SERVICE ENGINEER, 
multilingual (German, French, Spanish), | 
interested in position with exporter in| 
automotive trade—in U. 8. or abroad— 
or in foreign operations of U. 8. manu- 
facturer, its subsidiaries or representa- 
tives. Married, member SAE, AOA. Ref- 
erences furnished. Box 8332, c/o Auto- 
motive News, Detroit 26. 


CHEVROLET MANAGER earning $10,000 
per year desires opportunity to increase 
earnings. Expert on used cars and ap- 
praisals. Fast closer. Perfect record. 
Prefer eastern seaboard—now employed 
in central New Jersey. Box 8337, c/o} 
Automotive News, Detroit 26. 


SERVICE MANAGER, 12 years’ experi- 
ence GM volume operation; prefer South- 
ern California or surrounding area; con- 
sider shop foreman or service sales; | 
complete knowledge service operation. 
Write 5668 Franklin, Los Angeles 238, 
Calif 














-Dependable family man 34 years old, 
best references. Fourteen years success- 
ful automotive sales background. Five 
years parts and accessories sales whole- 
sale and retail. Five years retail auto 
sales including two years sales manager. 
Four years factory wholesale sales rep- 
resentative. Presently general manager of 
auto agency. Prefer West Coast. Box 
8323, c/o Automotive News, Detroit 26. 








DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING BUICK AND 
OPEL—FLORIDA—1957 area population 
estimated at 25,000. Citrus, vegetables, 
cattle, railroad center with shops, Naval 
Air Base. I am 63 years old and want)| 
to retire. Factory approval and cash re- 
quired. In reply give business experience 
and banking references. Box 8257, c/o 
Automotive News, Detroit 26. 


HANDLING FORD—In rural deep south 
wtih large industrial development in 
progress. Service sales will pay over- 
head. Will finance most of deal for right 








DUAL DEALERSHIP HANDLING CHEV- 


HANDLING FORD AND MERCURY-— 


DEALERSHIP FOR SALE HANDLING 





DEALERSHIP HANDLING FORD — Ce 





HANDLING FORD—SOUTHWEST, 18,00 





DEAL HANDLING GM, medium prig 
class plus GM import, Bay Area, Cay. 
fornia. Failing health forces selling 
25 year established dealership. No rey 
estate or receivables, used cars optional, 
Good lease, hot retail used car outi¢, 
Buy only approximately $40,000 sign 
furniture, leaseholds, tools, equipme 
and some parts for less than hajif. 
parts-service profits absorption fixed e& 
pense 70%. Ideal year ‘round climate, 4 
natural for a couple of real operaton 
with $100,000 total cash (includes oper. 
ating capital needed for factory ap 
proval). Replies please advise experience 


bank-financing references. Confidential, 
Box 8324, c/o Automotive News, De 
troit 26. 





SOUTHWEST 


HANDLING BUICK . 
OPEL - RENAULT 








BUY PARTS ONLY |} tcc. 
Take 
Will lease equipment, fixtures, -? 


building. 300-500 new units. 


Substantial profit 1957—-Show- 
ing a profit for 1958. Would 
consider partner—Need 
Buick’s approval. All replies in 
strict confidence. 


Box 8336, 
c/o Automotive News, 
Detroit 26. 


ROLET-Oldsmobile, town of 12,000 & 
heart of fast growing Tennessee Valley 
within 100 miles of Huntsville Arsenal 
No used cars or notes and accounts 
buy. Owners want to retire. Box 8318 
c/o Automotive News, Detroit 26. 


Central Illinois dual franchise. Coun 
seat, 6,000 population, rich in farming 
and industry. Potential 175 cars a 


trucks. Buy for parts, equipment, furs 
ture, fixtures only. Excellent facilities 
Enjoys good reputation. Box 8309, ¢/@ 
Automotive News, Detroit 26. 





CHRYSLER and Imperial in most pre 
gressive central Florida town. 

area population 75,000 to 100,000. By 
only parts, equipment and signs. Exc 
lent lease agreement or property can & 
purchased. Box 8310, c/o Automotivw 
News, Detroit 26. 





tral Illinois — 100 car potential. Ne 
building—parts and equipment. Factory 
approval required. Box 8312, c/o Aut 
motive News, Detroit 26. 


population town, Low Service ab 


sorption entire year 


rent. 
1957 was 4% 







































= = 8286, c/o Automotive News, Makes money. Parts can be bought fr 
setae cetera rian below inventory. Family health probie® 
DEALERSHIP HANDLING RAMBLER—/| forces sale. Reply Box 8313, c/o Aue HA. 
Excellent location, good lease, want fast motive News, Detroit 26. a 
sale. $6,000 buys everything. Ranch a 
Motors, Inc., 487 Main St., East Orange, HANDLING ONE OF THE TWO MOST 
New Jersey. POPULAR foreign car lines. Estab dor 
— for many years—operating now. Uppt 
MAKE MONEY WITH ALMA TRAILERS New York state. Two showrooms—tw des 
—A natural ‘‘sideline’’ for car dealers shops—one fully equipped. Complete setup 
who want to make money with minimum available for sale or reasonable lea# car 
cash outlay. Growing market, sound basis, Other lines may be added. This 
profit picture. Choice territories still offer made only because of conflicting oll 
available on new Alma Franchise deal. business interests. Box 8333, c/o Auto 
See Alma ad page 35 this issue. motive News, Detroit 26. Wil 
DEALERSHIPS AVAILABLE Ca 
an 
DEALER FRANCHISES AVAILABLE FOR in ¢ 
we Ti ing 
bef 
Sell the fabulous Citroen and Panhard quality and economy automobiles. 
A car in every price range from $1,395 P.O.E. 
Dealerships available in the states of Texas, Oklahoma, Lovisiana, Arkansas, 
Kansas and Missouri. For further information wire, write or call: y 620: 











1901 MILAM 






LONE STAR MOTOR IMPORT, Inc. 


CA 4-9456 









HOUSTON, TEXAS 





—_—_ 





DEALERSHIPS AVAILABLE DEALER SERVICES 
BURBAN MILWAUKEE AREA—Han- 
| dling DeSoto-Plymouth, Excellent loca- 
tion with most modern facilities. Lease 
or sale... adjacent used car lot. Buy 
inventory, no water. Write Box 8320, c/o 
Automotive News, Detroit 26. 


USIVE DISTRIBUTION for state of 
Florida of new imported automobile 
S available, Reply Box 8321, c/o Automo- 
'tive News, Detroit 26. 


ALERSHIP HANDLING DeSOTO- 
PLYMOUTH. Suburban city near Los 
Angeles. Fastest growing area in South- 
ern California. Same owner and loca- 
“tion for over twenty years. Wonderful 
Pused car operation and service depart- 
ment. Will lease both or either new or 
Sused car department. I am tired. Factory 
Sapproval and cash required. Box 8334, 
_e/o Automotive News, Detroit 26. 


DR SALE—OHIO DEALERSHIP handling 
Cadillac, Pontiac, Vauxhall, 250 new 
car volume, reasonable lease. Must have 
factory approval. Please give references 
and cash available to invest in deal. 





Py 
+ 











@ © TWO ESSENTIAL SERVICES ® ® 
INVENTORY SERVICE @ @ 

Parts, accessories and similar goods. 
APPRAISAL SERVICE @ @ 


equipment, machinery 
For Buy /Sell —— 
Annual Fiscal Report 








and tools. 









@ @ Call or Write for Details @ © 


Automotive Inventory & 
Appraisal Co. 


10040 Freeland Ave. Detroit 27, Michigan 
WeEbster 3-4445 
















BUSINESS OPPORTUNITIES 
















Can You 






















paler. Box 8335, c/o Automotive News, De- 
h in & troit 26. NET 
Only 7, 
ralue, DEALERSHIP WANTED 
} and By. PAY CASH for dealership with 300 $50 to $75 A Day 
a or more new car potential; however, 
. fer larger deal. Have sufficient cash 
Write an operating experience to assure fac- ($12,500 to $18,750 per year) 
trot B tory approval of any dealership. Please sent job? 
send details in confidence. Box 8294, Working at — i 
price c/o Automotive News, Detroit 26. 
Cal. BFOUNG MAN, 30 years old, married, one te NOT 
1g of child, would like buy-in, buy-out oppor- 
Teal tunity in small (150 car) ‘‘Big Three’’ 
ional, & dealership. Can invest $10,000. Eleven this advertisement is important 
utlet, rs’ experience all departments for to you. 
sign, @ large Ford dealer. All replies confidential. 
ment | Box 8329, c/o Automotive News, Detroit 
May § 26. ANY GOOD AUTOMOBILE MAN CAN 
i « BHEVROLET OR CADILLAC DUAL, 250-|| srapy THIS PROFITABLE ONE-MAN 
te. 4 300 cars, vicinity northern or central Al 
‘aton B New Jersey. Have sufficient cash for RECESSION-PROOF BUSINESS ON iN 
“- oe. Factory approval assured. INVESTMENT OF LESS THAN $1.000. 
x , ¢/o Automotive New - 
—q By ®, De-|| you Provide a Service Needed by Al- 
= PHEVROLET OR DUAL, 50 to 100 car most Every Automobile Dealer . . . and 
deal, west of Rocky Mountains. Confi-|| you get well paid for it. 
oy a 8326, c/o Automotive News, || you regroove his slick tires, quickly and 


perfectly with an amazing, portable, elec- 
tric machine. THE HONEYCUTT AUTO- 
MATIC TIRE REGROOVER that precisely 
duplicates . . . in minutes . . . any stand- 
ard automobile or truck tire through 
11:00 x 22. 


The Business is Waiting for You. 


As an automobile man, you know that 
the dealer can't sell his used cars with 
slick tires. 


DEALER SERVICES 


MILITARY BUSINESS 
— Got Your Share? — 

ilitary people will want to: 

Finance for 30 to 36 months. 
Register and Title cor out of state. 
Take car overseas without refinancing. 
Get low, money saving, financing rates. 
Take immediate delivery. 
specialize in such transactions on a sim- 


. no trouble, without recourse basis for 
and first three grades enlisted per- 













You and your machine can provide the 
deep tread and safe traction that the 


dealer's customers demand. 


Because you offer the cheapest way out 
for the dealer, your service is always in 


Military demand. You have a ready made market 
finance Co. Acceptance of almost unlimited potential. 
B Tioga Bidg., P. O. aan 2166 || +o Get into This Business, You Buy Only 


Milvia 
ley 4, Calif, 
all 3-7423 


the Machine. 


You pay for no franchise, but you get the 
benefit of the experience and accumulated 
know how of men in all 48 states who 
are making $50 to $75 a day every work- 
ing day. 


The Machine Pays for itself—Out of 
Profits—in 90 Days. 


Just think! Your entire capital investment 
is usually returned within three months. 
Because the machine is a proven, high 
income producer, it is easy to finance, 
and your initial capital investment may 
be considerably less than $1,000. 


We Show You How to Gain High iIn- 
come, independence, and Security. 








































= A good man with automobile experience 

ming and a little push and hustle, can create 

an for himself the finest one-man business 

—_ Manager — Accountant, age 50, in his community. It's a proven fact—Let 

ee Chrysler or GM us give you full information. 

— Manager—Accountant, Ford or GM 

CING , Manager—Accountant, age 57, WRITE—WIRE—CALL 

sine B* <r setlers ‘and appticants,”* “||| HERMAN SMITH CO. 

reel Geo. E. Kinney Inventory Co. 1803 Dalles Ave. Heuston 3, Texas 

in te If Employment Service Dept., P. O. Box 5245, Phone CA 7-9545 

otive Atlanta, Georgia 

oe BUSINESS OPPORTUNITIES 

tory 

Auto 

- ire R ing Obsol 

= 1 Hi. A. Makes All Tire Regrooving Obsolete 

t for 

i HAMILTON-ART TREAD CARVER is the only completely auto- 

— matic machine in the market with wrist and elbow movement as 

_ done by hand. The Hamilton-Art duplicates all standard tread 

=a designs with speed second-to-none. Three minutes on passenger 

sf «cor tires, four on trucks. Weighs only 132 Ibs., yet it handles 

ce fll tires from the smallest passenger through 1100 x 22 truck. 

“a Will carve tires on or off trucks, buses, and even passenger cars. 

__§ Carves mud and snow treads. Has side stroke from 1/16th of 
an inch to 4 inches with multiple cam. All this and more you get 
in a Hamilton-Art, yet it costs only $995 full price—with financ- 
ing available. Can learn to operate in one hour or less. Never 
before anything like it offered. 

‘. For Demonstration Call or Write 


HAMILTON-ART, INC. 


2042 Virginia Ave. Connersville, Indiana 
Phone: 43 


ALSO EXCLUSIVE DISTRIBUTORS WANTED FOR 16 STATES 





We can 
Panels, 
rectly from U.S.A. or through our German 
organization: 






























220 CARS—80% less than 6,000 miles 
First group of 25 6-cylinder 2-door 
Chevrolets to be sold JULY Ist in group 
lots of five. 


Other groups will also contain 33 low 
mileage 8&-cylinder 4-door 
police cars with automatic transmission. 


Will be sold by Purchasing Agent 





on further sales contact City Purchas- 


CARS WANTED 


SEVEN PASSENGER CADILLAC limou- 
sines, 
2836 


Ridgway-Baker, Belmont 4-6611. 
N. E. Sandy, Portland 12, Ore, 





Foreign Car Dealers!! 
NEW AND USED 


Don't sacrifice your foreign car inventories 
—Call the largest Ay dealer in the mid- 
west. No stoc 
us to handle. Write or call: 


small or too large for 


JAN ROSS MOTOR CO. 
Import Division, 380 E, Broad St., 
Columbus, Ohio. CApitol 8-4514. 





CARS FOR SALE 


VOLKSWAGENS 


Sedans - Convertibles - 
Ghias 


Karmann Ghia Convertibles 


. "57, "58 
Completely Americanized 
Wholesale—To Dealers 


We are the only American Importers with 
our own organization 


in Germany—We 


ship only Selected, Top Choice Cars. 


F. H. K. CORP. 


Long Island City 6, N. Y. 
EMPIRE 1-0557 


EMpire 1-0600 
also supply Station Wagons, 
Pick-Ups, Buses, etc., either di- 


Deutsch-Amerikanische Auto- 


mobil Handelsgeselischaft, MBH. 


HAMBURG 1, GERMANY 


DEALERS ONLY 


WHOLESALE 
VOLKSWAGENS AND 
KARMANN GHIAS 


New 1958s and Used 1957s 


Stock of 75 cars on hand at all times. 
Immediate delivery. Write or phone: 


Dan Matroni 
Foreign Car Division 


Underhill Motor Corp. 
1860 Broadway, New York, N. Y. 
JUdson 2-5930 


JUdson 2-5931 
24 hour telephone service 





DO YOU WANT 
PROFITS NOW?7? 


Wholesale to Dealers Only 
Fully Americanized 


VOLKSWAGENS 


1958s, 1957s, 1956s, 1955s, 1954s 
Sedans—Convertibles—Karmanns 


Shipped by the 
World's Largest Independent 


Volkswagen eeneeee 


con Representatives for Details. 
L t "New J 
yndhurst, New Jersey 


GEneva 8-7070 


or Call N.Y.C. Lines: Wisconsin 7-8221 


(Bank References Furnished 
Know Your Supplier) 
Also Station Wagons, 
Panels, Buses, Etc. 
Export Industrial p., 5. A. 
Hamburg Germany 









City of Akron 


Fleet Cars 
For Sale 


1957 Chevrolet 2-Doors 


In Service Less than 10 Months 













Chevrolet 













G. McQuiggan 
205 Municipal Building 
Akron 8, Ohio 


For inspection of cars or information 






ing Department, Akron, Ohio. 








AUTOMOTIVE NEWS, JUNE 23, 1958 


CARS FOR SALE 





Distressed Merchandise 
For Sale 
NEW GOLIATHS 


Station wagons and 2-door passenger 
cars. Below dealer cost—All serviced. 
Selling reason: As of June 2, 1958, three 
selling dealers in town. 

Call or Write 


A B C MOTORS, INC. 


DeSoto Dealer 
550 W. Douglas, Wichita, 
Phone: HO 4-2394 








FOREIGN CARS 


JAGUAR — AUSTIN-HEALEY — 

TR2-TR3 — MG — MGA — FIAT 

MERCEDES — PORSCHE — VW 
RENAULT 


"52 ALL MODELS "58 


Hempstead Auto Company 


Telephone: iVanhoe 6-5757 
46 Fulton Ave. Hempstead, New York 








TRUCKS WANTED 





INTERNATIONAL RF190 or LF190 chassis 
& cab tandem axle, 175’° WB or 102’’ 
CA. Phone EXpress 2-5941, Niggles In- 
ternational, Mt. Vernon, Ohio. 


TRUCKS FOR SALE 





WILL SACRIFICE—New 1957 Dodge 1-ton 
Power Wagon, 8 foot body, 900x16-8 ply 
tires, 1600 Ib. front, 3000 Ib. rear springs, 
booster brakes, power take off assembly, 
winch assembly, recirculating heater, 
turn lites, windshield washer, rear drive 
shaft assembly, tow hooks. Harold 
Medow, Ben Medow, Inc., 222 North 
Lafayette, South Bend, Indiana. 


 *‘DECAL ‘TRANSFERS 


TRUCK DECALS: no charge for sketch; 
durable, brilliant colors. Write for sam- 
ples. Allied Decals, Inc., 8356 Hough, 
Cleveland 3, Ohio. 








ACC ESSORIES FOR Ls 


STATION WAGON LUGGAGE RACKS 


$59.95 


Shipped completely assembled 


stainless 


steel! bed. permanent and removable 
models. Write for color 

AUTO TRENDS, INC. 

20! Monroe Ave.. N. W. 


Grand Rapids 2, Michigan 








PARTS WANTED 
WANTED: Chevrolet and Ford obsolete 
parts for export, 1928 and up. Passenger 
cars and trucks. Send lists for immedi- 
ate orders to: Jack's Auto Parts, 606 
Phone: 


Anderson Ave., Cliffside, N. J. 
WHitney 3-6666. 


FORD 


PARTS WANTED 





Model “A” to date, all obsolete models, 
excess inventory. Highest prices paid, SEND 
YOUR INVENTORY STists FOR OUR BIDS. 


(Chevrolet also) 


SPARE PARTS & EQUIPMENT CO. 
656 Broadway New York 12, New York | 








SCHOOL BUSES WANTED 


SCHOOL BUSES WANTED—one or twenty, 
1951s up—36 to 66 passenger. Quick ac- | 
tion. 
News, 





Write Box 8232, 
Detroit 26. 


SHOP EQUIPMENT FOR FOR SALE | 
' 


c/o Automotive 





LINCOLN-MERCURY-CONTINENTAL ver- 
tical outside window and service signs. 
Also 25 Burroughs Parts Bins. Write 
John Waxler, Strong Building, Beloit, 
Wisconsin or telephone EMerson 5-7774. 








39 


ANTIQUE CARS FOR SALE 


ANTIQUE DODGE CARS FOR SALE—One 


1914 Dodge touring 4-door; one 1924 
Dodge 4-door sedan. In good running 
order. Taylor Motor Co., Rogersville, 


Tennessee. Telephone: 2285. 


MISCELLANEOUS 


BLUE ® CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 


& BRAKE CABLE 
DEALERS’ SPECIAL (F.0.8. Factory Net) 


$52.35 Fed. Tax Included 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 


Action 


Four Clamp Hook-Up 
DEALERS’ SPECIAL fon. Factory Net) 


$44.85 Fed. Tax included 


Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 


“Leaders in the Industry 
Since 1939" 


Canedion Distributors 


FIVE WHEELS, LTD. 
SES. 





CLASSIFIED WANT ADS 
BRING RESULTS 


The “ORIGINAL YELLOW™ 


Automatic BraKinG 


Is the ONLY—TOW BAR—TODAY 
‘wast acnoe 51° 
incldg. BRAKE HOOK-UP 

$61 45 
TowKinG ..2:'c, *45°° 


COMPLETE with 
GUIDE CABLES AND 
vuwn TRAIL-KING 


BRAKE HOOK-UP 


re fan Cicken & Dever, $37.50 


Liberal “Trade In" or REBUILD 
Your OLD Tow Bars With Our 
SPECIAL CHANGEOVER KIT 


STEEL (Tow Bar) CARRYING YOUR 
BROWNIE CARRY-ALL — Oniy 
BAG Mounted ON 

Rubber-Tired WHEELS $11.11 


Tow Bar Sales Co. 


E Factory Distributors 
DE 2.0700 AN 3-8868 Nites: BA 1-8717 


Call Collect 3 cc 


charges 
on $100.00 orders 
40 So. Clinton St., Chicago 6, Ill. 
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New Subscription Order 


Send Automotive News to Address Below 


U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [[] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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RD Bin cvicdanat cdnsaGesdedeevennenesahecnte Zone No......... 
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Car Dealer [) Truck Dealer [] Manufacturer [] 
Jobber [] Insurance oO Financial [) Supplier [] 
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Dodge Dealers 


-<« 


(Get The Show | 
On The Road} 


It’s easy to claim all sorts of advantages for a car in the show- 
room. Almost everyone does. But when you get a prospect on 
the road, it’s the way a car feels, handles and performs that 
counts—not the showroom salestalk. 


That’s why Dodge dealers are making the road their showroom 
this summer. They’re asking prospects to ‘““Take the Wheel, get 
the Swept-Wing feel’ because they know they have a real dif- 
ference to show and to sell. 


A difference that their prospects can sense and discover for 
themselves in the first mile they drive. 


A difference that’s no accident, but the result of careful develop- 


ment of new and exclusive engineering advances like Torsion- 
Aire Ride, Push-Button Driving, Constant-Control Power Steer- 
ing and Total-Contact Brakes. 


A difference that makes Dodge more rewarding to own, and 
easier to sell—profitably! 


DODGE DIVISION 
CHRYSLER CORPORATION 





